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N producing Galvanoid, one organi- Tell this to your customers. Show them 
zation mines and selects the ore, the label on the roll. Tell them that 
draws and tempers the wire, weaves _ its durability and even mesh have made 

the screen and electroplates it with pure Galvanoid a leader for over fifteen 
zinc after weaving. years. 


American Wire Fabrics Corp., Subsidiary of Wickwire Spencer Steel Co. 
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price Write for Booklet S-35 
to suit showing complete line 
every 

need 


The Stanley Rule & Level Plant 


The Stanley Works 
New Britain, Conn., U.S.A. 





New York Chicago 
San Francisco Los Angeles Seattle 





ey 
Be’ 
ome 
me 
| 
Bris 
sy 
*” 


November 26, 1925 HARDWARE AGE 





A CHRISTMAS GIFT 
TO HARDWARE DEALERS 


A Christmas Gift of a bigger bank balance is offered to 
all hardware dealers who will follow these suggestions: 


Say to every woman who enters your store, °**Put 
PYREX, the most useful and practical gift, on your 
gift list this year. May I show you our stock?’’ 


Say to men customers in your store, ‘‘May I show 
you our stock of PYREX? PYREX is the most useful 
and practical gift you could give your wife for 
Christmas.”’ 


Repeat this message in your newspaper advertising. 


Send PYREX envelope enclosures in your state- 
| ments and direct mail work during the Christmas 
buying season. We will gladly furnish them. 


| Put in a PYREX window trim. Send NOW for dis- 
play material. 


Dress up your PYREX table. Put a special table or 
a counter display up near the front of the store. 


Have a well assorted stock of PYREX on display to 
take care of the holiday demand. Place your order 
EARL Y—NOW. 


Make the Christmas Season bring in the profits that it 
CAN yield—if these things are done. 


PYREX Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 
World’s Largest Makers of Technical Glassware 
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AFTER all, there’s only one rea- 
son why a dealer buys Eveready 
Columbia Dry Batteries. He 
knows he is dealing with live 
merchandise, the kind that has 
friends, makes friends and pays 
for its board and room. 

‘‘For several years we have handled 


the Eveready Columbia line entirely 


and have been very successful with 
same,” say John W. Scull & Son, Tell 
City, Ind. “We have always made 








Eveready Columbia window display, John W. Scull & Son 


They turn over 


it a rule to handle nationally adver- ; 
tised brands, because of the rapid 
turnover and increased volume of 

sales.” 


You, too, can make your bat- 
tery business more profitable 
by ordering Eveready Columbia 
Dry Batteries from your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 


Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


COLUMBIA 
Dry Ba 


tteries 


-they last longer 








November 26, 1925 : HARDWARE AGE 


SILVER 
STEEL 


Feature this Hiah Grade Sato , 
for Christmas Ji, 


This is the finest and best Hand Saw the great 
Atkins factories have produced. It is made 
from Silver Steel, Atkins exclusive formula, 
therefore, it will cut faster, stay sharp 
longer and outwear any other saw. It is 

two way taper ground by Atkins pat- 

ented process and will go thru green or 

wet lumber with ease and precision. 


Comes packed in a beautiful blue 
and white carton with holiday 


\ 


ASK FOR CHRISTMAS * 
DISPLAY CARDS FOR YOUR 
WINDOWS AND COUNTERS 


“<. We will be very glad to send you beautiful Christ- 

' mas Display Cards to help sell this saw to your 

trade. In addition to the No. 400, which is obtain- 

able in skew back, regular width and ship pattern we 

can furnish the No. 401, a straight back saw in regular 
width and ship pattern. 


THE FINEST ON EARTH 


If you want to obtain the best saws that money and skill can produce 

buy the above saws for your Christmas trade. These saws are fitted 

with Improved Perfection Handles of rosewood with a piano-finish and 
nickelplated screws. 


Write nearest point below if you are interested in the 


FOUR HUNDRED line 


E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 


Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Minneapolis Portland 
—— New Orleans San Francisco 
Memphis New York _ _ Seattle 
Paris, France Vancouver, B. C. 
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The NEW PARLOR FURNACE 
That Meets The Coal Situation 


Mr. Dealer, people everywhere are alarmed 
over the coal situation. 

Even where hard coal is obtainable, the high 
cost makes it practically prohibitory to the ma- 
jority. 

The New Foster 400 Parlor Furnace meets 


conditions squarely. It burns any kind of fuel 
satisfactorily and with down-right economy. 


FOSTER’S 400 


Gives Real Furnace Comfort 
With a Stove’s Fuel Consum ption 


Whether the user burns soft coal or hard coal, 
wood or coke it proves its saving. | 

It-will heat from one to five connecting rooms 
with fess coal than the regular type of furnace. 
Can be installed instantly in any room with a 
flue connection, at a fraction of the cost of in- 
stalling an ordinary furnace. No basement re- 
quired. 

Besides homes it is recommended for heating 
churches, school rooms, stores, halls, 
It is a beautiful heater. ) 


smal] 
offices, etc. 


SELF-CLEANING 


And it’s self-cleaning. The firepot is made 
larger at the bottom than at the top. The 
ashes fall away from the sides and leave a 
clean surface exposed to the fire. 


This construction not only insures maximum 
heat radiation, but minimum fuel consump- 
tion. 





Grasp the opportunity to sell a heater that 
adequately meets the coal situation. 


We stand back of every Heater and every 
Dealer who handles “The Foster Line.” 


Write us now. 


The Foster Stove Co., Ironton, Ohio 


Makers of “THE FOSTER LINE” 
Parlor Furnaces, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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The Washer 
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THIS COUPON 


Will bring you com|plete information about 


MUELLER RED 


The Nozzle With the|Four Exclusive Features 





1. Made ot Forged brass 3. Nickel finish that pre- 


that’s leakproof. vents tarnishing. 

2. Equipped with Mueller 4.A distinctive trade- 
‘“Neverlose’’ threaded mark—a Red Band of 
rubber hose washer. “Duco.” 





The Red 
Band §identi- 
fies the genu- 
ine Mueller 
Nozzle. 
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Mueller Brass Co. x 
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- & ~) 
¢ Oo” Oo A ; 
+ & Yat 
The Muellers Have Been Making eo 2° Oe 
Quality Brass Goods Since 1857 o er Se Po aS 
s 2 ie 4 A F cw ~ 
ra oe! cer x 
o y Le is e) RY ~~ , » 
o Ry Oe sv \ 
i sk ; - 6S 


BAND NOZZLE 
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SET ELEC re gE: 


Rass 


Worthy 
Your 
Endorsement 


YOU take nochances in re- 
commending ARCADE Files. 
In fact, customers will 
admire your judgment. 


They're properly tempered 
and cut for fast, accurate 
filing. Good workmen find 
them dependable--always. 


NICHOLSON FILE CO. 


ARCADE WORKS 
ANDERSON, IND. 
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How to Combat the Mail-Order House, 
the Peddler and Price Cutter 


BF 


"| ae th problems that confront you today 
are the house to house peddler, the price 
cutter and the mail order house. Where 
will these merchandising policies lead to? 
How will they affect your business? How can 
you best meet them? Here are a few sugges- 
tions that will aid you to pursue the proper 
course. 


WIRES 


To-day hardware merchants all over the coun- 
try are doing a larger weatherstrip business 
than they ever did before. 

But a grim spectre lurks near and if you 
listen to him you can’t keep faith with your 
trade, and he will undermine your business. 
This spectre is the ‘‘cheap imitator.”’ 


The Dealer Pays 








Keep Faith With 
Your Trade 

One of the biggest 
and most important 
factors in your busi- 
ness is the confidence 
your customers place 
in you and the goods 
you sell. Hold this 
feeling of confidence 
and loyalty by all 
means. Just so long 
as you dowill you pros- 
per and your business 
increase. 

Every dealer nearly 
every day is tempted 
by the promise of a 
little more margin, or 
by a lower price, to 
handleunknown goods 





Don’t Allow Yourself 
to be ‘‘kidded” away 
from Your Trade! 


Whether you are retailer or job- 
ber—whether you handle drugs, 
groceries or hardware—here is a 
message of vital importance to 
you and to your business. It tells 
how the E. J. Wirfs Organization 
manufacturers of Home Comfort 
Weatherstrip are helping dealers 
to combat these evils. 


Seeing the big suc- 
cess of Home Comfort 
Weatherstrip, cheap 
imitations, which to 
the uninformed look 
something like Home 
Comfort, have come 
into the market. These 
imitations will not give 
satisfaction. Every- 
thing has been sacri- 
ficed to price, but they 
are trying to ride in 
with a proven product 
for which a demand 
has been created. If 
the unsuspecting dea- 
ler stocks the cheap 
imitation, who will be 
the “‘fall guy’’? It will 
be the dealer. After 








in place of standard, 
proven and nationally advertised merchandise. 


What We Learned 


To illustrate our point we cite the experi- 
ence we have had as manufacturers of Home 
Comfort Weatherstrip, though the same princi- 
ple applies to tools, household articles and 
many other items you carry. 

After perfecting Home Comfort Weather- 
strip and putting the best of materials and 
workmanship into it, its success was assured 
from the start. Home owners and dealers 
had long wanted a weatherstrip such as Home 
Comfort. We considered various methods of 
selling but finally decided to market Home 
Comfort Weatherstrip through the jobber and 
dealer with a strict price maintenance policy. 
Jobbers and dealers asked us to create a con- 
sumer demand. We did. Large advertise- 
ments in the Saturday Evening Post and other 
national magazines have been running con- 
tinuously. An attractive display stand and 
other dealer helps were furnished the dealer. 


trying an inferior arti- 
cle the customer will bring it back and ask for 
his money; but the loss of the sale isn’t the 
big thing. It is the fact that your customer’s 
faith in you and your merchandise is shaken. 
Remember, friend dealer, this is not only true of 
Home Comfort Weatherstrip but of many 
items you carry. Some fellow is always trying 
to hide behind your reputation in order to put 
over an inferior product. Keep faith with your 
trade and you will profit and come out ahead. 

It isthe policy of the E. J. Wirfs Organization 
to co-operate with the dealer and jobber in 
every way possible. We realize that by national 
advertising, dealer helps and a superior prod- 
uct, we can bring more customers into the 
dealer’s store and when we do this the dealer 
and jobber will feel kindly towards us and our 
product. We do this not because we are philan- 
thropists but because we know that good will 
is one of the biggest assets anyone can have. 


E. J. WIRFS ORGANIZATION 
128 South 17th St., St. Louis, U. S. A. 
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The Three Point Plan 


Turned the Tide for Me 





The story of Bill Howell 
—his problems and how 
he met them—is yours 
for the asking. Just send 
the coupon and spend a 
pleasant fifteen minutes 
with Bill. 





Take a tip from Bill Howell. 


I’ve been through the mill. I faced 
the same problems that all hardware 
retailers are puzzling over. I saw costs 
rise and profits dwindle. 


I tried direct buying and retrench- 
ment—I analyzed and I worried. I 
listened to all the master minds and 
tried all their panaceas. 


And then I got to the doddering stage 
—reminiscing about the good old days 
and inventing new alibis for the banker. 


Lowered Costs 


Then came the Three Point Plan— 
conceived by men vitally interested in 
my success and yours—based on an 
exhaustive study of facts, not theories. 


The Three Point Plan, first of all, 
cut my costs. 


It saved me many hours each week, 
which were turned to productive sell- 
ing effort. It reduced my inventory. 


diser. 


It cut out dead stock and frozen assets. 
With a lower investment I havea 
better balanced stock—and I’m turn- 
ing it over faster. 


More Volume 


With less capital, I’m doing a bigger 
business. My gross sales are greater 
—and better yet, my net has grown. 
I’ve got more customers and their ac- 
counts are bigger. The average sale is 
larger, as well as the total. 


I didn’t have to expand my organiza- 
tion—its efforts are better directed. 


Success 


I don’t have to dodge Old Man Lia- 
bility any longer. My bankers and I 
are pals again. 


The Three Point Plan will do the 
same for you. Get the whole story 
and see what it did for me—and will 
do for you. 


(Signature) BILL HOWELL 


THE MANSFIELD TIRE ©& RUBBER CO. 


Mansfield, Ohio 


I'd like a copy of Bill Howell— Hardware Merchan- 


I}. 
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Develop Chain Sales tor a 





No. 3 No. 4 


There a 


N THEIR various sizes, these ten patterns cover 90% 
| of all chain uses. They are made up into chain 
Specialties such as those mentioned on the opposite page 
—quick selling items. When sold on a footage basis they 
are also in great demand. 





Chain is taking the place of cord or rope for countless 
purposes—it’s stronger—won’t rot, fray and break— 
looks better, lasts longer and it’s more economical. 


How many of the chain specialties listed opposite do 
you carry in stock? You're missing big chain profits if 
you fail to display them. Check the list—by featuring 
these uses you will quickly increase your chain depart- 
ment turnover. Many dealers are doing this. Why not 
get these profits? 


Ask your Jobber’s Salesman to show you the ACCO Line 


re 101 Use 


SCS 





ACCO 


There is a Style for Every Purpose 
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Bigger Hardware Business 











No. 8 No. 9 Ne o. 10 
WELDED CHAIN WELDLESS CHAIN 
No. 1—General Utility Chain No. 6—Tenso Pattern 
No. 2—Elwel Coil Chain (Twist Link) No. 7—Lock-Link Pattern 
No. 3—Elwel Coil Chain (Straight Link) No. 8—Niagara Pattern 
No. 4—Elwel Passing Link Chain No. 9—Safe or Register Chain 
No. 5—Elwel Truck Chain (Twist Link) No. 10—American Pattern—Sash Chain 


Note these uses for these 10 Chains—You can suggest many more 


Heel Chains Stage Traces Cow Ties General Utility Chain 
WELDED art BackChains Stake Chains DogChains Tail Board or End Gate Chains 
CHAIN Tug Chains Butt Chains Truck Chains Wagon Chains—(all Types) 


Breast Chains Halter Chains’ Barrier Chain Log or Binding Chains 


Zz 








: Anti-Spreader Wagon Chains 
WELDLESS — Halter Chains 52 Gut or Picket Chains Kennel Chains 
CHAIN e Porch Swing Chains 
Dog Leads Sash Chain 


Hammock Chains 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, Limited, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 


Largest Manufacturers of Welded and Weldless Chain for all purposes and the WEED Line of Automobile Accessories 


CHAIN 


There is a Size for Every Purpose 
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Not “Dealer Helps” 
But Definite Merchan- 
dising Plans That Make 
Sales and Profits for You 








THE P.A.Ge1ER COMPANY 






Electric Products 
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ELECTRIC CLEANER 


TWO MODELS « BOTH GOOD 











eee Samples of Royal Dealer Success 


ae One of our dealers sells a Royal a day 
over the counter. Another, located in a 
city of 15,000, has sold a Royal to every 
fourth home. There are two practical 
— reasons for this kind of sales success — 

fem) fase ewer one is the businesslike Royal merchan- 
Sins wiht sates Bt Ss. dising policy—the other is because 
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Let Us Submit to You the 
Actual PROOF of PROFITS 


The 
P. A. GEIER CO. 


540-560 East 105th Street 
CLEVELAND, OHIO 
~~ 


Manufactured in Canada by 


CONTINENTAL ELECTRIC CO., Ltd. 
Toronto, Ontario 
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N addition to 100 ft. hanks and 1200 ft. coils, reels and 
tubes, we put up Samson Spot Sash Cord No. 7 in 25 
ft. hanks, four connected, and packed in a carton, as 


shown above. 


Samson Spot Sash Cord 





>, 
= Sea . ah ad 
el “ * — a ee a ~~ * 
TO a . , — a iS. . . ae ‘, <=> ~“., 4 
AE > <n e — > ae ton oa ea oat ~ 2S > eS “eames 
Trade Mark Reg. U. S. Pat. Off. 


Spot Cord has been known to the trade for more than thirty-two years as the most durable 
and economical sash cord. Our well known trade mark, the Colored Spots, enables your cus- 
tomers to recognize it easily. Spot Cord is made of extra quality fine yarn, firmly and evenly 
braided and smoothly finished. It is guaranteed free from imperfections of braid or finish 
and from the harmful loading material found in some cheap cords. 


USTOMERS often want a short piece of good cord 
either for hanging windows or for the many other 
purposes to which this smooth, handsome, durable 

solid braided cord is adapted. It is useful for clothes line, 
flag halyards, ventilator cord, on yachts, for campers and 
automobilists, and in many other ways around houses and 
on farms. Carrying cord in these handy 25 ft. hanks saves 
the necessity of cutting off short lengths from 100 ft. 


hanks. 





Put a box of 25 ft. hanks of Spot Cord on your counter— 
it will produce easy and profitable sales. 
Send for full information. 











48H 


SAMSON CORDAGE WORKS | 


88 Broad Street, BOSTON, MASS. 
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Paint.*Varnish 


“W orth a Lot 
of Money to 
Us and....” 
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Equally Valuable ; 
to You! : 


No matter where you are located the Acme Quality 
franchise will prove a big payer. The skillful per- 
sonal service our representatives offer you is only 

A one of many Acme features that appeal to the aver- 
S\_--“ age paint concern. May we go more into detail? 


ACME WHITE LEAD AND COLOR WORKS, cetrotr"“micwican 


Branches in All Principal Cities—Dealer Service Stations Everywhere 


| oe | 


Ort 
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Do your sales show satisfactory 


increases each year? 


When you go over your sales figures 
at the end of the year, will they show 
substantial increases over last year’s 
figures? Are you like the Albert E. Hale 
Company of Springfield, Mass., who can 
point to an increase of 666% over a 7 
years’ period in Valspar sales alone? 

Such success can only result from the 
application of sound business principles. 
In the Hale Company’s case they have 
been careful to keep a wide and varied 
stock, but without duplicating their lines. 
In this way they have tied up a compara- 
tively small amount of capitalin stock and 
are able to turn it over many times a year. 


The selection of Valspar and Valspar 
in Colors by the Albert E. Hale Company 







In seven years, Valspar sales have increased 
606% in the store of the Albert E. Hale Co., shown 


above. Note the Valspar signs on the windows. 


Pane Yy 


ARN iS ta 





Below: Mr. 
founder of the Albert E. 
Hale Co. 











It enabled them to 
satisfy the demand of their customers for 
high-grade Varnish, Varnish-Stain and 


was a natural one. 


Enamel in any color. It simplified the 
stock and kept the capital investments 
at a minimum. 

And because Valspar is widely known 
and is backed by the lafgest advertising 
campaign in paint and varnish history, 
it has sold rapidly and has kept turning 
over and over each year. 

These policies, backed by aggressive 
sales efforts, have led to increased sales 
and bigger profits which any live mer- 
chant can duplicate. 


Simplify your stock with Valspar 
and Valspar in Colors 


Albert E. Hale, 


17 












VALENTINE’S 


LSPAR 


The Varnish That Won't Turn White 





VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 
ESTABLISHLD 1832 
Boston 


Amsterdam 


Toronto 


New York 
London 
W. P. FULLER & CO., Pacific Coast 


Chicago 


Paris 
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[F THERE ARE ANY WOLVES IN GALVESTON 
he es 


ae 


car loads a year, concentrating 


~~ uniform quality and quick turnover. ‘Ss 
They make more than a profit from the white-lead 
who come in j for Dutch Boy white-lead <— take along other 


merchandise such as brushes “ap linseed oil, turpentine and flatting oil. 
Here's what the V. L.Baulard Company themselves have to Say about it- 


For nearly fifty years we have been represented on your 
books continuously as distributors of your well-known Dutch Boy 
white-lead, which has enjoyed a consistent demand in Galveston 
a11 these years, and its quality has remained uniform. 

Our sales (mostly at retail) have been as high as six 
carloads a year, possibly more some years, and due to the many 
turn-overs @ year we enjoy a very satisfactory margin of profit 
in handling Dutch Boy white-lead. 

We are of the opinion that we are one of the oldest 
continuous names on your books, and it is always a pleasure for 
us to re-order Dutch Boy white-lead (always in carload quantity), 
as we know that our investment will soon turn itself, and that 
we are making friends and satisfied customers with every sale. 

Yours very truly, 


C.F. Bruen feo 











Do people know you are the Dutch Boy merchant in your town? 
Broadcast ton let the little Dutch Boy make friends BZA for 


you. Put him on your bills and letterheads Youll smile 5) 


when you see how a Dutch Boy window pulls in eee | pad 





customers. These helps are free, just drop a post card Dro our 


nearest branch or tell the Dutch Boy salesman next time he comes. 


~ 


NATIONAL LEAD COMPANY, New York, 111 Broadway; Boston, 131 State Street; Buffalo, 
116 Oak Street; Chicago, goo West 18th Street; Cincinnati, 659 Freeman Avenue; Cleveland, 820 West 
Superior Avenue; St. Louis, 722 Chestnut Street; San Francisco, 485 California Street; Pittsburgh, National 
Lead & Oil Co. of Pa., 316 Fourth Avenue; Philadelphia, John . Lewis & Bros. Co., 437 Chestnut St. 











ONE GALLON U.S. MEASURE 
OUTSIDE WHITE 


























The “Sterling Mark” 


There is a ‘‘sterling mark’’ on paint as well as 
on silver. You will find it on every can of Mon- 
arch 100% Pure Paint. 

100% Pure on the Monarch label means Pure 
Carbonate of Lead, Pure Zinc Oxide, Pure Lin- 
seed Oil, Pure Turpentine and Drier.* 

No substitution, no adulteration—100% Pure. 


*NOTE—Except for a few dark colors that cannot be prepared from pure lead and zinc 
alone, colorsin Monarch Paint are made from thes ame formula as outside white with the 
additior of sufficient pure color pigments to produce the various shades and tints. 





















































VEGETABLE OILS 
FOSSIL GUMS 
TURPENTINE 


‘COQv. 


NO BENZINE 
NO ROSIN 























Build good will by using and selling Martin’s 100% 
Pure Varnish. Made 100% from Pure, Old-Fash- 
ioned and Logical Varnish materials; put together 
in the most modern and efficiently equipped varnish 
plant in this country. The results to you mean 
satisfied and permanent customers. 








PIONEERS OF 1007, PurE VARNISHES 
CHICAGO 
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The prestige of du Pont Paints and 
Varnishes is covering the country... 
wide-awake merchants have quickly 
appreciated the profit-making, good- 
will-building value of one complete 
line of nationally advertised “‘best- 
sellers”... and are making du Pont 
“the fastest-growing Paint and Var-., 
nish Line in America.”’ 


Get in touch with our nearest office 


UPON 


E.1. DU PONT DE NEMOURS & CO., Inc. 


2100 Elston Avenue 35th Street and Gray’s Ferry Road Everett Station No. 49 
Chicago, Ill. Philadelphia, Pa. Boston, Mass. 
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How Springy the Bristles Feel! 


The best painters are — 


WHITING-ADAMS 
BRUSHES 


Get a good brush — one 
that will last and give 
years of satisfactory 


service. WHITING- 

ADAMS BRUSHES 

give the kind of service 
you want 


WHITING -ADAMS 


BRUSHES 


Send for 
[llustrated 
Literature 


WHITING-ADAMS 
BOSTON 


Brash Manufacturers for Over 117 Years and the Largest in the World 
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CE STATION 
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| PAINTING GUIDE 





























What Is He? 


A man may be an expert and is right to use—this 
people not know it. store wants to help me 
and Knows how.’’ 


Or a few may know it. Through extremely extensive ad- 


Or the whole town may know it. vertising the Paint Headquar- 
Whatever a man’s business he ters sign and the Household 
wants all the help he can get in Painting Guide have come to 


making the town recognize him | 


at his full value. mean volumes. They single out 


: a store as the Paint Store of the 

The Paint Headquarters plan community—as headquarters for 
built around the Household , ep : 

reliable paint information. You 


Painting Guide is a plan for 
making capable paint stores have more new customers, more 


recognized as such by everyone business, more capable clerks, 

in town. fewer complaints, less capital 
It’s an idea that says tied up and more profit under 
to the public: this intelligent retail paint sell- 
‘‘this store knows what ing plan. 
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Sherwin-Williams Company 
402 Canal Road Cleveland, Ohio 


Please send, entirely without obligation, complete information 
about the Paint Headquarters and Household Painting Guide 
retail selling plan. 


SOUT: itiniinicinsiniennsarseninmninctnioniaeennee panietiaedavistiemavnaninn 
STREET , PLACE ....... “ 


For all this in greater detail, 
which you can judge for 
yourself, send us this coupon. 
Send it today. 
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“If you find anyone hard to convince—refer 
him to me: 
ment I ever made,’ 
chant found the Hilo Rack Assortment an 
effective salesmaker. 





Pll tell him it’s the best invest- 
°* This enthusiastic mer- 


It increased his customers’ purchases be- 
cause the well displayed goods sold easily. 
It will do the same for you. 


For a moderate investment you will get an 
adequate assortment of varnishes and enam- 
els that will meet your customers’ general 
needs. 
ranged and impressively displayed. They 
show from both sides of the rack and invite 
customers to buy. 


The goods are conveniently ar- 


The handsome steel rack is free. 


Take advantage of added sales opportunities 
with your Holiday Trade thru the Hilo 
Rack Assortment. 
brings you complete information. 
today. 


The coupon below 
Mail it 


*Name on Request 


HILO VARNISH CORP. 


(Moller & Schumann Co.) 
GERRY ST. BROOKLYN, N. Y. 
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HILO 


BROOKLYN, N. Y. 


Please send me complete details about your Rack Assortment 


Plan. 
Name 


Address 
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Sols. 
Sitar eee 


VARNISH CORP. 
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Here's the List you need- 


Its Verified 





Hardware yn Verified List 
OF WHOLESALERS AND RETAILERS 


Gives mames and addresses of Hardware Retailers, 
with ratings based principally upon annual sales; 
and also shows names, addresses, capitalization, ter- 
ritory covered, number of traveling men, names of 
buyers and lines handled by Hardware Wholesalers. 


CONTENTS 


Wholesale Hardware Houses and Manufacturers’ 
Agents in United States, Canada and Foreign Coun- 
tries. 

Retail Hardware and Housefurnishing Stores, includ- 
ing Retail Departments of Wholesale Houses in 
United States, Canada and Foreign Countries; also 
General Stores, Lumber Yards, etc., handling hard- 
ware. 

5c, 10c and 25c Stores carrying hardware in United 
States and Canada. 

Department Stores carrying hardware and housefur- 
nishings in the United States. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 
nga Merchants handling hardware and kindred 
ines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefur- 
nishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
ixane was published there have been more than 
additions and corrections, and these all appear in the Sixth 
Exiition which is the current issue. 


Hardware Wholesalers find Verified List of great value in 
‘checking’ their retail prospect records. 


$12.00 postpaid 
HARDWARE AGE 
(Verified List Department) 
239 W. 39th St. New York, N. Y. 
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and use“the ad 
—~ Its free to y 


free. Suppose your store 

were correctly wired to re- 
ceive this free electric current. 
Would you go to the trouble of 
putting in the fixtures? Would 
you “plug in” on the voltage 
which cost you nothing? 

Da-cote advertising is like elec- 
tricity. It is an invisible yet po- 
tent force. 

The painter who _ handles 
Da-cote is in the position of 
the man whose store is wired to 
receive free electric current. 

You do not pay the national 
advertising bills. The Da-cote 


Giver. 8 electricity were 





P 






national advertising to you is free. 

You can’t go wrong with 
Da-cote. It can stand abuse, 
long use, exposure. | 

Any amateur can use it—the 
skill is in the can. 

Everything needs it — inside, 
outside, all around the house. 

Advertising is working—page 
after page—to get more custom- 
ers for Da-cote. 

Plug in on this free sales 
power. Stock Da-cote and keep 
your stocks fully replenished. 
Put in a Da-cote win- 
dow. Tie-up with our 
advertising. 


Murphy Varnish Company 


Newark, N.J. 
Chicago, Ill. 








San Francisco, Calif. 
Montreal, Canada 


wer 
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Da-cote 


A Murphy Finish - it dries in a day 


In every can of Da-cote Enamel are three things—fine Murphy Var- 
nish, opaque color and painting skill. Any one can brush on Da-cote 
with wonderfully satisfactory results. It flows slightly after it goes 
on. Imperfections of amateur painting disappear. Then it dries quickly 
—in aday. That is why it is called Da-cote. One coat is all your car 
needs. You can have any color you like. More than three million 
cars have been Da-coted. Its durable, brilliant finish is perfect for 
tractors, implements and everything exposed to the weather. 
Da-cote Varnish Stain (Univernish) is a splendid quality of trans- 
parent Murphy Varnish in the colors of usual woods—oak, mahogany 
or walnut—also in green. 

Renew the youth of floors, stairs, furniture, linoleum, front doors. The 
whole house will smile again. 
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There are only two practical meth- 
ods of applying zinc coating to 
wire, namely: “Galvannealing” and 


galvanizing. 


The small picture above (No. 3) shows 
asbestoe wipes, used by everyone ex- 
cept Keystone. These tightly com- 
pressed wipes are absolutely macnn 
in the galvanizing process to smoot 
down the zinc coating so it will not 
flake or peel off in weaving. Instead of 
using asbestos wipes, Keystoneemploys 
the ‘‘Galvannealing’’ furnace which 
bonds the extra heavy zinc coat evenly 
and firmly to the y of the wire. 


* * * 
‘‘Galvannealed’’ wire is 


always identified by the 
Red Strand (top wire) 
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: Here’s where the wires enter 
the patented “‘Galvanneal- 
ing” furnace. 





Only Keystone can use 
the new ‘‘Galvanneal- 
ing’’ process, as it is 
owned and controlled 
by us. All others use 
the ordinary galvaniz- 
ing method which re- 
2 quires asbestos wipes. 


Here’s why patented “Galvannealed” wire car- 
ries much more zinc than any other fence wire 


The small insert photo at top (No. 1) shows a close-up view of the wires 
leaving the long 28-foot zinc pans and passing into the ‘‘Galvannealing”’ 
furnace. Note that no asbestos wipes are used. All the pure zinc the wires 
will carry is left on. 

The larger picture above (No. 2) is one of the Keystone “‘Galvannealing”’ 
furnaces. This patented furnace takes the place of the asbestos wipes. 
All the pure zinc that adheres to the wires is firmly welded or bonded 
to the surface of the wire by the heat treatment received in this special 
furnace. 

We guarantee both Square Deal and Monarch to outlast any other farm 
fence. This guarantee is made possible because Keystone patented ‘‘Gal- 
vannealed”’ wire has a 2 to 3 times heavier zinc coating than ordinary 
galvanized wire. 

Laboratory tests conducted by nationally recognized authorities back up 
our claims for this far longer lasting fence wire. Let us send you proof— 
we'll also send complete details on how Red Strand, copper-bearing Square 
Deal or Monarch will increase your fence sales. 


KEYSTONE STEEL & WIRE CO., Peoria, Illinois 


‘Red Strand”Ga/vannedled 
Square Deal «7 MONARCH Fence 


(No Extra Price) 


(Copper Bearing) 
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This and other simi- 


lar De Laval messages 
are appearing in all 
the leading farm and 
dairy papers. 












ele Youycntwameesmacmen “Skimming the Skim-Milk”’ 
: Laval Agent to bring oui a new De Laval and try this 

| | with a new De Laval is 
SE spreading like wildfire. 


exactly @ your machine is wasting cream. SIZES 


Thousands have tried this plan and many have found AiSUT RS re Tat: 
- egg 
ee eee 
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Balance in 15 
Easy Monthly 


Payments "A 


‘ It provides a simple, easy 
SEE and TRY the New SP and inexpensive way of 
) OT ET | showing up and checking 
TRADE in your old Separator ; 
an enormous waste of 
butter-fat. 


If you milk five or more cows, a De 
Laval Milker will soon pay for itself. 



















HE De Laval is the world’s cleanest skimming separator—it is guaranteed to skim 
cleaner. Therefore a De Laval will recover more butter-fat from skim-milk 


than any other machine. 


This great advantage—to saymothing of the many other points of De Laval superiority — 
when demonstrated as shown above is the means of making many easy sales. 
De Laval Agents certainly get the cream of the separator business when they go after 
it and use all of the merchandising helps at their command. 


During the next five years more than two million cream-wasting separators must be 
replaced in order to prevent a great loss of butter-fat. The De Laval Milker is also 
opening up a new and large field. At least half of this business will go to 
De Laval Agents. 


De Laval wants the kind of agents who refuse to be satisfied with less than the ‘‘lion’s 
share’’ of the business in their locality, and which De Laval deserves. For such agents we 
have an extremely attractive, profitable and permanent business opportunity to offer. 


THE DE LAVAL SEPARATOR COMPANY 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street ‘4 
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This “House of Quality” in Paducah, 
Kentucky, knows that an _ attractive 
window display of Hygrade Lamps 
brings in business and adds to the 
profit. The display illustrated proved 
it. 


They have three Hygrade windows a 
year. 


One hundred per cent increase in lamp 
sales in the year and a half since they 











Hygrade Window Display of L. W. Henneberger & Co., Paducah, Ky. 


100 per cent increase in lamp sales with = 


Hygrade Lamps 


| Risomned under 

General Electric | 
in 

cent lamp patents 
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switched to Hygrade is the Henne- 
berger record. 


The reason for this pleasing progress 
is simple: 


—dependable Hygrade Lamps. 
—good window displays. 


—the Display Stand on the counter. 


~ 
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—a little energy 


and the added profit is gained. 
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GENERAL OFFICE 
AND FACTORY 











HYGRADE LAMP CO 
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A New Design 
the Gem 


WROUGHT METAL 





(Since 1839 


RUsswih 


Rg” > DISTINCTIVE 'N 
BUILDER’S 


HARDWARE 


This latest member of the 
Russwin family fills a popu- 
lar demand for a simple and 
unusually attractive design. 
It should be in every dealer’s 
stock. 
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As the illustration shows, the Gem 
is a good, practical, profitable de- 
sion—and it is a Russwin. quality 
product in every respect. Dealers 
will have no difficulty in making 
money on this number. It will pay 
you to stock the Gem now, for early 
orders. 
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“To Russwin-ize is to Economize— 
the Economy of the Best’’ 
RUSSELL & ERWIN MANUFACTURING CO. 
The American Hardware Corporation, Successor 


New Britain, Connecticut 
ACTUAL SIZE io York Chicago SanFrancisco London 
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There’s Nothing Like 





TRADE MARK REG. 


for Looks 


—or Wear! 








Easily Put on at Home 


Always a good seller and repeater—particularly so 
during the damp, slushy days of Fall and Winter. 


Outwears Best Leather 2 to 1 


Panco is the best all-weather soling material the world has ever 
known. Comfortable, waterproof, economical. Black or tan— 
for men, women and children. Every piece plainly stamped 
Panco. Sure to show you a quick turnover with a good profit! 





TRADE MARK REG. 
HalfSoles—Heels-Strips 


Order from your jobber—or direct—today 


PANCO CO. Chelsea, Mass. 
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XL Fry Pan—the Leader 
of a Complete Quality Line 


On the counter or in the window, Wheeling XL 
Fry Pans attract the attention of every housewife 
who passes. They recognize fry pan quality, for 
few kitchen utensils are more frequently or more 
constantly used. Such interest not only brings deal- 
ers a large volume of extra fry pan business, but 
stimulates the sale of their complete line of Wheeling 
household ware. 


Plan now to place an XL Fry Pan in every home 
in your community, and do your customers a real 
service. Get in touch with the nearest Wheeling 
branch (listed below) for prices on immediate ship- 
ments. Ask for facts concerning the complete 
Wheeling line of metal ware—a line with a national 
reputation for distinctive quality and value. 


WHEELING CORRUGATING COMPANY 
WHEELING, W. VA. 





NEW YORK KANSAS CITY 
CHICAGO CHATTANOOGA 
PHILADELPHIA RICHMOND 


ST. LOUIS: MINNEAPOLIS 











§ 





‘= Fry Pans are made for many years 
of day in and day out service. Stamped 
in one piece from heavy gauge sheet 
steel, highly polished and lacquered. 
The handle, especially shaped to fit the 
hand, is anintegral part of the pan and 
cannot be broken. Note the 2 % inch 
depth which gives this pan the widest 
range of usefulness in every kitchen. 
XL Fry Pans are easy to keep clean due 
to the rounded bottom and the ex- 
tremely hard steel that withstands 
constant scouring. Made in one size 
—No. 8—2)% inches deep by 10% 
inches diameter. It is the sturdiest 
pan of its kind that is built, and quick- 
ly becomes the leader wherever sold. 
Other Wheeling Fry Pans, Griddles 
and Spiders consist of the Friar, Royal 
and Regal lines. These are made with 
Cold Handles. 
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Tire Construction 


The Pu 
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SHOCK PAD TIRES 


are 


NATIONAL ‘#2BALLOONS 


ana 


REMINGTON ®:8S*CORDS 


Exclusive Manufacturers of Tires 
under the Shock Pad Patent 


The Na gteyivett Tire THE iaiiiaiade TIRE & RUBBER a 


East Palestine, Ohio 


pte ) re | R bb oe tg ‘ O Gentlemen: Send me without obligation a copy of 
3H CIT Uu 4 ° ‘The Plan, the Plant, and the Purpose back of the 
oe Shock Pad, the new ‘National’ idea in tire con- 


LAST PALESTINE struction,”’ and details of distributor's agreement. 
OHIO 
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NOW! 


An Even Finer 
Haag Vortex 
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in Price 
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Note these improvements that have made the Haag Vortex an even 
greater value and faster seller: 


(1) The tub is now heavily NICKEL lined—boith sides AND bottom 


—on heavier copper. 


(2) A new cover of highly polished spun aluminum adds a further 
touch of handsomeness. 


(3) The new straight frame gives an added atiractiveness. 


(4) An added number of graphite-treated bronze bearings, ball-bear- 


ings and steel-cut gears. 


HOW CAN HAAG BROS. CO. DO IT? 


Write us and we'll tell you! 


HAAG BROTHERS CO. Peoria, Ill. 
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EVEREADY HOUR 
EVERY TUESDAY at 9 P.M. 
Eastern Standard Time 
For real radio enjoyment, tell 
your customers to tune in the 
‘*Eveready Group.’’ Broadcast 
through— 
WEAF New York 
WJAR Providence 
WEE! Boston 
WTAG Worcester 
WFi Philadelphia 
WGR Buffalo 
WCAE Pittsburgh 
WSAI Cincinnati 
— . 
nneapolis 
wcco St. Paul 
woc Davenport 
KSD St. Louis 
a 
oe 





“They are 


SAYS the J. H. McGrath Co., 
Hastings, Neb.: ‘““We carry a 
complete line of Eveready 
Batteries and find that they 
meet the most exacting re- 
quirements; are the easiest to 
sell because they are nationally 
known and advertised and 
have consumer acceptance. 
They are repeaters because 
they are satisfactory. We lose 
no sales with our stock of 
Eveready Batteries.” 





repeaters” 


There are thousands of 
dealers as satisfied as Mr. 
McGrath, and for the same 
reason. Eveready Radio Bat- 
teries are trade builders and 
repeaters. They enable you to 
meet every customer’s radio 
battery requirements. Order 


from your jobber. 
Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 

New York San Francisco 

Atlanta Chicago Dallas 
Kansas City Pittsburgh 


Canadian National Carbon Co., Ltd., Toronto, Ontario 


EVEREADY 


Radio Batteries 


~they last longer 
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You have in your stock 
the finest gift for a boy 


HARDWARE AGE 
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The American Boy Saw 


Made in one size only — 20” 
blade, 9 points—in either skew- 
back or straight back pattern. 

Blade of Disston Steel. Handle 
that is large and comfortable for 
man or boy, made of carved and 
polished hardwood. Three brass 
screws. 

Boxed separately, a copy of the 
Disston “Saw, Tool and “File 
Book” in each box. 


Right on your shelves you 
have the best gift in the world 
for a boy—the Disston Ameri- 
can Boy Saw. 


Not a Christmas Special that 
you risk a loss on . . . but a 
steady, year-’round seller that 
you can readily boost sales on 
at holiday times. 


Countless shoppers will be 
passing your store. They all 
have a boy to remember—and 
it’s hard to find “just the thing” 
for a boy. 


Put American Boy Saws in 
the window—on your counter, 


in their individual boxes with 
a sprig of holly atop. 


Display a card that suggests 
“The Disston American Boy 
Saw is a fine gift for a boy.” 


You accomplish two things: 
Your American Boy Saw sales 
increase; and you get people 
into your store where you can 
suggest other gifts for their list. 


Keep your stock up 


Check up your stock of 
American Boy Saws. Order 
from your jobber to take care 
of this extra holiday business. 


HENRY DISSTON & SONS, Inc. 
Makers of “The Saw Most Carpenters Use” 
PHILADELPHIA, U. S. A. 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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In This Issue 


You will find another’ installment 
in the series of Cutlery Articles by 
John Cassin in which an important 
phase of cutlery merchandising is dis- 
cussed. Margin is the difference be- 
tween profit and loss and on page 75 
you will find a practical discussion of 
this subject by a man who is recog- 
nized as an authority on cutlery in 
all its phases. 


In the sale of paint, the hardware 
merchant is confronted with many 
problems. Therefore HARDWARE AGE 
takes pleasure in pointing out that in 
this issue there are four articles deal- 
ing with PAINT MERCHANDISING, 
all of which are written from a pre- 
eminently practical point of view and 
which should prove of material assis- 
tance in the successful handling of 
this line. 


The December 3 issue of HARDWARE 
AGE is to be the Christmas Merchan- 
dising Number, and it will be chock- 
full of practical suggestions for se- 
curing your share of Christmas trade 
that will flow to the store best pre- 
pared for it. 


What They Say 
About Us! 


“HARDWARE AGE always has a sincer 
welcome when it comes along.” 
(Signed) Powhatan Hardware Co.., 
Powhatan Point, Ohio 


“Cannot get along Without youl 
HARDWARE AGE.” 
(Signed) W. A. Leff, 
Vobridge, S. Dak. 


“HARDWARE AGE is the best trade 


paper we take.” 


(Signed) D. S. Nevius Hardware Co.. 
Lamar, Colo. 
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HERE 1s more selling punch in 
| presi the eye of a prospect 
with a sample McKinney hinge in 
one of the many new finishes than 
there is in satisfying his ear with 
low figures. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 


MCKINNEY 
HINGES 
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TRADE 


An Electrical Opportunity 


Importance of Non-Electrical 
Dealer 





S a matter of interest to every 
AN hardware dealer and jobber, we 
are reprinting the following 
editorial which appeared in Electrical 
World, a leading business publication 
of the electrical industry, in its issue 
of Ort. 24. 


Electrical Interest in the Hardware 
Men’s Convention 


“Time was when the annual 
convention of the National 
Hardware Association would be 
a matter of no concern to the 
electrical industry. But a glance 
at the program of this year’s 
meeting shows that electricity 
has become important to the 
hardware man. Two addresses 
by men of the electrical indus- 
try were prominently scheduled 
and three major. discussions 
were provided for—one on elec- 
trical appliances and two on 
radio. 

“If electrical merchandise is 
so atractive to the hardware in- 
dustry that it takes an important 
position in its national conven- 
tion, is it not time that the elec- 
trical manufacturers, jobbers, 
dealers and central station com- 
panies began to give a little 
more attention to the part which 
the hardware store is apparently 
planning to play in appliance 
distribution ? 

“The matter should not be 
considered from a competitive 
point of view, because there can- 
not be too many outlets for elec- 
trical appliances once the Amer- 
ican home has adopted them 
completely as standard equip- 
ment. Rather, at this stage, 
thought should be given to help- 
ing the hardware store to get 
started right and to harmonizing 
the competitive relations of the 


WINDS 


The Dealer’s Opportunity 


Living Up to Our Jobs 





electrical and the non-electrical 
merchant, that they may both 
prosper through coordination, 
expanding their efforts in con- 
structive market development 
rather than dissipating them in 
unfriendly strife.” 

Time was, not many years ago, 
when even so worthy a publication as 
Electrical World would not have 
deemed it wise to advocate cooperation 
with the hardware dealer or jobber in 
furthering the sale of electrical ap- 
pliances. The belief in the industry 
then was that such devices could only 
be sold by electrical men—men of tech- 
nical or semi-technical training. 

This theory, however, has proved a 
myth and today the “non-electrical” 
dealer is supplying the public with 
more than fifty per cent of its elec- 
trical appliances. The editorial is but 
a reflection of the changed attitude of 
electrical and radio manufacturers to- 
ward the “non-electrical” store. 

If the hardware dealer has been able 
to make such progress in the sale of 
things electrical without the full co- 
operation of the electrical industry, 
what an opportunity lies before him 
today when the industry as a whole 
is just awakening to the fact that he 
offers one of the finest sales outlets 
for furthering the sale of electrical 
devices! 

But the hardware dealer must arise 
to his great opportunity and take ad- 
vantage of a universal industry co- 
operation not far in the offing. It is a 
great day for the hardware man who 
sees the possibilities of enlarging his 
business by the sale of electrical de- 
vices and radio. Many are already far 
on their way, but today offers a greater 
opportunity than ever and it should 
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never be said of a hardware merchant 
that he has been “weighed in the bal- 
ance and found wanting” when oppor- 
tunity knocked. 


T HE Merchandise Bulletin, published 
by the Chicago Association of Com- 
merce, has this to say about “The Man 
Behind the Counter.” 

We know of no failure in the mer- 
cantile business where the sales people 
were kind, courteous, obliging, com- 
petent and interested in the success 
of the store. A store with the right 
kind of a sales force cannot fail unless 
the management is incompetent, and in 
that case the store is almost certain 
not to have the right kind of sales 
people, so the statement may stand as 
written. 

When we consider that the heads of 
the business can meet personally but 
a few of the customers who come in 
the store every day, we realize how 
important it is that people behind the 
counters carry the best interest of the 
store at heart. 

The only impression many customers 
have of the store is the impression 
given by the individual who served 
them as its representative. It’s a big 
responsibility placed squarely upon the 
shoulders of the clerk to see that every 
customer is properly taken care of. 
It’s a serious thing to fall down on 
this job of pleasing the customer. It’s 
an accomplishment to do the job well. 
We asked a clever little lady, who is 
the star hosiery saleswoman in a suc- 
cessful Illinois store, how she leads all 
others in sales in her department and 
she replied: “I don’t know how it is 
unless it’s because when a customer 
comes to my counter I walk (in my 
mind) right around to her side of the 
counter and try my best to help her 
buy exactly what she wants. It only 
takes a second to find out what she 
wants and of course I know right 
where every number in my stock is 
located so I get it to her quickly. 
When I have helped her buy what she 
came in to get of course I show her 
the new items we have and if I can 
sell her another pair or a box by sug- 
gestion that’s my job.” 

That little lady has learned the 
secret of both salesmanship and good 
will. When “the man behind the coun- 
ter” can, in his mind, walk around that 
counter and look at his job from the 
customer’s viewpoint, sales will grow. 
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There’s a Pot of Gold in Your Window 


By Charles P. Catlin 


now watching you and your store windows. 

They want to get a peep at the things you 
have in stock that Santa Claus has made for them 
in his toy shop. They are in quest of Toyland, 
their Joyland; and when they find it they quickly 
spread the news. They tell the grown-ups with 
enthusiasm of what they have seen, what they 
want and where they have seen it. 

These youngsters develop into an army of prof- 
itable sales boosters for aggressive merchants. 
They see to it that father, mother, sister and 
brother come downtown and see and hear all about 
the things you have on display in your window— 
the things they are interested in—the things they 
want. You can count on the girls and boys not 
boycotting your store. 

They help you to take your pot of gold out of 
your window and put it into your cash register. 
They bring grown-up customers into your store, 
where they are attracted by your store display of 
electrical appliances, nickel-plated ware, alumi- 
numware, oven glassware, tools, tool chests, pocket 
knives, shear and scissor sets, carving sets, camp 


| EEN-EYED youngsters, boys and girls, are 


stoves, fishing tackle, athletic goods, camping out- 
fits, rifles, shotguns, sportsmen’s supplies and 
radios. 

Here is a plan that is simple, inexpensive and 
effective. It will enable you to enlist the services 
of the young enthusiastic sales boosters in your 
town. Their influence on the Christmas budget 
will produce splendid returns for your time and 
effort. 

Place a large “letter box” in front of your store, 
preferably in the entry-way, with an attractive 
holiday sign over it. 

To make this plan doubly effective, it would 
be well to run a few advertisements in your local 
newspaper or send out a letter or post card to 
your townspeople and country folk suggesting 
that they encourage their children to write Santa 
Claus a letter and to bring it down and mail it 
in Santa’s mail box in front of your store. 

Enlist the services of the school teachers, too. 
Many of them will welcome the opportunity to in- 
terest their pupils in writing Santa a letter and 
mail it in the Santa Claus letter box at your store. 
You might offer a few prizes for the best letters. 
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When you receive these letters, follow them up 
with letters to their parents. Tell them of the 
things their children want that you have in stock 
and at what reasonable prices they can be pur- 
chased from you. These letters are certain to pro- 


Children 


Mail Your Letter 
to Santa Claus | 





| Here! | 
Tell Santa the things you want him | 
to bring you. 


Do not forget to tell him your full name, 
address and age. 


{ 
' 
| 








duce sales. Moreover, they will bring new cus- 
tomers to your store and build good will. 

Here is a suggestion for a window trim that 
will do the trick: 

Place and trim a Christmas tree of appropriate 
size in the center of your window. Trim the tree 


HARDWARE AGE Al 


attractively. Light it with Christmas tree electric 
candles. Then build your display around the tree. 
Display the goods you have in stock that will 
attract the youngsers, everything for the kiddies’ 
Kris Kringle nook, such as: 


Roller Skates Flashlights 

Ice Skates Lunch Kits 

Sleds Sheath Knives 
Children’s Autos Pocket Knives 
Scooters Air Rifles 

Hand Cars .22 Rifles 

Bicycles Camp Stoves 
Radios Boys’ Watches 
Harmonicas Tennis Goods 

Skiis Tools for Radio Con- 
Toys for Girls struction 
Footballs Pocket Match Safes 
Baseballs Toys for Boys 


Bicycle Sundries 
Cameras 
Striking Bags 


Tool Chests 

Boys’ Wagons 

Scout Axes 

Scout Knives 

Make a window that will catch the eye of Young 
America, boys and girls from primary school age 
to scout age. Make your store a child rendezvous. 
And you will be successful in turning dull days 
into profits. 


Increases Electrical Sales by Reminding 


People of What They Want 


LECTRICAL merchandise is one of the 
most profitable lines that the modern hard- 
ware dealer can handle in the opinion of 

C. G. Jennings, president of the Jennings Hard- 
ware Co., Tacoma, Wash. And he certainly should 
know. He has handled the line for a number of 
years at a substantial profit, and has increased 
his investment in it every year. He carries $3,000 
worth of electrical merchandise which he turns 
over five times annually. 

He shows everything that he has in stock. 
Every item that comes under the general heading 
of electrical merchandise is on display, either on 
open panels, in open bins or on tables. 

Every so often, that is to say, about once a 
month or, perhaps, once every two weeks, a spe- 
cial sale is held, featuring some particular item 
or some group or assortment of articles. Before 
the opening of these special sales, advertisements 
are run in the local newspapers and circular let- 
ters are sent out to all customers and prospects. 
A special window display is usually arranged also 
in order to attract the attention of passersby. 

But the most important thing about selling elec- 
trical goods, in the opinion of Mr. Jennings, is 
to put the goods out in the open on display, so 
that nobody can miss seeing them when entering 
and leaving the store. Another thing is to have 
the clerks direct attention to some particular arti- 
cle. This is especially important when a sale is 
on. Frequently people will enter a store while 
a sale is in progress and not be aware of the sale 
at all. This happens even though the sale has 


been advertised extensively, even though hun- 
dreds of circular letters have been sent out, even 
though the management and the clerks have been 
preparing for the sale for weeks in advance to its 
opening, and sometimes even when a gala opening 
has been held with all the fanfare of publicity 
and decoration of which the management and the 
cooperating agencies are capable. Even so people 
will enter the store during the sale and not be 
aware of the fact that a Special sale is being held. 
The world is filled with that kind of people. 

So, therefore, when a special sale is in progress 
at the Jennings store everybody that enters is told 
about it. The clerk first sees that the customer 
gets what he or she originally entered the store 
for, and then explains the fact that a special sale 
is being held on electrical staples, for instance. 
He asks permission to tell the customer some- 
thing about some particular article that is being 
offered. This is done in a tactful way and usually 
results in the clerk showing and explaining the 
article in question and making a sale. 

“In order to sell electrical goods successfully,” 
Mr. Jennings says, “a man must be familiar with 
his line. But the most important thing is to dis- 
play the goods continually, so that a man passing 
in and out the door of the store will have his at- 
tention attracted by the staples, accessories and 
specialties and be reminded that he should get a 
plug, or a socket, or a bit of wire, or a bulb, etc., 
the things that everybody needs and which every- 
body so frequently forgets. 
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¢¢ [ F I had a larger store I would certainly fix 
it up, but here I am so crowded for room 


that I can’t keep things in order.” You’ve 
heard that said dozens of times and perhaps you 
may have been guilty of saying it yourself. It 
must be admitted that with limited space there 
doesn’t seem to be much chance of having attrac- 
tive merchandise displays or of even keeping the 
stock in order. 

However, when W. A. Weller of Stevens 
Point, Wis., recently purchased a store building 
having a sales room only 22 by 40 ft., he was 
able, with the assistance of the Wisconsin Re- 
tail Hardware Association, to so arrange his stock 
as to make it attractive and still have plenty of 
space. The store which had formerly been occu- 
pied by a grocer, still contained the old shelving 
and fixtures and these were promptly all torn 
out. Along the entire right side Mr. Weller in- 
stalled new shelving, or really cabinets, 7 ft. 8 in. 
high, the upper part containing six to eight ad- 
justable shelves, divided from the base, also con- 
taining shelves, by a 12-in. ledge 30 in. from the 
floor. Both the upper and lower shelves were 
faced with display doors mounted with butts that 











With a floor space only 22 x 40 ft.. W. A. Weller utilizes display 


fixtures that overcome limitations 


Suitable Fixtures 
Overcome Space 
Limitations 


permit them to swing clear back. The doors are 
covered with dark green felt and thin 1/-in. strips 
of wood placed horizontally keep the sampled 
items in line and also afford a convenient place 
for large white headed tacks on which are writ- 
ten the cost symbols and selling price of each 
article. 

This side of the room is given over to tools 
and builders’ hardware and exceptional considera- 
tion has been given to the placing of every single 
item. Large carpenters’ tools are displayed at 
the front in one section of wall case equipped 
with sliding glass doors, which is followed to the 
back by sixteen display doors. All sampling is 
uniform, in straight lines across the doors and 
arranged from small to large items toward the 
front. The larger and heavier items were car- 
ried on the doors below the ledge. Particular at- 
tention was paid to fully developing the idea of 
companion sales. Adjoining doors carry related 
items so that when a customer purchases a tool 
from one display he can find on the next panel 
a companion tool. The larger tools below the 
ledge are to be used with those directly above— 
for example, mallets with chisels or braces with 
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bits. Surplus stock from one door is carried be- 
hind the one next to it, so that in making a sale 
the display is not swung away from the custom- 
er’s attention. 

On the left-hand side of the store, where sport- 
ing goods, household goods and paints are car- 
ried, the shelving is practically all of the open 
type with the exception of one case at the extreme 
front fitted with sliding glass doors. This case, in 
front of which is located a small floor case, is 
called by Mr. Weller, “Sportsmen’s Nook,” for 
here are displayed guns, fishing rods, tennis goods 
and other sporting goods, all in the proper season. 
Right next to it are two green felt doors display- 
ing ramrods, fishing tackle and kindred merchan- 
dise, while the show case contains baseball goods, 
golf balls and the like. 

Following back of “Sportsmen’s Nook” are 
three sections of open shelving devoted to kitchen- 
ware, while in front are two four-shelf stands 
and a low table containing additional household 
goods. Extending on back toward the rear of the 
store are four more sections of open shelving 
given over to paints and varnishes, one of the 
best departments in the store, selling as it did 
over six tons of paint in 1924. 

In the center of the store every available foot 
of space is utilized. Starting from the front there 








N Weller’s 22 by 40 ft. store, one 

side is given over to tools and 
builders’ hardware and exceptional con- 
sideration is given to the placing of 
every single item. Large carpenters’ 
tools are displayed at the front in one 
section of wall case, equipped with slid- 
ing glass doors. All sampling is uni- 
form in straight lines across the doors 
and arranged from small to large items 
toward the front. The larger and 
heavier items are carried below the 
ledge. 
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is, first, a neat “horseshoe” arrangement of floor 
cases formed by placing a 6-ft. case cross-ways 
of the room and flanking it with two 4-ft. cases. 
Here are displayed the smaller electrical appli- 
ances, fancy tableware and silverware. Directly 
back of the cases is a low table, also set cross- 
ways, divided into small compartments contain- 
ing small merchandise items and alongside of it 
is a short wrapping counter. Next comes a plat- 
form, 6 ft. square and 6 in. high, on which are 
placed one stove, one washing machine, two heat- 
ers and four rolls of linoleum. Last year he sold 
seventeen ranges from this platform. 

Across the back wall is the bolt case and nail 
counter. The nail counter is unique in that it 
was formerly used by the grocer in the store and 
was originally intended as a cookie case. Mr. 
Weller, however, replaced the glass fronts of the 
three tiers of drawers with wooden panels, thor- 
oughly braced the fixture and now has room for 
thirty-two kinds, or 3200 Ib. of nails. The office, 
as well as a small tinshop, are in separate rooms 
in the rear of the store. 

Mr. Weller has found that with this arrange- 
ment, even handicapped by the extreme smallness 
of the store, every bit of his merchandise is dis- 
ployed and is so convenient that he, with the help 
of Mrs. Weller, can easily wait on all trade. 


nae 
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Charlie Beidenkopf 


S ays . 


Women spend 
85% of the money 
spent at retail 
stores 
Are you getting your share? 


How to Get the Women’s ‘Trade 


BOUT ten per cent of the 
hardware merchants in this 
country are now going after 

the women’s trade properly; the 
balance are still dead or asleep. 
Did you know that 8&5 per 
cent of all the money spent in 
this country at retail is spent by 
the women? Well, it’s a positive 
fact—vyou don’t have to take my 
word for it. Write for govern- 
ment reports and read it your- 
self; then you may be convinced. 
Well, did you know that women 
buy more. kitchen, hardware, 
housefurnishing, enamelware, 
tinware, woodenware, electrical 
fixtures, small and shelf hard- 
ware, paints, varnishes and so 
‘orth than men do? Well, they 
do, and do you know where they 
buy the greatest majority of it? 
No, not from you, but from the in- 
dependent stores, 5 to 25 cent 
stores, such as Kresge’s, Wool- 
worth, McCrory’s, Krus in cities 
where these stores can be found, 
while in the smaller towns and 
R. F. D. districts they flock to 
mail order houses, through the 
help of our good old Uncle Sam, 
who offers them every assistance, 
and acts as the messenger boy 
and delivery man, while you sit 
and wait for the dregs that are 
left, or the guy who’s hard up 
and out of cash, and comes into 





By Charles k. Beidenkopf 


your store to get his goods on 
time. 

Now I want you fellows who 
really want to live and profit in 
the retail game to make your 
strongest appeal to the women, 
because, as I said before, they 
spend the money. The man of 
the house only earns it, he’s 
simply the goat, but the wife 
spends it. She’s the boss and he 
knows it. He knows she is a bet- 
ter judge of what is needed in the 
home. Now the women as a gen- 
eral rule expect and certainly 
should get the very best of service 
when they come into your store. 
They are used to being treated 
politely at the dry goods, grocery, 
and butcher and department 
stores that carry everything, but 
do they get the best of treatment 
in the average hardware store? 
I should say not, and J know what 
I’m talking about. I want while 
I am at it to cite you an actual 
happening in a town of about 
2500 in the southern part of New 
York State not far from Bing- 
hamton. I guess if this man 
takes HARDWARE AGE he will re- 
member me—if he’s still in busi- 
ness; and what I told him. 

This occurred about five years 
It was about ten days be- 
It was a fine, 

Ground was 





ago. 
fore Christmas. 
cold, 


crisp day. 





heavily covered with snow and 
ice. I left the hotel feeling like 
a two year old, full of pep, not a 
thing on my mind but my hair 
and my hat. I took a walk on the 
main street to size up the busi- 
ness part of the town, and it is a 
fine, clean little place. I visited 
several stores. Then I went into 
this hardware store, asked some 
questions, when a lady entered 
very nicely dressed in up-to-date 
apparel, furs and_ everything. 
The clerk who came from back in 
the rear looked like he’d not 
washed or shaved in a week. He 
had on an old dirty cap, dirty 
gray sweater, under which was a 
shirt that looked like it had not 
visited the wash tub for a month, 
a dirty broken celluloid collar, no 
tie, and from his lips hung a 
lighted pipe. On his face he dis- 
played a grouch that made you 
think he used lemons as his reg- 
ular food. I tried to get his at- 
tention by removing my hat, as a 
hint for him to remove his cap 
while waiting on this lady, but 
the poor fish was as unconscious 
as a dead mackerel. The lady 
did notice it and smiled at me. 
She purchased some articles for 
Christmas gifts, then when she 
started to leave after receiving 
her bundle, did this poor sap have 
sense enough to open the door for 
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her? No, not a move. I opened 
the door for her myself and out 
she went. I stood there about 
half a minute when up drove a 
farmer in a big bob sled, stopped 
and came up to the door. In one 
hand he carried a big oil can, in 
the other a wrench. I opened the 
door for him. He thanked me as 
did the lady before him. To both 
of them I extended a very slight 
courtesy, a very small thing on 
my part, but a very vital thing 
in business. Now here is the 
point I want to bring out. This 
clerk was so dumb that he did 
not realize that he had uncon- 
sciously offended that lady. He 
was not accustomed to doing 
things in the modern way. When 
the store was clear of customers 
I gave this clerk a good bawling 
out for his very lack of common 
politeness. He did not like it. 
You see he was too small to ap- 
preciate what I told him, and I 
told him that he could not hold 
a job with me, and that he’d last 
about as long as a snow ball in 
Hades in any other store. It’s 
just this kind of rotten service 
that drives the women from thou- 
sands of hardware stores to the 
department stores and mail order 
houses. In fact many big dry 
goods merchants and department 
stores have been compelled to put 
in hardware and housefurnishings 
through the urging of their 
women customers because they 
complained of the treatment they 
received when they went to some 
of the hardware stores to shop. 

I want to also relate a thing 
that happened in a little town 
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of about 2000 in Michigan, not far 
from Jackson. 

I was waiting to talk to this 
hardware merchant who was 
talking with a bunch of men 
about Henry Ford when the door 
opened and in came a lady cus- 
tomer. Now this store happened 
to be nice and clean, and carried 
a complete line of housewares. 
These men together with the boss 
were wind jamming, and I guess 
they did not like the idea of being 
disturbed by such a thing as a 
lady customer. Well I waited to 
see how long it would take this 
man to jump from his chair near 
the stove and see what the lady 
wanted. Here are the _ exact 
words he used: “I wonder what 
in hell she wants?” He was ac- 
tually mad because the customer 
had come in. After a few min- 
utes he approached her and I pre- 
sume did ask her what she 
wanted, but I noticed she went 
out without buying anything. I 
waited until I got tired, and left 
without saying a word to him. 
Can you imagine any regular mer- 
chant other than a fool acting 
that way towards a prospective 
buyer? And while I am on this 
particular subject, I would advise 
all you hardware merchants who 
now use your store mainly for 
swapping stories and _ political 
gossip, to put your loafers’ chairs 
on the outside of your store, and 
use that valuable space for the 
display of merchandise which 
will attract the woman shopper. 

I would employ women sales 
people in my store, and by that I 
don’t mean hand painted, rouged 
lipped flappers, but women from 
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30 to 50 years old to wait on 
women who come in. This ap- 
plies especially to stores that 
carry small shelf hardware, 
kitchenware and paints. I want 
to wind up this article with a 
little experience I had right in 
New York City. 

I wanted some few things for 
my home. Around the corner 
from my apartment is a hard- 
ware store. I went in and was 
approached by a salesman. I[’ll 
admit I felt a queer sensation 
stealing over me as he came to- 
ward me, but his very politeness 
disarmed me at once. I don’t 
think I have ever had any more 
attentive service shown me than 
this young man exhibited. After 
making my purchase he noticed 
I was looking at a “dimalite” and 
he very politely offered to demon- 
strate it to me; although, of 
course, I knew something about 
its workings (but not much), 
how to use it and properly attach 
it, what size candle power to use 
to get the very best effect and 
result. I bought it, and he 
thanked me. I told my women 
folks about this store and its 
clerks. They have told others 
who thought they had to go to 
department stores. This store is 
an example from which others 
can profit by using this method to 
attract and hold women cus- 
tomers. So I say and believe in 
my heart that the hardware mer- 
chant who wants to make money 
in a retail store must turn over 
a new leaf and go after the 
women buyers who are the logi- 
cal spenders for Uncle Sam’s wage 
earners. 








Thinking Through 


THE far-distant star, Sirius, 
known as the dog-star, has a 
companion or moon which has 
enormous density. Indeed, the 
latter is so great that it is said 
that a bucket full of this moon’s 
substance, if transported to 
this earth, would here weigh 
twenty-five tons. And, in con- 
sequence, its force of gravity is so strong that 
Dr. Walter S. Adams, director of the Mount Wil- 
son Observatory, tells us it actually affects and 
bends the normally straight line of the sun’s rays 
passing it, thus going to farther prove the cor- 
rectness of the much-talked-of Einstein Theory. 

The average retailer is concerned very little 
about the correctness or incorrectness of the 
Einstein Theory, but he is very seriously con- 
cerned with the theory which to him seems of 





equal importance and to prove the correctness of 
which he has largely devoted his life. And that 
theory is that he and his associates can “make a 
go” of it businesswise, not only “keeping out of 
the red” but showing substantial profits in the 
black figures. 

As in the case of the dog-star’s pup-companion, 
it is with him, too, largely a matter of “gravita- 
tional pull,” as the high-brows of the telescopes 
might phrase it. And the latter in the retail 
world, paradoxical as it may seem, is caused by 
the very antithesis of density or at least of brain 
density. 

The “pull” which makes the public gravitate 
out of its regular path and into the store of the 
successful retailer is the Pull of Functioning 
Brains. What the ideal store needs even more 
than the right stocks is right thinking and right 
plans. 
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Through ‘Main Street Mer- ; 
chandise Methods,” the Stam- 
baugh-Thompson Co., of 
Youngstown, Ohio, like the 
Jennings Hardware Co., de- 





Sells $6000 Worth 


of Paint 


Through Cultivation of Customers 


After Their Patronage Is Secured 


and manager of the Jennings Hardware Co., 

Tacoma, Wash., and president of the Pacific 
Northwest Hardware and Implement Associa- 
tion, was showing us through his store. In pass- 
ing through the paint department we casually in- 
quired how much of a paint business he did a 
year. 

“We do about $6,000 worth of business in 
paint,” he replied. 

We looked again, and more critically, at his 
paint shelves. “How much of a stock do you 
carry?” we asked. 

“About $600 worth.” 

“You only carry $600 worth of stock and do 
$6,000 worth of business?” we asked in surprise. 

“Wait a minute,” he replied. “I carry $600 
worth of paint here in stock, and I sell $6,000 
worth of paint a year, on the average, but I am 
able to draw on a manufacturer’s warehouse here 
in town to keep my stock in condition or to fill 
large orders. This method saves me from tying 
up so much shelf room and capital, and at the 
same time it helps the manufacturer to move 
his stock from his warehouse more quickly than 
would be the case if I had to carry the stock my- 
self in the store.” 


A ond man months ago C. G. Jennings, owner 


scribed in this article, has de- 
veloped its paint sales to very 
satisfactory proportions. 





Even 


“Oh, I see,” we replied. “This stock is simply 
used for display and samples.” 

“Oh, no; we sell this stock every year and put 
in frésh stock. This is used for all over-the- 
counter sales, and also for quick deliveries.” 

“Then, most of your business is done outside 
of the store?” we inquired. 

“T wouldn’t say most of it, because all the busi- 
ness that we do has its inception here. We sell 
a good deal of paint to factories, home owners 
and so forth. This business is obtained in sev- 
eral ways. In the first place we solicit factory 
orders. You can’t expect a purchasing agent in 
a plant to come to a retail store to buy paint. You 
have to go to him. The manufacturer does, the 
jobber does, the specialty house does, and there 
is no reason that I can see why the retailer 
shouldn’t do the same thing if he wants the busi- 
ness and is in a position to handle it satisfac- 
torily.”’ 

“But surely you don’t sell $6,000 worth of 
paint by direct solicitation ?” 

“Of course not. We hold special sales, demon- 
stration sales and seasonal sales. We also ad- 
vertise extensively, and we send out scores of 
sales letters to factories, householders and others 
who use paint.” 
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Home Owners Buy Paint from Billman 
to Tune of $10,000 


T is only natural that a man will like to do 

some things better than others and there is 

scarcely a hardware dealer who will not admit 
that he enjoys selling some items of merchandise 
better than others, often to the extent of taking a 
lesser profit. For the dealer who takes a pride 
in the appearance of his community, the sale of 
paint offers a particular fascination, for he is 
able to directly exercise his hobby and pass it on 
to others with every can he sells. 

Naturally this attitude on the part of the mer- 
chant causes him to push paint at every oppor- 
tunity and as paint responds to sales effort more 
readily than almost any other hardware item, 
exceptional turnover in the paints is usually the 
result. A very good example of what may be ac- 
complished by the consistent pushing of paint in 
a residential community through an appeal to the 
pride of appearance can be found in Billmans, 
Inc., a hardware store in Minneapolis. 

Billmans paint department occupies a position 
in almost the exact center of the store where it 
can be seen by every one and consists of a double 
faced section of shelving only about 7 feet high. 
A specially built floor case houses the stock of 
brushes and stands in front of the shelving on 
one side. This case is about 10 feet long and is 
glass only on the top and about the upper foot 
of the sides, the display floor being on a level with 
the lower edge of the glass. Through this con- 
struction the merchandise is held up closer to the 
customer’s line of vision and the space below in 


the case affords ample room for surplus stock and 
is easily accessible. 
The entire selling effort is directed toward the 





paint sold last year was to home owners, who in 
the big majority of cases did the actual painting. 
When you consider that through this channel 
about 450 gallons of varnish were sold, 800 gal- 
lons of house paint and over two tons of white 
lead, all at full retail prices, you can realize how 
profitable the paint business may be. 

It has been the policy of Dan E. Billman, the 
active head of the company, to ¢arry only one 
line of paint—he has selected the line which he 
considered best suited to his needs and then 
stocked everything in that line—paints, varnishes 
and stains. This method, he claims, saves money 
and time in buying as well as giving the store the 
additional advertising prestige of carrying a com- 
plete stock. While the assortment of stock is very 
varied, only a reasonable amount of each item is 
carried—the total stock averaging about $1200. 
From this stock sales last year ran slightly better 
than $10,000, of which about $600 was brushes. 

All of Billmans clerks have been made thorough- 
ly familiar with the line and are, consequently, 
able to give suggestions to the customers regard- 
ing all kinds of work, the amount of material 
needed and color schemes that will look well. A 
mailing list has been furnished the manufacturer 
who circularizes it at regular intervals and in ad- 
dition newspaper space and trims are used. 
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Introduce yourself 





by regular deposits 








HE proper use of bank 

credit is one of the most im- 

portant factors in the suc- 
cess of a retail business. It may 
mean the difference between 
profit and loss on the year’s busi- 
ness. 

To build up your credit at the 
bank, it is necessary for you to 
become a regular depositor there 
and to let the banker get well ac- 
quainted with you and your char- 
acter, resources and _ business 
methods. Personal integrity and 
a reputation for meeting your 
obligations promptly when due go 
a long way towards establishing 
your credit at the bank. The 
bank makes most of its income 
from the lending of its funds to 
borrowing depositors. These 
funds are the money intrusted to 
the bank by depositors, after 
there has been set aside the per- 
centage of reserve required by 
law. Thus a bank may be likened 
to a reservoir collecting the de- 
posits of its customers and then 
giving forth other streams of 
money and credit to help the 
business of the community. A 
conservative banking institution 
—the only kind you can afford to 
do business with—is of necessity 
extremely careful in regard to the 
loans it makes. Therefore, the 
fact that your bank is willing to 
lend you money is in itself a 
strong testimonial of its confi- 
dence in your reliability, a confi- 
dence which should never be 
abused. 

A bank’s first duty is to its de- 
positors, and it can best protect 
them by its conservatism in the 
matter of loans and investments. 
Consequently, it chooses only the 
best loans that are offered, and it 
is only natural that it should give 
preference to borrowers who are 
also good depositors. Usually a 
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You and Your Bank 


Reprinted from “Contact” Published by the Merchandising Department of the 
Westinghouse Electric & Mfg. Co. 


By T. D. MacGregor 


bank will extend a line of credit 
to an amount approximately five 
times as large as the average de- 
posit maintained. 

Very often the lack of credit is 
due to the fact that the dealer 
has allowed his affairs to get into 
a non-liquid state through the ex- 
tension of long time credits. 

Business concerns borrow 
money from the bank on the 
strength of their financial state- 
ment. The loans of individual 
borrowers, in practically every 
case, are secured by putting up 
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by promptly paying bills 











such collateral as bonds, stock 
certificates, goods, etc., or by ac- 
ceptable indorsements. 

Banks have a regular form of 
financial statement to be made 
out by prospective borrowers. It 
provides for figures concerning 
assets as follows: Cash on hand 
and in banks, accounts receivable, 
notes receivable, merchandise and 
other quick assets, land and build- 
ings, machinery and_ fixtures, 
automobiles, and other assets. 
Liabilities also must be given as 
follows: Accounts payable, notes 
payable to banks and others, 
mortgages, and other current and 
deferred liabilities. The differ- 
ence between the assets and the 
liabilities shows the net worth. 

It is a good idea to give your 
bank a financial statement of 
your business from time to time 
even when you are not borrow- 
ing, on the principle of keeping in 
close touch with your banker and 


building up his confidence in you 
against the time when you may 
need his assistance and coopera- 
tion. In fact, it is a good policy 
to borrow occasionally when you 
do not actually need to do so, as 
your prompt payment of your 
loan helps to establish your credit 
at the bank and makes it easier 
for you to negotiate a loan when 
you really need it. 

Many retailers of hardware and 
electrical goods, as well as those 
in other lines, overlook the great 
benefit to be derived from main- 
taining a comfortable balance in 
the bank. They should strive 
to keep up their balance by clean- 
ing up dead stock as frequently 
as possible. By doing so they get 
rid of the stock which may be a 
doubtful asset and would obtain 
more cash, an actual asset. The 
lack of credit is as great an 
obstacle to a retailer’s success as 
the lack of capital. Very often 
the lack of credit is due to the 
fact that the dealer has allowed 
his affairs to get into a non-liquid 
state through the extension of 
long time credits. Be a good col- 
lector, and clean your shelves of 
dead stock, by sales and bargain 
offers if necessary, and by better 
advertising. Then you will be in 
a better position to obtain the 
credit you need. 

When your bank has granted 
you a line of credit it does not 
mean that it promises to lend you 
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a certain amount, but that, after 
having investigated you and your 
business thoroughly, it is pre- 
pared to lend you up to a certain 
amount during the year if you re- 
quire a loan. It also indicates 
that your balance on deposit is 
satisfactory and entitles you to 
the stipulated line of credit. 

You can not expect to get long 
time loans from your bank. It 
is not a bank’s function to fur- 
nish permanent capital for any 
business, but merely to take care 
of the seasonal and temporary 
requirements of its customers. 
That is a fundamental principle 
of sound commercial banking. In 
justice to you and other depos- 
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itors the bank must keep its 
funds liquid, and that means that 
every borrower must expect to 
pay off his loans from time to 
time within the year. Whether 
or not they are renewed depends 
upon the condition of the money 
market, what the current de- 
mands are upon the bank’s funds, 
and other factors. In any event, 
banks like to have their loans con- 
stantly changing. 

Discounting customer’s paper 
is a form of bank credit which 
some business men do not use as 
much as they might to advantage. 
If you have taken notes from 
your customers and they are 
made acceptable by proper in- 
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Win your bank's friendship 
by prompt payment on loans 























HENEVER a towering skyscraper is built, or a great bridge is thrown across a 
river, or a recent invention is acclaimed a commercial success, there is a lot of 
cheering. The engineers get their share, the builders get their share, the owners 


get their share. 


But there is one crowd that doesn’t get much celebrating done over 


them. Nevertheless, they sit back smiling, and say, “It could never have been done but 
for us.” They are the bankers. They are the men who produced the money to go through 


with the project. 


Because of the extreme caution with which the banking business must be conducted, 
everyone is inclined to feel that banks are impersonal things, and that one’s relations with 


bankers don’t matter much. That isn’t right. 


You can improve your chances of suc- 


cess every time by improving your relations with your bank, by being friends with your 
banker, by showing him that you’re building your skyscrapers on solid rock. When he 
knows that, he’ll back you to the limit. 

It is generally admitted that no business, except the very smallest, can get along 


without the help of banks in one way or another, 


Then, since you can’t do without 


them, why not make your relations with them as close as possible ?—Editor. 









































dorsements it is possible for you 
to realize on them promptly by 
discounting them at the bank. 
Your profit on the sale of goods 
is undoubtedly considerably in 
excess of the rate of discount 
which is charged by the bank, 
therefore, in this you can quicken 
your turnover by getting ready 
cash to put back into your 
business and let-the bank help 
you carry your customers. The 
trade acceptance method is being 
used increasingly to take the 
place of open book accounts. A 
“trade acceptance” is a draft 
drawn by the seller of goods on a 
buyer and accepted by the latter, 
making it a piece of short-term 
two-name negotiable paper repre- 
senting an actual business trans- 
action. 

There is such a thing as thrift 
in business as well as in one’s per- 
sonal financial affairs. There is 
no reason why a retail business 
should not have a savings account 
at the bank. Open such an ac- 
count and make it a creditor of 
your’ business. 
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Seeing the Boss—Thru 


There “Are”? Efficient 
Hardware Salesmen 
{i are men equipped with a 


business training, years of expe- 

rience, ripe judgment, initiative— 
high caliber men—available as salesmen 
for hardware stores. There are com- 
paratively few of them, I admit, and 
their services cannot be secured for 
the small compensation most hardware 
dealers consider sufficient for a sales- 
man. 

A man may be ever so well qualified 
to give his employer efficient service; 
yet there is no distinction made be- 
tween him and the mediocre man. 

The trouble with the average hard- 
ware clerk is that he is not educated 
to do his own thinking. He is not en- 
couraged by his employer to read hard- 
ware journals, whereby he would gain 
many new ideas; he gives no thought 
to the various conditions and situations 
that arise constantly in every business. 
He spends no time in study. 

The clerk must be encouraged and 
helped to develop initiative. His ambi- 
tions must be analyzed and developed. 
His personal welfare must be of in- 
terest to his employer. Stimulate his 
interest in the business by making him 
responsible for some particular depart- 
ment as an incentive to greater effort. 
Discuss with him live selling ideas. 
Compensate him adequately through 
some profit-sharing plan, so that he 
will work with the proprietor instead 
of for him. Supplement his salary 
with the best training in hardware 
salesmanship that can be given. By 
following such a course “clerks” may 
be developed into real salesmen. 

If a dealer is fortunate enough to 
secure a real, honest-to-goodness hard- 
ware man—one who knows his business 
—he should not hesitate to use the ser- 
vices of such a man for the best in- 
terests of his business, no matter who 
of the less efficient employees may be 
relegated to the rear by such action. 
Failing to give such a man his proper 
place, his enthusiasm will vanish, his 
interest dwindle+and he is just an 
average clerk. 

(Signed) One Who Knows; 
A Man Behind the Counter. 





How About the Employer’s 
Responsibility? 
HAVE been identified with the hard- 
ware business for twenty years and 


have not been seriously tempted to 
get into any controversy, or in fact get 








Let Us Hear from You 


E present herewith 

letters dealing with 
_the efficiency of hardware 
clerks, evoked in response to 
the query, “Are Inefficient 
Hardware Clerks Your Great- 
est Problem?” 


The problem of securing 
efficient hardware help is a 
serious one, and in these let- 
ters hardware merchants will 
find food for much sober con- 
sideration. 


HARDWARE AGE wants to 
hear more from its readers 
on this subject, for it is a 
vital one affecting the wel- 
fare of the entire hardware 
business. 


We will pay for all solu- 
tions published. 














into your sanctum sanctorum in any 
manner until today, when on pages 
twenty-eight and twenty-nine of your 
Nov. 5 issue I read the letters under 
the heading, “Are Inefficient Hardware 
Clerks Your Greatest Problem?” 

Not long ago a _ progressive, keen 
hardware merchant said to me, “I want 
a good man—one who can take part of 
the load off my shoulders—one who can 
close a deal without calling me—one 
who can and will keep stock and help in 
buying.” “Surely,” I said, “I have just 
such a man in mind.” 

I sent this man, a high grade, clean 
cut fellow, a good salesman, a good 
stock keeper, to this dealer. When the 
dealer found that this man must have 
fifty dollars a week (and he was cheap 
at that) he balked. He finally hired a 
twenty-five dollar man and, as before, 
he, the proprietor, does all the work. 

I could name incidents similar to 


this ad infinitum. I will say, however, 
that on my territory of thirty or more 
accounts I know of but three or four 
real high grade men. 

In short, my contention is that the 
principal “inefficiency,” if you please, 
lies with the boss. He gets the selling 
talks on new goods. Does he pass it 
on? I know very few that do, and my 
acquaintance with hardware proprie- 
tors is not limited. 

Do any of these gentlemen who are 
having so much trouble hold “honest to 
goodness” store meetings? Not the 
kind where the boss does all the talk- 
ing, all the growling, all the pointing 
out of the red figures on last month’s 
sheet, but where everyone, including 
the delivery boy, has his topic. The 
kind of meetings where one of your 
jobbers’ salesmen who knows fishing 
tackle, for instance, gives a real dem- 
onstration of how to talk and sel] that 
line. Or the man who takes your tool 
order, tells the intimate things about 
his line. S. E. B. writes a good letter. 
Hamp Williams is in a fair way to 
solve the problem. 

Let the hardware merchants, most 
of them, put their own house in order. 
For instance, would W. S. R. like to 
have a real hardware man? Would he 
pay what he is worth? The jobbers’ 
salesman gets a look at the clerk at a 
different angle than does the customer 
or the proprietor. And I believe that 
some of the men who read the HARD- 
WARE AGE, men who have “carried a 
catalog” longer than I have, might get 
into this discussion and be of some 
help. D. C. M. 





Constructive Suggestions for 
Improving Efficiency 
of Clerks 


UBJECT, “Are Inefficient Clerks 
Your Greatest Problem?” 

I see in Nov. 5 issue of HARD- 
WARE AGE that the majority of the 
merchants claim the average clerk is a 
clock watcher, has no pep and even 
lacks brains. 

I disagree with the whole of them, 
as the average salesman or salesperson 
is as good as they ever were. We are 
in just a little faster age, and the aver- 
age merchant is too slow or does not 
want to realize it. But the solution of 
this problem is very simple if the mer- 
chant will go to a little trouble and 
expense, by which he will reap a benefit 
in dollars that will surprise him. 

Let them put their salespeople in 
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business for themselves individually; 
in other words, put them on a commis- 
sion basis. They will then get pep and 
stick-with-’em, which is salesmanship 
of the grade they seem to want. The 
merchant that is running his end of 
the business correctly should know 
what it is costing to sell his merchan- 
dise, and from this form his commis- 
sion basis. Allow a living drawing 
account and settle not later than every 
thirty days. Then if they find sales- 
people in their employ that cannot 
make his drawing account, tie a can to 
them. They will also find I am willing 
to wager that some of their formerly 
poorest paid help will be drawing the 
largest commissions. What the aver- 
age salesperson wants is more money, 
and a fair commission, if he is any 
good, will get it for him, and if he 
isn’t, you do not want him in your 
employ. 

Or pay your clerks a fair weekly 
salary and.a percentage or commission 
above a certain amount of sales. 

I know that either of these plans 
will remedy defects in salesmanship 
that the majority of merchants are 
bemoaning. 

PF. ae Ee 





“The Beam in Thine Own 
Eye” 

N the Nov. 5 issue of THE HARDWARE 

| AGE I read with interest the letters 

printed from various merchants in 
regards to the question of inefficient 
clerks. As I read each one I picture to 
myself just the type of man the letter 
betrays. 

There is a verse in Matthew 7:3 
which reads, “And why beholdest thou 
the mote that is in thy brother’s eye, 
but considerest not the beam that is in 
thine own eye.” 

And I believe about 50 per cent of 
this trouble with the clerks is the fault 
of the boss. 

In the first place there are but very 
few employers who take the trouble to 
select the correct caliber of men they 
take into their employ. The prospect 
comes in for the job, is asked a few 
questions as to how much he knows, 
how many dollars a week he can start 
for and is ended at that. 

Now, Mr. Merchant, do you ever look 
into the character of your clerk when 
you hire him? Why not make him 
prove his knowledge if there is any 
doubt as to his ability? 

Have a set of printed questions and 
request him to fill an answer to each 











| What Is Your Greatest | 
Problem? | 


| N the conduct of your 
business, you have un- 
doubtedly confronted some 
problem that is particu- | 
larly difficult of solution— | 
and that may have caused 
you more concern than all 
the others put together. 

HARDWARE AGE wants to 
know about it! 

Others have undoubted- 
ly been confronted with the 
same problem, and their 
experience may prove the 
solution of your difficulty. 

Let us hear from you! 

















one, something on this order: 

Name ten different styles of files. 

Name three prominent makes of 
saws. 

What is the difference between a rip 
and a crosscut saw? 

Sketch pattern of the teeth of each. 

Name three varieties of enameled 
ware. 

What is a reverse bevel lock? 

Name five patterns of axes and draw 
pattern of each. 

Name as many styles of hatchets as 
you can. 

Name five patterns of pliers. 

And any number of such questions 
might be asked that would decide if the 
applicant had a general knowledge of 
the business or not. 

Now as to the clerk you already 
have, does he spend his evening shoot- 
ing pool, playing poker, or does he put 
his time to better use? 

Does he attend his Sunday school 
class on Sunday or does he go to some 
pleasure resort in a flivver and parade 
the boardwalk with an unknown flap- 
per till the wee hours of the morning, 
and return for work all tired out on 
Monday? 

You may say you cannot control his 


the Kmployee’s Eyes 


leisure. Of course not, but you can 
make a proper selection when you hire 
him by consulting his associates to find 
out if he has the making of a good man. 

As to the fellow who is married and 
has a family. Does he come in late and 
you jump all over him before he can 
explain? Maybe he was up all night 
with the baby who is cutting teeth and 
has had but little sleep. 

Human nature is a strange creature. 
Wrath begets wrath and kindness be- 
gets kindness, and to whichever you 
give vent it rarely fails to return to 
you whether in words or thoughts. 

I recall an incident of my boyhood, 
when working for a country merchant. 
This merchant kept a bottle of Number 
Six in the bottom drawer of his desk 
and. quite frequently would indulge to 
excess. When I would ask him some 
question about the merchandise he 
would snap the ears off me with a 
criticising remark as to how dumb I 
was, mostly in the presence of cus- 
tomers. 

I did not deserve such treatment, but 
had to bear it as my mother was a 
widow and needed my six dollars each 
week to help meet the family budget. 

Some few months ago out of respect 
to the family I attended this man’s 
funeral. The majority of those pres- 
ent were in tears for the loss of him, 
but I had no tears to shed. Truly I had 
forgiven him long ago and bore no 
malice, but all the minutes I viewed 
his remains I had but one thought, of 
how he had humiliated me as a boy. 

Previous to this I was employed, 
after school and on Saturdays by an- 
other man in the same town. 

Along about the day before Christ- 
mas he handed me a package, telling 
me to take it home to mother. 

In this package I found a turkey for 
which I was surely thankful, otherwise 
we would have been obliged to feast on 
pork for Christmas dinner. 

This same man that gave me the 
turkey is now in the sunset of life, and 
if nothing prevents I will no doubt 
be called to view his remains before 
many years pass by. What do you 
suppose I will have before my mind 
when that time comes? 

So the thing works both ways in this 
life. When we leave we take nothing 
and all we get out of it while here is 
what we put into it. 

Probably some of you are twice my 
age and would not consider my ex- 
perience of much value. I have been 
a clerk and I have been the employer 
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The Simplicity of the Speed Pen 


HIS is the final instalment 

on the simplicity of the 

Speed pen, illustrating capi- 
tal and lower-case letters V W X 
Y Z & together with the Gothic 
numerals 1 to 9. 

The five letters V to Z are 
sometimes called the angle letters 
because all the strokes embodied 
in these five letters are composed 
of right and left oblique strokes 
meeting at a point. Join two V’s 
together and you have the letter 
W. By taking the fourth or last 
stroke of the letter W, and cross- 
ing stroke No. 1, you have the 
letter X. It is easy to see that 
the letters X and Y are closely 
allied. When making these slant- 
ing strokes with the speed pen 
the beginner should remember 
that the strokes are all made 
downward and from left to right; 
do not expect the pen to work by 
pushing it upward. Remember 
these pens will not spread under 
pressure but will make a uniform 
stroke the exact width of point 
selected. There are five different 
size ROUND bills, and four 
square bills. The round bill pens 
are the most popular and the 
easiest to operate. 

There are (7) different sizes, 
Nos. 1 to 7; sizes 6 and 7 are for 
the larger block letters. Nos. 5 
and 7 will make letters up to 3 
inches in height. 

In general appearance the pen 
is like the ordinary steel pen— 


By Joseph Bertram Jowitt 


with these differences: (1) In- 
stead of the usual points, the nibs 
consist of two hemispherical flat 
surfaces, with a fine split between 
them. Together they form a 
perfect circle, so that whenever 
the pen is placed on paper it pro- 
duces a solid circle of ink or color, 
and, if it be drawn along a solid, 
uniform line with those perfectly 
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rounded terminals so difficult to 
obtain with other lettering pens 
or drawing instruments. 

(2) A reservoir is attached to 
each pen which holds sufficient 
ink to make several letters, and 
renders unnecessary frequent dip- 
ping in the ink bottle. 

Ordinary pen holders may be 
used for any of the sizes in which 
these pens are made. No. 1 makes 
a fine stroke for small lettering; 
No. 2 medium stroke; No. 3 a 
broad stroke; No. 5 a very broad 
stroke; the rectangular points 
No. 6, broad; No. 7, very broad. 

These styles give practically 
every desired effect, and can be 
utilized with a little planning to 


produce very striking results 
with great ease. Any style of let- 
tering may be copied. The pens 
will not spread or make ragged 
edges like some brushes do. Keep 
fingers well down on the pen han- 
dle, pressing firmly, always keep- 
ing the “bill’ of pen FLAT on 
paper, using a free arm motion. 

A little trouble may be expe- 
rienced at first getting the ink to 
flow freely. It must not be too 
thick or too thin, but if the be- 
ginner remembers this and does 
not blame the pen, he will soon 
find out the proper consistency 
the ink should be. India ink, 
which may be purchased in any 
stationery store, works very well 
in these pens and requires no 
thinning. 

The pen should be dipped deep- 
ly enough to fill the reservoir. 
Rest the underside of the nib on 
neck of bottle to drain off surplus 
ink; this will prevent any drips 
or blots on your card. 

Notice the direction the arrows 
point, this will help you to form 
each letter, showing what direc- 
tion to start and how many 
strokes to take to complete each 
letter. 

Always draw the pen DOWN 
or from left to right. NEVER 
PUSH THE PEN. 

Study carefully the forms and 
proportions of each letter. shown 
here. . It is a good idea to sketch 
out what lettering you wish to do 
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with a pencil first, then go over 
these lines with the pen. 

These pens will be found par- 
ticularly useful for hurry-up 
work. No. 7 will make letters 
plenty large enough for a full 
sheet card, which measures 22 x 
28 inches. 

Always be sure to have all hori- 
zontal lines drawn the height you 
wish to make your letters. Then 
proceed to lay-out your work in 
lead pencil, after re-trace with 
the Speed pen. 

All new pens are dipped in a 
sort of lacquer to prevent them 
from rusting. To remove this 
lacquer hold pen in the flame of 
lighted match for a few seconds, 
the ink will then flow more freely. 
This will also remove some of the 
temper from pen and make it 
much more flexible. 

Hardware men will find these 
pens particularly useful for mak- 
ing all kinds of small card signs, 
for bolt and screw cabinets, for 
tool bins, and small auto acces- 
sory show cards, such as the dif- 
ferent sizes of automobile tires 
for tire rack. 

The letters will present a much 
more finished appearance if 
shaded in a light blue, green or 
gray color, as shown in illustra- 
tion. 

Study the different kinds of let- 
tering shown here, which were all 
made with 3 different sizes Speed 
pens. 

Constant practice with these 
pens will enable the beginner to 
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do better brush work. If very 
large letters are required, they 
may be outlined with the pen and 
afterward filled in with a brush. 

The best way to get the hang 
of this speed pen is to draw sev- 
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than with a brush, as any brush 
will naturally “spread” under 
pressure; it therefore requires 
several single strokes to complete 
each numeral. While the round 
speed pens will make any numeral 
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eral horizontal and upright lines, 
circles and semi-circles, using a 
ruler to guide the pen for all 
straight lines and a pencil com- 
pass to make the circles, which 
afterward are to be traced over 
with the pen. 

REMEMBER TO KEEP THE 
BILL OF THE PEN FLAT ON 
PAPER. Numerals are more 
easily made with the speed pen 


with one continuous stroke, with 
one dipping, and without remov- 
ing pen from the paper. 

There is practically no end to 
the fancy scrolls, borders and or- 
naments that can be made with 
the round speed pens. It is only 
a matter of copying some of the 
new combinations of scrolls, dots, 
lines and circles which may be 
found in numerous magazines. 





Garden Sprinklers Have 
Unique Features 


Four unique sprinklers called the 
Saucer Spray, the Merit, the Twirlo 
and the Fan Spray, have been placed 
on the market by the B. & J. Mfg. Co., 
Springfield, Ohio. 

They are made of the highest grade 
materials and designed to throw the 





right amount of water in the right way 
to penetrate into the ground with the 
force of a gentle, refreshing shower. 
Everyone is designed for a particular 
purpose and inspected for defects in 
workmanship and correctness of opera- 
tion. Threads are said to be _ suffi- 
ciently oversize to fit any standard 
hose coupling. 


The “Saucer Spray” No. 100 is small 
in size but large in service, light in 
weight and easy to handle. It is con- 





structed of gray iron and provided 
with two copper caps, one for water- 
ing a circle 30 ft. to 40 ft. in diameter 
and the other for a half circle. The per- 





forations extending around the edge of 
the cap are designed for uniform and 
regular sprinkling. 

The Merit No. 110 and the Twirlo 
No. 150 are of the revolving type. The 
Merit is constructed with three arms 
and moves at a high rate of speed 
which breaks the water into a fine 





spray, covering the area of a 40-ft. 
35 ft. circle. The Twirlo, having but 
two arms, covers the area of a 30 ft. 
circle with a spray not quite so fine. 
The Fan Spray No. 120 throws a fan- 
shaped mist 14 ft. in front only and is 
intended for new flower beds or lawns 
or wherever a fine, soaking spray is 
needed. The head of this sprinkler 
will also fit the base of the Merit and 
Twirlo. The change may be accom- 
plished in a few seconds and for a 
slight additional cost one has the ben- 
efit of two sprinklers adaptable for 
the entire yard. 
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‘The Private Life of Helen of 
Troy’ 


Another Book Review 


By Saunders Norvell 


for 30 years Editor of “THE LON- 
DON SPECTATOR.” He is also the 
author of several biographical books, 
among them “EMINENT VICTOR- 
IANS.” I happened to read his biog- 
raphy of Queen Victoria. He confirmed just ex- 
actly what I thought of her. Strachey impresses 
you as seeing the truth and knowing how to tell 
it. These qualities are not the same thing at all. 
I have known men who, even if they could see 
the truth and did know the truth, on account of 
some peculiar twist in their natures, could not 
possibly tell it, even if they tried! 


*K * *K 


Strachey wrote about Florence Nightingale. I 
had always thought of her as only being a nurse. 
When I read Strachey’s book, I realized that 
Florence Nightingale not only was a trained 
nurse but, beyond that, she was a trained execu- 
tive. In the time of the Crimean War, she got 
others to do the nursing. Florence pulled the 
wires. She handled the generals at the front. 
She handled the statesmen at home. She knew 
how to get the supplies she wanted. She begged. 
She wheedled. She threatened. She fought— 
but she got what she wanted! 

* * * 


There was a statesman in London (I think he 
was the Premier of that day) but he was a noble- 
man and he was very powerful. I have forgotten 
his name and anyhow, today I left my glasses at 
home; therefore I can not look it up. Besides, I 
haven’t time. Florence and this statesman 
worked hand in hand to get the needed medical 
supplies to the front. When everything else 
failed, she sent a message to this man. He 
stopped whatever he was doing and saw that 
Florence was supplied with the things she needed. 
Their friendship lasted for years. It lasted up 
to the day he died. It must have been a beauti- 
ful friendship but of course the neighbors talked. 
Florence had erftirely too much influence with 
this statesman. Those were the strait-laced days 
in England. There were jealous women and 
there were jealous men and a jealous man and a 
jealous woman, each with a tongue, can start a 
scandal. Yes, Strachey savs, there was some talk 
about Florence and this statesman. 

ok a * 


One moonlight night last June, at a very late 
hour, I was wandering in the streets of London 
alone. I have wandered in this way in a good 





many parts of London—along the Thames, over 
London Bridge, looking up to the enormous clock 
and listening to the tolling bell of Big Ben, down 


to John Street, to The Haymarket, along the 
docks where the masts and the rigging of the 
ships seem like spider webs against the sky, in 
the Limehouse neighborhood where the Chinese 
shuffle furtively along the sidewalk. On these 
lonesome, but not lonely, walks, I have made 
friends with the statues of kings and queens and 
generals whose names adorned the pages of my 
school books. I stood‘a long time before the im- 
pressive statue of Edith Cavell. She was a nurse, 
too. We all know about her. 

oS * * 


However, in my meanderings this June night, 
I came to two statues in bronze, a short distance 
from each other. One of them was of Florence 
Nightingale and the other was her friend, the 
statesman, who answered her call and sent the 
supplies when she needed them. The mouths of 
the scandal mongers are forever closed. Their 
scandal is forgotten, but there, in bronze, of 
heroic size, stand the two friends, the two who 
worked together for the wounded soldiers in the 


Crimea. 
* K ye 


When I sat at dinner with Strachey and a num- 
ber of other newspaper men of national fame; 
when I listened to them talk, I thought of these 
two statues standing together in London. Such 
is the power of the written word! If Strachey 
had not written about Florence Nightingale; if 
he had not told the truth about her, probably I 
would never have known about her life. If I had 
not known, these two statues would have meant 
nothing to me. Now in the course of time here 
was the man who translated the life story of 
Florence Nightingale into a very human docu- 
ment and I was sitting at the table with him and 
listening to his voice! 

* so * 


Strachey was most diplomatic. In his after- 
dinner speech, he talked about the ‘“‘discontents’’ 
of Americans. It was a nice way to have a little 
fun with some of our peculiarities. He said we 
must not mind the grumblings of the English. 
The English love to grumble. Things are not as 
bad as they have been painted. Do not worry. 
England will come out all right. Just look back 
over her history. England is accustomed to 
trouble. Her troubles make her strong. 

* * * 


Then Strachey referred to his own case. He 
said he was about to retire and live the rest of 
his years in ease, but now come these high En- 
glish taxes—the heaviest taxes ever known in the 
world—so he will not retire. He has been com- 
pelled to go on working, even in his old age; “but 
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after all,” he said, with a smile and a twinkle of 
the eye, “possibly I will live longer and be much 
happier because I am compelled to work hard to 
pay taxes.” What a spirit! It made me feel 
very small. 

ok * * 


Strachey said, discussing English and Ameri- 
can newspapers, that the English papers were 
not so good at gathering and publishing news, 
but they were very strong on “opinion.” On the 
other hand, the American papers were the great- 
est news gatherers in the’ world although in re- 
cent years they were decidedly short in express- 
ing opinion. Strachey was very tactful. He isa 
diplomat, but reading between the lines, I am in- 
clined to think he thinks—and a good many other 
people think—that the American press, that is, 
the great daily newspapers, are afraid to say ex- 
actly what they think. The business management 
will not allow the papers to say what they think. 
So I thought back and compared, in my own 
mind, the English papers I have read and the 
American papers I read. Surely it is true. The 
Englishman does say what he thinks but the 
American does not. The average American 
thinks he is diplomatic in keeping his opinions 
to himself. Therefore we have not a very vital, 
virile or powerful public opinion on any subject 
in the United States today. 


* * * 


Mr. O’Brien, the editor of “THE BOSTON 
HERALD,” made a very brilliant extemporaneous 
talk. He followed up Strachey’s remarks about 
the lack of opinion in American papers. He told 
of a paper with which he was connected at one 
time in Boston. A question came up in regard 
to an editorial on a certain burning problem. He 
said there was a discussion in the business office 
of the editor as to the advisability of writing 
this editorial. The next day he said the leading 
editorial in this paper was on the subject of 
whether they should plant trees on Beacon Street 
or not! 

* cK ok 

Mr. O’Brien also ¢alled attention to the fact 
that a number of our very large cities have only 
one morning newspaper. He gave a list of ten 
or twelve such cities—not small places, but really 
large cities. Naturally, said Mr. O’Brien, when 
there is only one morning paper in a city, this 
paper claims to be independent. It attempts to 
please everybody. It soft-pedals every issue. 
There can be no real life, character or vitality 
in such journalism. Mr. O’Brien expressed the 
opinion that we had better journalists, better 
editorial writers, and a better expression of 
opinion in the old days when the editors said ex- 
actly what they thought, called each other names 
and made your morning paper something to look 
forward to with a thrill. Mr. O’Brien agreed 
with Mr. Strachey that the weakness of journal- 
ism in America was its lack of a conscientious, 
fearless and intelligent expression of opinion on 
the issues of the day. 


* * * 


Mr. Lippman, the very forceful young edi- 
torial writer of “THE NEW YORK WORLD,” 
also made a most interesting talk. He discussed 
politics. He gave us the interesting information 
that “us Americans” do not get our politics from 
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the principles in which we believe but from the 
geographical locality in which we live. He illus- 
trated this point by saying that a ‘New York 
Tammany Democrat was one thing while a Texas 
Democrat, although claiming to be a loyal mem- 
ber of the same party, was an entirely different 
animal. It never occurred to me before how little 
there is in common and, in fact, how much there 
is in difference, between the average New York 
Democrat and the average Southern Democrat. 
This is just as true of Republicans in different 
parts of the country. 
* oo K 


Mr. Lippman also talked on the .present ten- 
dency of centralization in our Government. He 
deplored this tendency. He considers it one of 
the dangers facing our: ‘free institutions. As he 
spoke on this subject, there was applause from 
many of the intellectual ntlemen present. Here: 
is a point that Mr. Lippman made: Many an: 
issue that, in itself, is a local issue and should be 
settled locally, by reason-of the centralization of 
our Government is put up to Washington. As: 
soon as it reaches Washington it becomes a na- 
tional issue and all these little local issues being: 

paraded as national issues simply smother the. 
lone: national issues that, as Americans, we’ 
should consider. ! 

* * * 

“To illustrate,” Mr. Lippman said, “prohibi- 
tion is not an issue in a single Southern State. 
Prohibition in the South is settled for all time. 
It has come to stay. However, in New York City, 
prohibition is still a local issue. Now,” said Mr. 
Lippman, “this issue of prohibition, which today 
in the United States is a local issue, was injected 
into the Democratic Party as a national issue and 
was one of the causes of splitting the Democratic 
Party wide open.” 

* * 

The toastmaster at this dinner was Nicholas 
Murray Butler, the President of The Lotos Club. 
Mr. Butler, as you are aware, on account of his 
high position as the head of Columbia University, 
has a good deal to lose. As a rule, the more men 
have that they might lose, the less careless they 
become in their speech! Nevertheless, we all 
know that Mr. Butler does not hesitate to express 
his opinion on prohibition or any other subject. 
In this particular, he is very un-American and 
quite British! I have heard Nicholas Murray 
Butler preside on many other occasions but I 
never heard him as happy or as witty as he was 
in introducing Mr. Strachey and in handling the 
powerful battery of great national editors who 
were ready and only too willing to take advantage 
of the slightest slip on his part! It was really a 
memorable night. What an oasis in the desert of 
tiresome, stupid after-dinner speaking! 

oe a * 


As I have said, I left my glasses at home and 
so I can not see the statistics that are before me 
in regard to “profitless prosperity.” “THE 
HARDWARE AGE” must have this article imme- 
diately ; hence, they will get something that I can 
dictate out of my head without the use of my 
glasses. But what difference does it really make 
about prosperity—profitiess ¢ or otherwise, tent 
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ges & INECK 
of Winner, S. D., a 
town of less than 3000 
population adjacent to the 
“Little Bad Lands,” sold 
over $5,000 in paint dur- 
ing the first nine months 
of this year through the 
methods outlined in this 
article. The store uses 
three mediums in advertis- 
ing paint—circular letters, 
newspaper advertising and 
window displays. 








Linseed Oil 22 Times, Lead 


Nearly Ten ‘Times 


HEN one hears of a hardware dealer in 

some of the larger cities selling an ex- 

ceptional amount of paint, it does not 
seem so extraordinary as one considers the long 
rows of buildings and homes all needing paint 
at more or less regular intervals. But when 
a dealer in a South Dakota prairie town of less 
than 3000 population, situated at the terminal 
of a branch railroad, in the very center of an 
Indian reservation and adjacent to a territory 
called the “Little Bad Lands” can sell over $5,000 
of paint in the first nine months of this year, 
it is a matter to marvel at. 

Yet that is exactly what Beaulieu & Ineck of 
Winner, S. D., did this year, and another factor 
in their achievement is the fact that there are 
three other hardware stores and two drug stores 
in town all handling paint. The store which came 
into being at the same time that the town it- 
self was founded sixteen years ago, has in all that 
time handled only one line of paint and their suc- 
cess is largely due to this concentration of effort. 

The entire paint stock is housed at one side of 
the store in a section of open shelving 14 ft. long 
and running to the ceiling. The upper shelves 
are only 13 in. deep, while the two lower shelves 
are 22 in. In this space is carried a stock of 
mixed paints, varnishes and stains that will aver- 
age about $1,500. Naturally the firm appreci- 


ates the value of frequent turnover, but it also 
appreciates the value of being able to fill the de- 
mands of its customers at all times. So far this 
year, 22 barrels of linseed oil have been sold, 4 
barrels of turpentine and over 2000 lb. of lead, the 
plan being to replenish the stock with frequent 
orders, which during the height of the paint- 
ing season are mailed frequently. 

Beaulieu & Ineck have also solved the problem 
of disposing of “dead” items and odds and ends in 
their paint stock. Some time ago they acquired 
the miscellaneous stock of a defunct dealer, which 
contained among other things about 60 gal. of 
odd makes and colors of paint. This together 
with back numbers from their own line, is mixed, 
10 or 15 gal. at a time in a barrel churn with 
enough linseed oil added to make a good mixture 
which finds ready sale as barn paint at $2 per 
gallon. 

The store uses three mediums in advertising 
their paint—circular letters, newspaper ads and 
window displays—and possibly the only differ- 
ence in their efforts along this line from other 
dealers is the fact that they hook each form of 
advertising up with the others. The letters and 
newspaper ads call attention to the window dis- 
plays and as a result every rancher on the Rose- 
bud Reservation knows that Beaulieu & Ineck 
sell paint. 
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Electro~Galvanized 


You wouldn’t use cheap, quick-rusting wire 
chy cae screen cloth for your home. Why sell it 
eee) Li i to your customer? Recommend Hanover 


Ty a ae Poeeaamepbseer sr ‘ Apex Electro-Galvanized Wire Screen 
walle \ ll i)" is Cloth. He’ll thank you for it. 


Zinc coated by a Special Electroplating Process after weaving, Apex 
Electro-Galvanized has a beautiful soft gray finish and withstands 
the continued hard wear of screens indefinitely. Repeat orders from 
big dealers everywhere for many years establishes: it as a leading 
wire screen cloth. 














Ask Your Jobber for Catalog 


and Prices, or Write Us. 














Manager of Sales 


JOHN M. HART COMPANY 


Old Colony Building Chicago, Illinois 
HANOVER WIRE CLOTH CO. 


Manufacturers Hanover, Pa. 
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Hoesley Gives 5 Reasons for His 5 
Stock Turns in Paint 





and in the store. 
made a purchase in the store. 


sold 








1.—To an assorted and well balanced stock. 
2.—To continual and frequently changed displays of paint, brushes, etc., in the window 


3.—To the fact that some reference to paint was made to practically every person who 
4.—To the fact that my personal guarantee and advice was given with each can of paint 


®.—To the fact that my prices have always been right, my deliveries prompt, and the gen- 
eral service rendered to customers apparently satisfactory. 








F. HOESLEY, hardware dealer, 526 Main 
Avenue, Spokane, Wash., likes the pun- 
* gent odor of wet paint. He likes to take 
the raw materials and mix a veritable witch’s 
brew of liquid color, to stir it with a stick until it 
is a molten mass of vivid bubbles. He also likes 
to do house painting, and odd jobs that call for 
the dextrous movement of wrist and brush and 
the judicious discrimination of the eye. He has 
also discovered that he enjoys selling prepared 
paint to “the ultimate consumer” in the fair city 
of Spokane, which is known throughout the Pa- 
cific Northwest as the capital of the great “Inland 
Empire” of the North. 

Now Hoesley’s hardware store is on a busy 
street, and in a neighborhood particularly favor- 
able for enterprising retail establishments. 
Hoesley’s store is between a residential and an 
industrial section. It is, therefore, accessible to 
the household buyer and to the mechanic. It at- 
tracts buyers for three reasons: First, because 
it is convenient; secondly, because it has a well- 
balanced stock of merchandise, suitable to its lo- 
cation, which is offered for sale at what work- 
ing men regard as reasonable prices, and thirdly, 
it attracts because Hoesley satisfies his cus- 
tomers. 

But, as the chief reason for the publication 
of this story is to give some account of Hoesley’s 
policies in merchandising paint, we will submit 
the facts of his experience and some of the fac- 
tors which helped in the development of these 
facts, in the following order. 

It is not a long story. The facts are neither 
numerous nor complicated. The contributing fac- 
tors are but details that may be etched in quick- 
ly against the main background of the story. 
Hoesley has only been operating his own business 
for a relatively short time, scarcely more than a 
year and a half. Hoesley, however, had had sev- 
eral years’ experience in the hardware business 
before entering into the proprietorship of a com- 
mercial establishment of his own. 

We will speak of his first year’s experience as 
the owner of an independent hardware store, in- 
sofar as':it concerns his buying and selling of 
paint. When he first opened his store the paint 
stock’ was confined to essential colors and the 


most popular sized cans. From the beginning 
Hoesley has directed a fairly large proportion of 
his sales efforts to moving his paint stock. He 
has done this because he has wanted to establish 
a reputation as a dependable dealer in prepared 
paints, one with a thorough knowledge of his 
line, and also because he has always realized that 
paint, varnish, paint brushes and accessories con- 
stitute one of the most profitable lines that the 
modern hardware dealer can handle. Added to 
that he likes paint. 

Within a few months after he had opened his 
store he had sold all of the original stock and had 
replenished his shelves with fresh orders and a 
better variety. 

His capital investment in paints, etc., during 
his first year in business amounted to about 
$1,100. He turned his stock five times. 

He attributes this turnover to five things, which 
he enumerates on this page. 

To which might be added the fact that his cus- 
tomers return for both his advice and his paint, 
and his, bargains which are offered at frequent 
intervals. 

In February of this year he held a special sale 
and as a result turned his complete paint stock, 
excluding brushes and minor accessorieb, two 
times. In May, by means of a demonstration 
sale, bargain tables, intensive display and sug- 
gestion selling—that is to say by talking paint to 
every customer—he turned his paint stock, ex- 
cluding some special finishes, brushes and minor 
accessories, three and one-half times for the 
month. 

A word in explanation of what is meant by 
talking paint to every customer. When the orig- 
inal purchase, for which the customer entered the 
store, has been closed, and when it is being 
wrapped, Hoesley or one of his clerks reaches be- 
hind the wrapping counter and puts a can of 
paint, a color card, before the customer. 

According to the response of the customer the 
conversation is carried on. A few hints are 
dropped about price, quality, durability, personal 
experience, etc. In this way hundreds of people 
who had not previously been interested in paint 
have become users and buyers of the brand sold 
by the Hoesley store. 
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RTY-FIVE years ago Richards- 
Wilcox began manufacturing hangers 
for every door that slides. R-W 
Hardware, from the outset, has been 
standard equipment of its kind. Universal 
adjustments for door hangers, for instance, 
have been used by Richards-Wilcox for 
many years. Only principles of manu- 
facture, shown by exhaustive test and 
experience to be sound, are employed. 





With an Engineering Department of 
unusual technical ability and broad ex- 
perience in meeting and solving every 
doorway problem, it is but natural that 
R-W Doorway Equipment should be 
specified by leading architects, con- 
tractors and builders as the Jest in all 
points of economy, durability, and efh- 
ciency. 


This Engineering Department serves in a 
two-fold capacity. It designs the most 
modern equipment to meet, in the most 
minute detail, every modern doorway re- 
quirement. It advises with all having 
doorway problems, without cost or obli- 
gation. It places at your disposal its 
entire resources. This Department is 
yours—do not hesitate to use it freely. 











New York Boston Philadelphia 
Kansas City Los Angeles SanFrancisco Omaha 


Chicago Minneapolis 


AURORA, ILLINOIS, U.S.A. 
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Ways and Means Committee Refuses 
Further T'ax Reductions 


Dissatisfied Industries May Appeal to Senate Finance 
Committee—Anxiety Over Effective Date 


of Automobile Tax Cut 


By W. L. Crounse 


WASHINGTON, November 23, 1925 


uncertain terms has served notice on all classes of taxpayers 


[ane Ways and Means Committee in a manifesto couched in no 


that it will make no concessions beyond those already promul- 


gated in connection with the tax 


reduction bill now being drafted. 


A total tax cut of $308,000,000 is involved in the skeleton project 
approved by the committee as against a maximum reduction of 


$290,000,000 recommended by Secretary Mellon. 


committee will not go. 


Beyond this the 


In determining to stand pat on the cuts already made, the com- 
mittee has rejected the plea of the manufacturers of pistols and 
revolvers to repeal the 10 per cent tax thereon, and it has notified 
the automobile industry that it will make no further concession on 


passenger cars. 


Numerous other interests have found the com- 


mittee adamant in its attitude of refusing to authorize the lifting 


or reduction of special tax levies. 


Will Try Again 


Recognizing that Chairman Green 
and his colleagues mean what they say 
the representatives here of industries 
still carrying war taxes are planning, 
first, to secure the amendment of the 
tax bill on the floor of the House and, 
failing in that, to appeal to the Senate 
Finance Committee for relief. Unless 
all signs fail, Chairman Green will in- 
voke a special order for the considera- 
tion of the bill that will preclude the 
offering on the floor of amendments 
which do not originate with the Ways 
and Means Committee; hence experi- 
enced observers here are convinced that 
the only hope of securing further con- 
cessions lies in the Senate Finance 
Committee. 


Essential Industry in Time of War 


It is understood that there are cer- 
tain units in the industry which are 
dissatisfied with the retention of the 
tax on pistols and revolvers and that 
they have received some moral support 
from the War and Navy Departments, 
the ordnance bureaus of which are 
keenly alive to the fact that the Fed- 
eral arsenals are in no position to sup- 
ply the Government’s demands in a war 
emergency. It is also true that some 
of the most experienced members of 
both houses are of the opinion that the 
taxing of pistols and revolvers is a 
wholly ineffective method of controlling 
the evil #f “pistol toting” and that to 
continté.the impost is merely to place 
a burden upon a branch of the indus- 
try that would be of the greatest pos- 





sible assistance to the Government in 
time of war. 

It is altogether likely that the last 
word on the subject of the pistol tax 
will be written by the Senate Finance 
Committee which upon questions of na- 
tional policy usually has its own way. 
It is also a fact that the Senate Com- 
mittee is always in closer touch with 
the Administration than the House and 
is more apt to reflect the wishes of the 
President and his advisers in all legis- 
lative matters. ' 


Auto Industry Conceded $80,000,000 


In resisting an increase in the cut on 
_automobiles and accessories, Chairman 
| Green and his colleagues call attention 
_to the fact that the concessions already 
|'made to the industry will amount to 
'more than $80,000,000. The House bill 
| will eliminate the 2% per cent tax on 
tires, accessories and repair parts; 
eliminate the 3 per cent tax on motor 
trucks; reduce from 5 to 3 per eent the 
_sales tax on passenger cars; and repeal 
| the occupational tax on owners of auto- 
| mobiles for hire which is $10 per annum 
for cars seating up to seven and $20 on 
those seating more than seven persons. 
| The Treasury Department figures 
that the loss to the revenue by the re- 
| peal of the tax on tires and spare parts 
_will approximate $25,000,000; that the 
repeal of the truck tax will cost $9,- 
000,000; the reduction of the tax on 
passenger cars $46,400,000; and the 
elimination of the occupational tax 
$1,750,000, making a total of $82,150,- 
000. Of course, this is a big conces- 
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sion to a single industry and it is not 
surprising that appeals from passenger 
car manufacturers for the absolute re- 
peal of the tax on these vehicles are now 
falling on deaf ears in the Ways and 
Means Committee. 


Effective Date of Repeals and Re- 
ductions 


A~ important question which prob- 
ably will not be determined until 
the tax reduction bill is actually re- 
ported to the House is the effective date 
of the various tax cuts in the automo- 
bile schedule. This question is of vital 
importance to the hardware trade as 
it may affect every dealer in tires and 
automobile accessories. 

All stock now on the market is tax- 
paid and, of course, some of it will be 
sold in competition with goods which 
may be put out by the producers on a 
tax-free basis. It is estimated that 
stocks of tires, tubes and accessories 
are turned over about once in four 
months so that whenever the new law 
becomes effective a considerable amount 
of old tax-paid stock will have to be 
worked off in competition with new tax- 
free goods. 

In this connection the suggestion has 
been made that the effective date of 
the tax reduction provisions as applied 


'to the entire automobile schedule in- 


cluding accessories shall be postponed 
to June 30 next. This suggestion is 
based upon the desirability of enabling 
dealers to reduce their stocks to a min- 
imum so as to eliminate as far as pos- 
sible the hardship that will necessarily 
arise in, the effort to work off tax-paid 
goods in a tax-free market. 


Rebates on Stocks Unlikely 


Another project, which will probably 
be rejected by Congress, involves the 
allowance of a rebate of the tax on 
stocks on hand when the law becomes 
effective. Such rebates have been al- 
lowed in the past on goods subject to 
internal revenue tax, notably proprie- 
tary medicines, toilet goods, etc., which 
at various times have paid a 4 per cent 
impost. 

The Ways and Means Committee has 
already established in the bill now be- 
ing framed a precedent for postponing 
the effective date of a tax reduction 
provision with a view to avoiding dras- 
tic loss in inventories of tax-paid goods. 
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The Horton No. 40 with cop- 

per or white vitreous enamel 

tub uses the Three Cup Suc- 

tion method. The No. 33 is 
of the Dolly type. 


The Horton 30” Roll Ironer. 
The ideal home size. Open 
end makes it possible to iron 
every piece in the laundry. 
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Year tn and Year out 
DEPENDABILITY 


N your relations with the manufacturer _ to business of those qualities in mankind which 


the most important factor is year in inspire confidence—the qualities of loyalty, sin- 
Deg. cerity and consideration for the other fellow. It 
and year out Dependability. is, in fact, a spirit of service. 


Consider Horton’s qualifications: Horton Spirit lives—is human—is a most vital 


i ur business. 

For over 50 years the efforts of this company have been force in the conduct of o 
devoted to simplifying the home laundry problem with You can depend upon Horton! 
eS SSN ae SOND EN eal OS SE, . The three machines shown above are selected 
Our products are as near perfection as can be attained — from our line because thousands of dealers have 
by men who have spent their lives in this business, aided ] d th Sl LY i¢ on 
by the most advanced mechanical facilities known. selected them as having no equal. Fou owe iC t 

your business to see them; learn more about their 


Relations with our dealers and jobbers have been so : ; ; as 
pleasant, so profitable and so dependable that letters of features, their quality, their dependability. 


| good will from them provided the material for our 1924 Jobbers throughout the country have HORTON 
amrentning, campaign. Washers and Ironers ready for immediate ship- 


There is r Horton’s ™ent to you. Give your jobber an order. Get 
a very definite reason fo acquainted with theentire Horton lineof Washers 





phenomenal growth during the past several years. sail 
It is because of Horton Spirit and Horton De- and Ironere—it covers every need. 
pendability. HORTON MANUFACTURING CO. 


Horton Spirit is simply a practical application 1346 Fry Street Fort Wayne, Ind. 
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In reducing the internal revenue tax 6. American citizens resident abroad The total value of builders’ and other 
of $2.20 per proof gallon on alcohol | should be exempt from the American | hardware exported from the United 
the committee has provided that a cut | tax upon income derived abroad and | States amounted to $7,187,539 for the 
of 55 cents per gallon shall be made | not remitted to the United States. first nine months of the current year, 
Jan. 1, 1927, and another cut of 55 7. Exise taxes imposed to raise rev-| or a slight loss from the figure at which 
cents on Jan. 1, 1928. enue for war purposes and levied in re- | the January-September exports of 1924 

In the case of automobiles and ac- | lation to particular businesses should | were evaluated. A heavy drop in the 
cessories it would not be necessary to | be repealed. Some of these taxes have/| value of shipments of locks was one of 


been repealed. The same reasons re-| the features of the trade. Hinges and 


reduce the tax in installments, but ob- | 
viously some provision should be made | quire repeal of those remaining. builders’ hardware not elsewhere speci- 


to prevent hardship in the shrinkage of | 8. The estate tax now levied by the | fied also showed losses in value. 


bt 





inventories. Federal government should be repealed During the first nine months of 1925 
_ and the Federal government should re- | American cutlery valued at $8,169,290 

Tax Plan Of National Chamber frain from imposing estate or inheri-| was shipped abroad. This represents 
an increase of 16 per cent compared 





Believing that the time has arrived | tance taxes. 
with the value of the exports during 


when a permanent peace-time tax pro- | eileen iit o_o 
gram should be worked out the Cham- | . — —_ the corresponding period of 1924. The 
ber of Commerce of the United States The voluminous recommendations | most striking advance was in safety 


during the past week submitted to the | with regard to amendments to the ad-| razor blades, consignments of which 
Ways and Means Committee a tax re- | ministrative provisions of the internal | amounted to 8,564,755 dozens in the 
duction program involving eight spe- | revenue tax laws include the repeal of | 1925 period, a gain of 56 per cent over 
cific recommendations as to taxation | the law opening tax returns to public | the 1924 figure. On the other hand, 
and no less than fourteen suggestions | inspection; the placing of the Board of | the sales of safety razors fell off 
for the modification of the administra- | Tax Appeals on a permanent basis in-| greatly. 
tive provisions of the existing law. The | dependent of the executive branch with An advance was made in the value of 
tax proposals of the Chamber are as | adequate salaries to its members; the | exports of American .tools. During the 
follows: careful enforcement of the Civil Ser-| first three-quarters of 1925, foreign 
1. There should be immediate reduc- | vice law as to merit, compensation and | shipments of these products reached 
tion of taxation equal in its results on | permanent tenure throughout the in- | $15,259,369. They were nearly 14 per 
revenue to all the surplus anticipated | ternal revenue service; the decentral- | cent greater in value than for the cor- 
at the end of the current fiscal year. | ization of the administrative machinery | responding period of the preceding 
In the view of the National Chamber’s | of the Internal Revenue Bureau; the | year. 
Tax Committee at least one-half of this | widest possible publicity for rulings | Metal-working tools made the best 
surplus should be applied to the reduc- | affecting taxpayers; the elimination of | showing. Reamers, drills, dies, saws, 
tion of taxes on individual incomes. all provisions of law which operate ret- | etc., were nearly two-thirds heavier, 
2. The present personal exemptions | roactively to the disadvantage of the | with a large increase in value. On the 
should not be increased. There should | taxpayer; the amendment of the Con- | other hand, wood-cutting saws, augers 
now be established, with a view to | stitution to prohibit the issuance of | and bits and axes were shipped abroad 
permanency, a minimum normal tax on | tax exempt securities; and the creation | in smaller quantities. The exports of 
individual incomes that will result in a | of a commission composed of members | the other lines of tools were aug- 
wide distribution among our population | of both houses of Congress as well as| mented. This is particularly true for 
and which will make a large percentage | members representing the public “to| files, rasps, hammers, and hatchets. 





























of it conscious of contributing some- | make a further study of taxes, simpli- The total value of the exports of 
thing individually, however, small, di- | fication of the law for income tax and | stoves and furnaces was $2,863,360 for 
rectly toward the support of the na- | improvement in administration.” the first nine months of 1925, compared 


The recommendations of the Cham- | with $2,890,958 for the corresponding 
ber have probably been presented too! period of 1924. A slackening in the 
Lower Rates for Earned Income late to receive serious consideration in | shipments of oil stoves, gasoline stoves, 

3. There should be reasonable dif- | the House of Representatives. It is/| heating boilers, and radiators caused a 
ferentiation between earned income | understood, however, that they will be | heavy loss which was partly made-up 
and other income to the end that earned | renewed before the Senate Finance for by better business in cooking 
income, without limitation as to | Committee which in the revision of the | stoves and ranges gas stoves and water 
amount, be taxed at lower rates than | House bill will proceed with its usual} heaters, and parts of stoves and 
those applicable to other income. | deliberation. ranges. 

4. Corporations should share in tax | Exports of hardware and certain al- During the first threequarters of 
reduction. To effect this the tax on | lied products from the United States | 1925 the United States exported 31,- 
corporation profits should not be in- | during the first three-quarters of 1925 | 862,012 lb. of abrasives, valued at 
creased but should be reduced as ra- | show an increase of almost one-tenth | $5,005,523, compared with 27,049,001 


tional government. 






































pidly as circumstances permit in order | over the shipments effected during the | lb., valued at $4,162,411 in the cor- 
to accord more nearly with the normal | corresponding period of 1924, accord- | responding period of 1924. Most of 
rate on individual incomes. ing to the Iron and Steel Division of | this increase was in artificial abrasives, 

5. The inequities visited upon part- | the Department of Commerce. Alto- | especially crude or in grains. Exports 
ners and individuals in business as | gether $50,026,000 worth of these lines | of grindstones were also considerably 
compared with other competitors | of goods left American ports for for- | augmented, but a loss was recorded in 
among corporations have been striking | eign lands in the 1925 period, compared | exports of wheels of emery or 
and call for the earliest possible relief. | with $45,686,000 for the 1924 period. corundum. 














A Theory Worth While 


“We must make the customer want the merchandise more than he wants the money in 
his purse,” says a writer who may be said to be a theorist on salesmanship. If that is 
a theory, I am prepared to admit that it is a theory that bears every indication of being 


sound. 
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Are you making it spell profit for you? 


People everywhere are buying Blabon’s Feltex Rugs! And it is a line that 
Hardware Dealers are making good money on! There is every reason why 
they should: 

Turnover is rapid. On a small investment you make a good profit, and 
keep repeating. 

It is comparatively easy to make rug purchasers of customers who come 
into your store for household equipment. 








\ / Blabon’s Feltex Rugs require little room. They don’t increase your over- 
head. 
BLABONS Their beautiful patterns and colorings in wide variety, their durability and 
low price, all help to move them quickly. 
FELTE. The Blabon guarantee protects you and your customers. 
oe Write for Blabon’s Feltex Sample Book. Ask us how you can get your 
eeeer“aaes share of this profitable business! 


The w Rie Gagan 








The George W. Blabon Company, Philadelphia 


Established 74 years 
This Blabon’s Feltex Sam- 


ple Book showing rugs in Trade Promotion Department Head Office of the Sales Department 


colors, sent free to Hardware Philadelphia 295 Fifth Ave., New York 


Dealers upon request. 


BLABON’S Feltex Rugs 


(FELT-BASE) 
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CURRENT NEWS 





Central Hardware Acquires Another 


Store in Akron 


HE Central Hardware & Stove Co., Akron, Ohio, has acquired 
a 99-year lease on the store and building of the Pfarr & Hobart 
Co., 990-992 East Market Street, Akron, for a reported con- 
sideration of $200,000. The building is a three-story brick, 47 by 
144 feet in size, and has been occupied entirely by the Pfarr & 


Hobart Co., hardware dealers. 


All stock in the building was also 
acquired by the Central Co. for $300,- 
000. The name of the store has been 
changed to the East Akron Hardware 
Co. and will be operated as a wholesale 


and retail hardware store. G. E. Pfarr 
and B. Hobart, former proprietors of 


the new acquisition, have been taken 
into the firm. Capitalization of the 
company has been increased from 
$250,000 to $500,000. With the addition 
of the Pfarr and Hobart store the 
| Central Co. now maintains in the Akron 
district three wholesale and retail 
| stores. 








Delevan C. Ford Dies 


Delevan C. Ford, for many years a 
prominent hardware merchant of Mo- 
hawk, N. Y., died at his home in that 
village, Nov. 5, following a lingering 
illness extending over a period of many 
months. He was 69 years of age and 
is survived by his widow and four chil- 
dren. 





Cuno Engineering Corp. Buys 
Large Modern Factory 


The Cuno Engineering Corp., Meri- 
den, Conn., has purchased the large 
modern factory building, which pro- 
vides a floor space of more than 40,000 
square feet. The company manufac- 
tures the Cuno electric match and 
other Cuno electric products. 





Indiana Convention Sched- 
uled for Jan. 26 to 29 


The twenty-seventh annual conven- 
tion and exhibit of the Indiana Retail 
Hardware Association will be held Jan. 
26 to 29, 1926, in Indianapolis, Ind. 
Headquarters will be at the Hotel 
Claypool. 


—_ — ~~ 


White Co. Issues Catalog on 
Electric Fixtures 


The O. C. White Co., Worcester, 
Mass., manufacturer of the White ad- 
justable electric light fixtures, has 
issued catalog No. 26, which is entitled 
White Adjustable Electric Light Fix- 
tures in Applied Illumination. Catalog 


shows fixtures suitable for use in busi- 
ness, profession and home; is well illus- 
trated, and in each case complete speci- 
fications are given. 


| Farm Implement Makers 


Elect New Officers 


At the thirty-second annual conven- 
tion of the National Association of 
Farm Implement Manufacturers held 
two weeks ago in Chicago and re- 
ported in last week’s issue of The Iron 
Age, new officers and honorary mem- 
bers were elected as follows: 

President, E. J. Gittens, vice-presi- 
dent, J. I. Case Threshing Machine Co., 
Racine, Wis. 

Chairman of Executive Committee, 
R. W. E. Hayes, vice-president Hayes 
Pump & Planter Co., Galva, IIl. 





Members executive committee for 
term of three years: W. A. Weed, gen- 
eral manager Oliver Chilled Plow 
Works, South Bend, Ind.; A. E. Mc- 
Kinstry, vice-president International 
Harvester Co., Chicago; M. A. Steele, 
president Stover Mfg. & Engine Co., 
Freeport, Ill.; George White, vice- 
president and general manager Massey 
Harris Harvester Co., Batavia, N. Y. 

Member of executive committee for 
term of two years: E. W. Meese, gen- 
eral manager De Laval Separator Co., 
Chicago. Honorary members: F. R. 
Todd, vice-president Deere & Co., Mo- 
line, Ill.; H. M. Wallis, Racine, Wis., 
formerly president of the J. I. Case 
Plow Works Co. For vice-presidents: 
F. Lee Norton, president Belle City 
Mfg. Co., Racine, Wis.; N. Cleveland, 
vice-president Yuba Mfg. Co., Marys- 
ville, Cal.; M. A. Cook, manager 
Southern Plow Co., Columbus, Ga.; 
C. <A. Pattison, president Peoria 
Drill & Seeder Co., Peoria, IIL; 
George H. Letz, president Letz Mfg. 
Co., Crown Point, Ind.; R. L. Wood, 
secretary Wood Brothers Thresher Co., 
Des Moines, Iowa; Lewis J. Brown, 
vice-president Nichols & Shepard Co., 
Battle Creek, Mich.; R. R. Howell, 
superintendent R. R. Howell & Co., 
Minneapolis; L. W. Chase, president 
Chase Plow Co., Lincoln, Neb.; W. H. 
Beck, vice-president Henry & Allen, 
Auburn, N. Y.; Francis Farquhar, 
president A. B. Farquhar Co., York, 
Pa.; J. H. McVeigh, president Chat- 
tanooga Wagon & Body Co., Chatta- 
nooga, Tenn. 








Atlantic Coast Hardware Co. 


The special committee consisted of 


D. Fletcher Barber, Boston; A. E. 
Morneau, Manchester, N. H.; Henry 
Duncan, Everett, Mass., and Arthur 
Lamson, Marlboro, Mass. The Atlan- 


tic Coast Hardware Co. is owned by re- 
tailers of New England and occupies a 
seven-story building with 77,000 ft. of 





floor space at 169 A Street, South Bos- 


| ton. 


Announcement of the absorption was 





Atlantic Coast Hardware Co. Sold to 


Winchester-Simmons Co. 


N ah omae have been completed between a specially ap- 
pointed committee, named by the board of directors of the 
Atlantic Coast Hardware Co., Boston, Mass., and J. Clark 

Coit, president of the Simmons Hardware Co., whereby the 

Winchester-Simmons Co. of Springfield, Mass., will take over the 


made by Arthur E. Morneau, acting 
president of the Atlantic Coast Hard- 
ware Co., and Louis K. Liggett, chair- 
man of the board of directors of the 
Simmons Hardware Co. 

The Winchester-Simmons Co. will 
take charge on Jan. 2, 1926, and begin 
active operations from the present lo- 
cation of the Atlantic Coast Hardware 
Co. They will discontinue their Spring- 
field plant at that time. 
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Bricklayers ) 
Want More 
“VELCHEK 
TOOLS”: - - 


The “Velchek” Bricklayers’ Hammer is built 
as bricklayers think it should be built. The 
‘“Velchek” is the first ever made to con- 
form with all the requirements of masons and 
bricklayers. Before it appeared the experi- 
enced bricklayer had his hammer made by a 
blacksmith to his own design. The “Velchek”’ 
Hammer is made by expert toolmakers from 
the suggestions and designs of practical brick- 





layers. 


The five points of superiority in a “Velchek” 
Hammer are very real and practical to the 
man who works with such a tool. They are 
the improvements he has always wanted and 
never been able to get in the ordinary brick 


hammer. 


The hardened face with the sharp, toughened spalling edges 
makes a particular appeal to him—as does the tough, sharp 
chisel end—the beautiful balance and proper wrist radius of 
the “Velchek”” Hammer. Let your customer “heft” one of 
our hammers when he questions you about bricklayers’ tools 


—You’ll make a sale! 


THE FIVE POINTS: 


] Chisel end thin and sharp; four sharp spalling 4 Balanced right. Will not wobble in the hand. 
* * 


edges on specially hardened face—all ready 


sor wee. S Handle of second-growth hickory. Fits the 
2. Special wooden wedge. Handle can be drifted e grip. 
out without injury. 
» i The Vichek Tool Company 
' Vv . 
3 . oe ee — 3000 East 87th St. Cleveland, Ohio 


EASY TO SAY VELCHEK 


VLCHEK TOOLS 


MADE BY THE WORLD'S LARGEST PRODUCERS OF TOOL KITS 




















66 


HARDWARE AGE 





November 26, 1925 








CURRENT NEWS 





Armstrong Hardware Co. Formed as 
Wholesale Hardware Distributor— 
John J. Armstrong Is President 


- 


tory. 
is vice-president and secretary. 


York City. 

The Armstrong Hardware Co. is in- 
corporated in New York State and will 
distribute a complete line of general 
hardware, shelf hardware, cutlery and 
seasonal lines. At its location, 12-14 
Walker Street, the firm has 13,000 
square feet of floor space which will be 
utilized in the most modern manner. 

In connection with this announce- 
ment, Mr. Armstrong stated it will be 
the policy of the company to render 
service which will appeal to the hard- 
ware trade in the territory. 


Peter P. Carney Retires from 
Winchester Organization 


HE Armstrong Hardware Co., Inc., 12-14 Walker Street, New 
York City, has been organized as a wholesale hardware dis- 
tributor, to cover the Metropolitan District and adjacent terri- 
John J. Armstrong is president and treasurer. 


H. O. Burden 


Mr. Armstrong recently resigned 
as vice-president and a director of Masback Hardware Co., New 





John J. Armstrong 


of the United States. 
The plan is outlined in the report of 
the conference’s Committee of Trade 


Relations, of which A. Lincoln Filene, 


Peter P. (Pete) Carney, for the past | 
six years director of publicity and for | 
the past two years in charge of sales | 
promotion for the Winchester Repeating | 
Arms Co., New Haven, Conn., will re- | 
tire from that organization at the end | 


of this year. 

Besides his activities with the Win- 
chester company, he has been editor of 
the National Sports Syndicate for the 
past eleven years, chairman of the pub- 
licity committee of the National Rifle 
Association, the Amateur Trapshooting 
Association, and aided materially 
bringing the American Game Protective 
Association before the public. Pete is 
also active at this time in bringing 
about the elimination of the excise tax 
on arms and ammunition from the tax 
bill that will go before the next Con- 
gress. 

No announcement has been made by 
Mr. Carney as to his future plans. 





National Distribution Con- 
ference to Be Held 


Dec. 16-17 


tion of business and the establishment 


in| 


Boston, is chairman, and the member- 
ship of which includes representatives 
of more than fifty trade associations 
and executive officers of important 
manufacturing, wholesaling and retail- 
ing corporations. Its primary object is 
the elimination of wastes in distribu- 
tion, but to accomplish this it’ pro- 
poses the building up of institutional 
machinery by business men for the reg- 
ulation and stabilization of their own 
affairs with the ultimate object of re- 
ducing to a minimum the cost to the 
public of the products it consumes. 





J. I. Case Now Active 
with Green-Case, Inc. 

















J. I. Case, for many years connected | 


Inc., Racine, Wis., 


with Green-Case, 
the Green Toy 


formerly known as 


Works, Inc., has become active in the. 


management of this concern. 

Mr. 
manager of the J. I. Case Plow Works 
Company, assumed his active duties 


with Green-Case Oct. 1, and has out- 


lined a plan of expansion for market- 


_ing their line of Mechanics’ Tool Cases, 
A general! plan for the self-regula- | 


of ethical and economic standards of | 


business practice will be laid before 
the 


National Distribution Conference | 


at its general meeting, to be held in. 


Washington, Dec. 16-17, under the 
auspices of the Chamber of Commerce 


i 


known as the “Green Line.” 

The officers of the company remain 
as heretofore: H. Green, president; 
H. S. Keefe, vice-president; J. I. Case, 
treasurer, and G. M. Pendell, secretary 
and general manager. A new catalog 


showing their complete line has been 
prepared and is now available. 


Reading matter continued on page 68 


Case, who was formerly general | 





recently gone 


John A. Conover Died 
Nov. 10 


Vice-President of Richards & Con- 
over Expires in Ambulance After 
Fainting at Home. He was 
45 Years Old 








John A. Conover, vice-president Rich- 
ards & Conover Hardware Co., Kansas 
City, Mo., hardware jobbers, died sud- 
denly on Nov. 10. He was stricken in 
a faint at home and died in an ambu- 
lance on the way to the hospital. He 
was 45 years old and the son of Col. 
John Conover, who was for many years 
associated with Col. John F. Richards 
of the Richards & Conover Hardware 
Co. 
Mr. Conover was born in Kansas City 
and grew up in the hardware business. 


| At the time of his death he was in full 


charge of buying for the company. He 





John A. Conover 


began his connection with the firm in 
1898 and learned the routine of the va- 
rious departments. 

During the Spanish-American War 
he served on a transport and saw con- 
siderable action from the deck of the 
ship to which he was assigned. At one 
time John A. Conover was a company 
salesman in the Oklahoma territory. 

Mr. Conover is survived by his wife, 
two sons, John Austin Conover, and 
David Beals Conover; his mother, a sis- 
ter and one brother. His mother has 
to the Philippines to 
visit a married daughter. 





New Factory for Mount 
Morris Valve Corp. 


The Mount Morris Valve Corp., 
Mount Morris, N. Y., recently organ- 
ized by Lawrence Bellinger and asso- 
ciates, has awarded a general contract 
for the erection of a one-story factory 
building, 80 by 100 ft. in size. The 
concern will manufacture valves and 
fittings. 

















November 26, 1925 HARDWARE AGE 67 


‘Pick one up— 
then try not to buy it: 


HERE’S the challenge we make to your customers in 
the national advertising of our new, complete line of 
Spiral Ratchet Screw Drivers. 

























2 


What’s happening? 
All over the country, in thousands of hardware stores, 


men who know good tools are picking up one of these 
fine screw drivers “just to see how it works.” 


And right then, these tools begin to do their own selling. 
The man who picks one up with curiosity, lays it down 
with conviction—and his money—and the remark “‘that’s 
a good one, wrap it up.” 

They’ll do that in your store, too. 


Three blades of 
different sizes 
furnished with 


Put these six spiral ratchet screw drivers in a handy ail 

place on your counter. Then watch them get right 

down to work for you. They’ll sell themselves— 

quick and often. ; 
Specifications 


All the skill of our 57 years as tool makers is 
back of this line. 


Here’s the line 
61-62-67 (three sizes) 


Superior shifting arrangement for 
three actions; right or left spiral, 
right or left ratchet, or rigid action. 


610-620-670 (three sizes) 


Have the added advantage of an 
automatic return for the man who 
has to drive a screw with one hand. 
He does not have to hold the chuck. 


Spiral or rod—steel, accurately machined 

Spiral nuts— Manganese bronze 

Ratchet pawls—Tool steel, hardened 

Handle—Stained hardwood, housing 
spring in Nos. 610, 620 and 670 

Blades —Three, special analysis steel. Each 
blade individually tested. 


These are beautiful tools in design and finish. 


Highly polished on smooth surfaces; good knurling where 
knurling should be. 


Chuck and drills can be furnished for all numbers. 


No. 670 No. 610 No. 620 


Length, extended, without blade 11%s” 189/16” 2415/16” 
Length, closed ‘ . 8%’ 12°8” 16's” 
Weight, each, without blades . 902. 11b.202. 11b. 11oz. 


MILLERS FALLS COMPANY 
MILLERS FALLS, MASS, 
28 Warren Street 9 So. Clinton Street 
New York Chicago 


MILLERS FALLS 
TOOLS 





This is our 
Automatic Return 
Nos. 610—620—670 
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Raymond Talks on “Store Records” 


to Manhattan and Bronx Dealers 


RGING members to keep better store records, L. S. Raymond 
: | told the November meeting of the Hardware and Supply Deal- 

ers’ Association of the Manhattan and Bronx Boroughs, Inc., 
the advantages of systematic accounting, in the event that banking 
arrangements might be necessary or should a dealer find it necessary 
to seek special credit arrangements with a distributor. Mr. Ray- 
mond is connected with the New York State Retail Hardware Asso- 
ciation. The meeting was held at New York Turn Hall, Eighty- 
fifth Street and Lexington Avenue, Tuesday, Nov. 17, with Presi- 
dent William Paterson presiding. 

Secretary C. H. Tilson read the min- 
utes of the previous meeting and read 
the communications addressed to the 
association. 

Vice-President Edward Ferguson 
contributed to the discussion which fol- 
lowed the talk by Mr. Raymond. Many 
interesting points of an accounting na- 


HARDWARE AGE, outlined a point sys- 
tem for bonus payments to clerks in 
answer to a question box inquiry on 
the best method of obtaining or train- 
ing retail store clerks, it being said that 
a bonus might help increase the inter- 
est of the clerk and might also inspire 
him to slight the small buyer for a big- 


ture were brought out in the discus- ger purchaser. The point system 
sions. would help eliminate that possibility, it 
Charles J. Heale, managing editor, was said. 





| of the Burdsall Co., independently from 


McD ougall-Butler Club the Indianapolis Paint & Color Co. No 
| material change will be made in the 


Holds Third Meeting Wil , 
| management or business policy of the 


The McDougall- Butler Production | Burdsall Co., and the use of their trade- 
Club held its third meeting of the sea-| marks and brands will be continued. 
son, Nov. 17, at their plant in Buffalo.| Marion E. Ensley will retire as presi- 
R. F, Maloney, factory manager, pre- | dent, and Charles M. Malott, president 
sided at the meeting and introduced | of the Indianapolis Paint & Color Co., 
W. R. Melville of the National Lead | wij] succeed him. S. L. Bassett will 
Co., as the speaker. | continue as general manager. It is re- 

His subject was covered in a mas-/| ported that this combine will give an 
terly way, explaining the various steps| annual paint manufacturing capacity 
in the manufacture of white lead. He| of one million gallons. 
told of the many uses of lead, pointing 
out its importance in the manufacture 
of products with which paint makers 
do not generally associate it. 

Following the meeting the members 
of the club enjoyed dinner together and 
spent the remainder of the evening in 
a bowling contest. 

The production club was started by 
a group of McDougall-Butler plant em- 
ployees. Its meetings have proved pop- 
ular from the start, and its member- 
ship now embraces employees from all 
of the firm’s departments. The pur- 
poses of the club are two-fold—educa- 
tional and to promote good fellowship. 

Previous meetings have been ad- 
dressed by Robert Bennett of Spencer- 
Kellogg & Sons, who talked on linseed 
oil, and by representatives of other 
manufacturers of raw material. 


‘ 





Thorne Now Sales Manager 
for Turner Mfg. Co. 


C. J. Thorne, for the past four years 
connected with the sales department 











Burdsall and Indianapolis 


Paint and Color Combine 


Announcement has been made that 
the Indianapolis Paint & Color Co. has 
purchased the A. Burdsall Co., both 
paint manufacturers, Indianapolis, Ind. 
It is planned to continue the operation 


C. J. Thorne 


of the Turner Mfg. Co., Kokomo, Ind., 
has been appointed general sales man- 
ager, effective immediately. 
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Brush Co. Dividend 
Omitted 


As a possible result of the efforts of 
organized merchants to curb the sales 
of the “Glorified Pedler” it is interest- 
ing to note that the directors of the 
Fuller Brush Co., Hartford, Conn., have 
omitted the November dividend on the 
common stock, and it is also intimated 
that the dividend for the next quarter 
will also be omitted. 


Fuller 





Walter F. Stall Dead 


Walter F. Stall, connected with the 
Golden Sporting Shoe Co., and the Stall 
& Dean Mfg. Co., Brockton, Mass., died 
recently. 





New Distributing Plant for 
Crane & Co. 


Crane & Co. are establishing a new 
distributing plant at Mason City, Iowa, 
to furnish plumbing supplies, etc., to 
northern Iowa and southern Minnesota, 
to be ready for occupancy Jan. 1. 





Al Martens Is Dead 


Al Martens, senior member of the 
firm of the Martens Hardware Co., 
Lancaster, Ohio, died Nov. 2. 





Wm. Zintl Joins duPont 
as Division Sales Director 


William M. Zintl, of the advertising 
sales department of the Curtis Publish- 
ing Company, has been appointed di- 
rector of sales of the paint and varnish 
division of the paint, lacquer and chem- 
icals department of E. I. duPont de 
Nemours & Company. He will assume 
his new duties shortly. 

Mr. Zint] began his business career 
with Harrison Brothers Company, Inc., 
of Philadelphia, which was one of the 
best known and oldest established paint 
manufacturing concerns in the United 
States. It was taken over in 1917 by 
the duPont company when this latter 
organization entered the paint manu- 
facturing field. Mr. Zintl began as of- 
fice boy in 1902 and was successively 
promoted until he became advertising 
manager. In 1910 he became manager 
of sales of the New York branch of 
John Lucas & Company, Inc., which 
position he held from 1910 to 1912. He 
was New England division manager 
for the Lucas company from 1912 to 
1915 and did sales and advertising work 
at the home office in Philadelphia for 
the same concern from 1915 to 1919. 

In 1919 he joined the staff of the 
Curtis Publishing Company and was 
district manager for the Philadelphia 
and Southern territory of the advertis- 
ing sales department at the time of his 
appointment by the duPont company. 

















November 26, 1925 HARDWARE AGE 69 






SCREEN FACTS: 


No. 2.—Strength. Liberty Golden Bronze 
Wire Screen Cloth is made from heavy 
gauge hard drawn pure bronze metal 
wire (90 per cent copper and 10 per 
cent non-corrosive alloy). Each roll is 
perfectly woven and covered with a flexi- 
ble lacquer. This insures a high degree 
of resiliency which in combination with 
the powerful bronze wire, makes Liberty 
the strongest and most durable of wire 
—— screen cloths. 


nth e Doughnut 





ies ee 






OBODY ever knowingly buys the hole in the 

doughnut, for the hole is no indication of the sur- 
rounding quality. It’s what goes around the hole 
that counts. — 


Screens are usable because of the holes, but, here 
again, it’s what goes around the holes that counts. 


Golden Bronze Wire Cloth surrounds its holes in a 
way that means a profit for you and lasting satisfac- 
tion to the user. 


Made by a company which for thirty-five years 
has been disappointing flies and pleasing hardware 
dealers by concentrating on manufacturing wire 
cloth. 


Sold Exclusively Through Wholesalers 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden bronze, copper. 
zinc-coated and black enameled screen cloth 
342 MADISON AVE. NEW YORK _ Works -York.Pa. 
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Jersey Dealers Made Merry at Summit 
—AA4. Present 


ply Association gathered at the Blue Lantern Tea Room, in 


¥ ORTY-FOUR members of the North Jersey Hardware & Sup- 


Summit, N. J., on Nov. 10, enjoyed a splendid spread and 
some real community singing. Summit is the home town of Presi- 
dent Arthur Manser, who was responsible for the meeting being 


held in that town. 


Major H. S. Haney gave an interest- 
ing talk on Mussolini, the Italian 
statesman. The talk was based on the 
Major’s personal acquaintance with the 
Italian dictator. 

W. Glenn Pearce, field secretary of 
the Pasha, entertained with motion pic- 


Willard Maston Is Honored 
by Philadelphia Paint Trade 


A congratulatory dinner was given 
to Willard Maston, of the Eagle-Picher 
Lead Co., by his friends in the paint, 
oil and varnish industry of Philadel- 
phia at the Bellevue-Stratford Hotel on 
the evening of Nov. 6, to wish him 
godspeed in his new work as director 
of sales of the Eagle-Picher Lead Co. 
in Chicago. Mr. Maston takes up his 
new duties in Chicago on Monday, 
Nov. 9. 

Every 
paint trade, 
salesmen, contracting 
dealers, was represented. 
Trigg, president of John Lucas & Co., 
and chairman of the executive commit- 
tee of Save the Surface Campaign, 
presided. 

S. R. Matlack, president of George 
D. Wetherill & Co., Inc., speaking for 
the Philadelphia Paint, Oil and Varnish 
Club, stated that the dinner was the 
third meeting of the entire paint trade 
of Philadelphia and was therefore a 
realization of a dream of a united in- 
dustry such as visioned by Mr. Maston 
several years ago. 

Other speakers, representing every 
organization of paint men in Philadel- 

hia, were John T. Brosnan, president, 
Master Painters and Decorators Asso- 
ciation of Philadelphia; Dr. F. S. 
Havens, Mixers Club of Philadelphia; 
Alexander D. Graf, president, Save the 
Surface Salesmen’s Club of Philadel- 
phia; J. Gardiner, Philadelphia 
Paint and Varnish Superintendents’ 
Club, and Edward N. Rink, president, 
Save the Surface Dealers’ Association 
of Philadelphia. A round of applause 
greeted Mr. Rink’s statement that this 
was the largest dealers’ association in 
the United States and that it now had 
eighty-nine members. 

On behalf of the Philadelphia trade, 
Mr. Matlack presented a silver vase 
for Mrs. Maston and a chest of silver 
to Mr. Maston. 


faction of the Philadelphia 
including manufacturers, 
painters and 


Ernest T. | 


tures of the recent summer outings of 
the Jersey and the Baltimore associa- 
tions. This was followed by a talk on 
better salesmanship, also by Mr. 
Pearce, equally as interesting and very 
instructive. 

There was much interest shown in 
the question box discussion. 


J. Sibley Felton, president of Felton, 
Sibley & Co., Inc., and newly elected 
president of the Paint Manufacturers’ 
Association of the United States, was 
the last speaker, and in his “au revoir” 
read aé_= specially prepared railroad 
ticket which was to take Mr. Maston 
to Chicago. One hundred and twenty- 
seven men in the Philadelphia paint 
and varnish industry attended the 
dinner. One feature of the dinner was 
the singing, under the leadership of 
the Adelphia Quartet, of several Wil- 
lard Maston parodies on popular songs 
which were written by Court P. Morris. 
Mr. Maston entered the Philadelphia 

| paint industry as a boy of 13 in 
1896. In 1913 he joined the Eagle- 
Picher Lead Co. as manager of the 
Philadelphia branch, is a member of 
the Manufacturers’ Club, Brookline 
Country Club and a founder member 
_of the Penn Athletic Club. in _ the 
paint industry his activities have been 
various and always constructive. As a 
member of the Mixers Club, as presi- 
dent of the Save the Surface Sales- 
| Club of Philadelphia, 


/ men’s and as 
president of the National Association 
of Save the Surface Salesmen, as a 
member of the executive committee of 
the Philadelphia Paint Club and as a 
| director of the National Paint, Oil and 
| Varnish Association, he has devoted 
‘time, energy and careful thought to 
the development of the industry, for 
which the Philadelphia trade and asso- 
ciations at large owe him a lasting 
debt of gratitude and appreciation. 


Hendricks & Howell Agents 
for Trimont Mfg. Co. 


The Trimont Mfg. Co., Roxbury, 
Mass., manufacturers of Trimo tools 
will be represented by Hendricks & 
Howell, 41 Murray Street, New York. 
Hendricks & Howell will have exclusive 
representation on the company’s line 
in New York, New Jersey, Pennsyl- 
vania, Maryland, Delaware, District of 
Columbia, and West Virginia. 


| 
| 
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High Attendance Record 
for Philadelphia Assn. 


The October meeting of the Philadel- 
phia Hardware Association was the 
largest in attendance ever held by this 
enterprising organization. Two hun- 
dred and twenty-five enthusiastic hard- 
ware men braved a severe rainstorm 
and participated in a well planned pro- 


gram of business, entertainment and a 


dinner in the Fraternity Building. An 
auction sale is a frequent occurence 
during the meetings which is profitable 
to the Association and also to the pur- 
chasers who bid on packages contain- 
ing merchandise of real value that are 
not permitted to run higher in the 
bidding than the prevailing retail 
prices. These sales, which have created 
so much interest on the part of the 
members were inaugurated by Past 
President William F. Eaton. “Billy” 
Eaton, who has introduced many inno- 
vations in association work which keeps 
everybody keyed up to high pitch in 
“Phaser” boosting. 

The “Phasers”—as the members are 
termed—have established an enviable 
record in the trade by having distrib- 
uted to date over $35,000.00 in benefi- 
cent work among unfortunate hard- 
ware men and their families where the 
shadow of death has caused sorrow and 
oftimes financial stress. 

The “Phasers” have a_ substantial 
reserve fund which is a result of care- 
ful saving under the supervision of 
Trustees, Lewis C. Glading and Aaron 
I. Sanson, Jr. These two men had a 
vision when they took office in the early 
80’s. They planned the savings of a 
small amount each month which was 
not great but has proven its value with 
time. 

Earl S. Opdyke, Vice President and 
Chairman of the Entertainment Com- 
mittee, is a very active co-worker with 
Mr. Eaton in having planned meetings 
for the coming months that are out of 
the ordinary—the idea being to create 
a community of interest that will make 
a man even give up his lodge to mingle 
with the “Phasers.” 

All the meetings are held on the sec- 
ond Wednesday of each month to which 
every man in the trade who happens to 
be in Philadelphia is welcome. The 
place of meeting is in the Fraternity 
Building, 1626 Arch Street. 


Withers in N. Y. Office of 
India Tire Co. 


W. C. Withers has just joined the 
sales force of the New York branch of 
the India Tire & Rubber Co., Akron, 
Ohio. Withers will cover the metro- 
politan territory. He has been in the 
tire selling field twelve years. He 
formerly did special sales work for 
Goodrich out of New York and has 
represented Republic in and around 
New York City. He is well liked in 
the territory, and has already opened 
up several very attractive accounts 
for India. 
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HYATT 


ROLLER BEARINGS 


The Better the Bearing 
The Better the Mower 


The Best are Hyatt Roller Bearing Equipped 





VERY feature that your cus- 
tomer expects in a lawn- 
mower will be found in those 
that are Hyatt roller bearing 
equipped. 
Silence is one big point that this 
type of bearing assures. In addi- 
tion, it also assures easy opera- 


tion, true cutting, and reduction 
of wear. 


Manufacturers of better mowers 
are equipping them with Hyatt 
bearings and guaranteeing last- 
ing, satisfactory performance. It 
will pay you to stock those 
makes that are so equipped. 





These manufacturers appreciate the value of Hyatt 
roller bearings and are equipping their mowers with 
them. It will pay you to handle these better makes. 


“HERCULES” : 

Blair Manufacturing Co., Springfield, Mass. 
“HIGH WHEEL IMPERIAL”—“* NEWBURGH” 

Coldwell Lawn-Mower Co., Newburgh, N. Y. 
**ROLLER MOWER” 

Pennsylvania Lawn-Mower Company, Philadelphia, Pa. 
*“LAWN-VAC” 

Lawn-Vac Co., Sacramento, Cal. 
“IDEAL” PUTTING GREEN MOWER 

Ideal Power Lawn-Mower Co., Lansing, Mich. 


























The Hyatt roller bearings 
used in the wheels and 
reels of lawnmowers are 
the same type found in the 
majority of the best auto- 
mobiles, implements and 

industrial equipment. 


q 
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Indiana Meeting Urges Cooperation 
of Dealers and Jobbers’ Salesmen 


representing hardware jobbers and extension of retail stores 


(J) renres cooperation by retail hardware men with salesman 


to cover all lines sold by jobbers was suggested as the remedy 
for the problem of hardware jobbers selling to other than hardware 
retailers at a meeting of members of district No. 5 of the Indiana 
Hardware Retailers’ Organization, held Nov. 4 in Fort Wayne, Ind. 
H. A. Hildebrand, Fort Wayne, presided at the meeting and was re- 


elected chairman of the district. 


The merchants discussed at length the justification that the hard- 


ware jobber has in selling to other than hardware retailers. 


C. B. 


Crets, vice-president of the Van Camp Hardware Company, Indian- 
apolis, presented the viewpoint of the hardware jobber. 


“We have twelve departments in our 
company,” Mr. Crets explained to the 
retailers, “of which hardware is but 
one. You men sell some of the other 
lines, such as electrical supplies, paints 
and plumbing, or you may not. In 
towns where there are dealers spe- 
cializing in electrical supplies, we must 
offer our goods to them as well as to 
the hardware retailer who may sell the 
same supplies in connection with his 
hardware trade.” 

During the discussion various re- 
tailers told of occasions when jobbers 
took what they believed to be an unfair 
advantage of their right to sell to fac- 
tories. A Huntington, Ind., retailer 
stated that at one time a jobbing house 
construction and manu- 


sold various 
facturing plants large supplies of 
shovels and similar articles before 


calling on the hardware retailer, who 
was solicited to lay in a large stock. 
The feeling was unanimous that such 
action was contrary to the ethical code. 
The retailers were not ready to con- 
demn, however, the jobber, who in 
calling upon an electrical supply man, 
was asked to also sell the house man- 
ager a refrigerator. Several members 
expressed themselves in favor of the 
jobber limiting the sale of hardware 
to dealers in other lines to the heads 
and managers of the business. It was 
felt that employees of other business 
concerns should not be given the hard- 





Five New Air Routes for 
Mail Service 


Postmaster General New recently 
signed contracts with private corpora- 
tions and individuals to operate air 
mail service on five commercial routes 
throughout the country, bids for which 
were recently opened at the Post Office 
Department. 

The contracts signed, together with 
the names of the successful bidders, 
with the routes to be operated, follows: 

Boston to New York via Hartford: 








ware at jobbers prices. 

In connection with that argument 
one retailer stated that he believed the 
jobber should protect the hardware re- 
tailer and add his commission or profit 
to the article when selling it to the 
employee of some business house to 
which the jobber’s salesman must be 
friendly. 

There was no unfavorable comment 
by retailers of the practice of jobbers 
selling a supply of galvanized pails and 
tubs to a grocer, as the grocer usually 
sells such articles, nor was there criti- 
cism of the jobber who sold a supply 
of razors or knives to a druggist. 

The retailers in the discussion did 
not draw any line between what the 
jobber should sell to other than retail 
hardware stores, but in general came 
to the conclusion that the jobber should 
protect the hardware merchant by 
selling only to recognized retail mer- 
chants and not attempt to cover the 
field of the hardware retailer. 

More courtesy was urged by various 
speakers in the dealings of retailers 
with the jobbers’ salesmen, and the 
speakers favored that the retailer’s 
field should not be infringed upon by 
the jobber. In cases where sales of 
hardware were requested of jobbers by 
non-hardware merchants, the represen- 
tative of the jobber in that field should 
be protected by receiving his usual per- 
centage of the sale. 


Colonial Air Lines, Inc., Naugatuck, 
Conn. 

Chicago to St. Louis, via Springfield: 
Robertson Aircraft Corp., St. Louis, Mo. 

Salt Lake City to Los Angeles: 
Western Air Express, Inc., Los An- 
geles, Cal. 

Chicago to Dallas and Fort Worth: 
National Air Transport, Inc., Chi- 
cago, Ill. 

Elko, Nevada to Pasco, Wash.: Wal- 
ter T. Varney of San Francisco. 

Under the law, the contractors will 
he given a reasonable time by the Post 
Office Department within which to put 
the air mail routes into operation. 











S. A. Davis Is Dead; Was 58 
Years Old 


Stewart A. Davis, vice-president in 
charge of operations, American Sheet 
& Tin Plate Co., Pittsburgh, died at 
the Schenley Apartments, Pittsburgh, 
Nov. 6. His death was shockingly sud- 
den, as he had been at his desk the 
day of his death and had only recently 
returned from a hunting trip. Mr. 
Davis, who was one of the late George 
G. McMurtrie’s “boys,” had been iden- 
tified with the American Sheet & Tin 
Plate Co. and its predecessors since 
1888 and had risen by virtue of hard 
work and close study from a clerical 
position to the second highest office in 
the company. Born in Blairsville, Pa., 
58 years ago, he went to work for the 
Pennsylvania Railroad as a car checker 
in 1884. While engaged in railroad 
work in 1888 he attracted the notice 
of Mr. McMurtrie, then president of 
the Apollo Steel & Iron Co., Apollo, 
Pa., who engaged him as a clerk. He 
soon worked into the mills and became 
a skilled workman and later advanced 
into positions of responsibility. When 
the American Sheet Steel Co. and the 
American Tin Plate Co. were merged 
into what now is the American Sheet 
& Tin Plate Co., Mr. Davis was as- 
sistant Vandergrift district manager 
of the American Sheet Steel Co., under 
Eugene W. Pargny, now president of 
the American Sheet & Tin Plate Co. 
Mr. Pargny was promoted to the posi- 
tion of vice-president and general man- 
ager of sales of the company and Mr. 
Davis succeeded him in charge of the 
Vandergrift district mills. Later he 
was transferred to Pittsburgh as as- 
sistant to the vice-president in charge 
of operations; his next promotion was 
to the position of second vice-president 
and then to the place he held at time 
of his death. He was a member of 
the Masonic fraternity, the Engineers 
Society of Western Pennsylvania, the 
American Institute of Mining and 
Metallurgical Engineers, the American 
Iron and Steel Institute, the Pittsburgh 
Athletic Association and the Duquesne 
Club. Besides his widow, he is sur- 
vived by two brothers, John D. Davis 
of Vandergrift, Pa., and W. L. Davis 
of New Philadelphia, Ohio. 





Henry Is General Manager for 
Oswego Tool Co. 


W. J. Henry has been appointed gen- 
eral manager of the Oswego Tool Co., 
Oswego, Y., manufacturers of 
Oswego wrenches, tube expanders, 
vises, pipe cutters and screw punches. 
Mr. Henry took over the management 
of the company on Oct. 15, and is also 
president of the Henry Forge & Tool 
Co., Inc., and the Crouse & Pope 
Foundry Corp., both of Auburn, N. Y. 

George H. Cleaver, secretary of the 
Oswego Tool Co., will be in charge of 
the factory office. 
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SOLBAR CABINET MECHANIC CARPENTER 


The Handy Man, as Well as the Mechanic, Needs 


Several Styles and Sizes of Screw Drivers 


Illustrations showing construction: The Pexto line of Screw Drivers consists of styles 
for the electrician, carpenter, cabinet maker, ma- 
chinist and the Handy Man and all practical sizes 
of each style. They are made of high grade ma- 

| terials, properly hardened and tempered and finished 
epee with utmost care. 


Dealer helps consisting of Window Cards, Display 
Fixtures and Booklets will help increase your sales. 





Write for Tool Catalog No. 20T. 


WORTH WHILE TOOLS 





The Solbar 


The Peck, Stow & Wilcox Co. 


SOUTHINGTON, CONN., U.S. A. 
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styles and cases. 











Made forthe 
HARDWARE MAN 


9a. DARD 


RS 
AMP SOFA PAIR DO 





ASSM’T 4100 
Price $3.95 


Handsome Display Container and one dozen shears, 6 pairs 
each—7 and 8 inch. Strong, heavy pattern, bright nickel 
finish, INTRODUCTORY OFFER: Try One Box. 


Eversharp Shear Company 


2000 Knowlton Street Bridgeport, Conn. 








Give a thought to your Christmas stock 


The Gillette Safety Razor is by no means a seasonable article and yet if at any time the 
sales increase it is at the gift giving time of Christmas. At this time especially the New 
Improved Gillette Razor is in demand. A satisfying selection is easy from a variety of 


Our before Christmas advertising will 
carry the gift appeal of these razors 
into the homes of your customers. 
The cumulative effect of year round 
Gillette advertising concentrated on 
this buying season. Suggestion will 
sell the New Improved Gillette. Fur- 
nish this by using the New Improved 
Display pictured. 


If You Do Not Have This 
Display Send for Number 1-TV 


Gillette Safety Razor Co. 
Boston U. S. A. 
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SHOE SLOYD 
KITCHEN RUBOEr 
pevpene PATTERN 
A GERS’ Send for Catalogue - MAKERS’ 


Paper Hangers’ Knife 










_S Mun oy ’ 
Stay SHARE > 
«nite 


Robert Murphy’s Sens Ce., 
Ayer, Mass. 











PRIEST'S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 











the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
Send for our special offer! 


DAZEY CHURN 4 


‘y o MFG. CO 
y, 4301 Warne Ave. 
. St. Louis, Mo. 








;' maker. 














Watch the Weekly Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 
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You will find inspiration for your cutlery display in this clever window of the Vonnegut Hardware Co. 


Saving the Margin 


By John Cassin 


ERCHANDISING means good buying and 
good selling plus the avoidance of things, 
habits and errors that eat into the margin. 

I am inclined to believe that “easy” and unintel- 
ligent buying uses up as much margin as does 
poor selling. 

The constantly repeated call for “Saving the 
Margin” is proof of the fact that there is ne- 
cessity for coordinated cooperation between man- 
ufacturer, distributor and retailer to a greater 
extent or degree of efficiency than generally 
exists. 

That old threadbare statement about “goods 
being well bought are half sold” is correct if un- 
der the caption of “well bought” is included, 
knowing why they are bought, who they are 
bought for, and how the RE-SALE will be made. 

In this competitive era, part of the problem 
before each division of industry is to ascertain 
how each can effectively function to permit the 
ultimate buyer—the user—obtaining good mer- 
chandise at fair prices that will allow each part 
of the merchandise distributing machine to re- 
tain for itself the legitimate fair margin each 
division—manufacturer, distributor, retailer—is 
entitled to. 

One of the easiest ways to save margin for the 
cutlery business is to avoid buying unnecessary 
merchandise. A fair illustration of unnecessary 
investment is offered by what is going on in the 
safety razor part of the cutlery business. This 





is a comparatively new business that within a 
few vears has grown from nothing to more than 
$50,000,000 per year. Naturally this business 
has been attacked by many kinds of commercial 
microbes, including counterfeits, imitations and 
substitutes claimed to be “just as good.” Right 
now two of these microbes that eat up the margin 
(add to unnecessary stock investment and usually 
turn out to be slow sellers) are razor blades of- 
fered as “Made to Fit’ United States Made 
Safety Razors. 

Ninety-five per cent of the United States safety 
razor business is in the hands of manufacturers 
who in establishing their business have over- 
come many obstacles and from whom distributors 
and retailers can obtain sufficient variety of 
razors and blades without that overstocking 
which eats uv the margin. 

Similar examples exist in other branches of 
the cutlery business. More cutlery can be sold 
from a well selected assortment of known prod- 
ucts than it is possible to sell from an assort- 
ment in which is included articles of unknown 
origin. Save and increase your share of the 
margin by handling only the merchandise of 
manufacturers who have quality reputation to 
maintain. Your sales and goodwill will increase. 


Avoid So-Called Bargains 


There are differences in store policies; one 
merchant will buy odd lots of questionable mer- 
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OVER TWENTY MILLION CONSUMERS ARE READING ABOUT 
LA CROSS 


FREE 


This handsome, 
antique - gold, 
picture - frame 


display stand 






al, 


Cash in on the 


great consumer campaign! 


Display La Cross sets in 
this handsome stand! 


DISPLAY is what sells the La Cross line. 
Over and over again dealers everywhere 
have proved this to their profit. The enor- 
mous demand for La Cross brings people 
into your store. That demand is created by 
our great consumer advertising campaign. 
37 per cent increase in appropriation over 
last year’s. Show your customers La Cross 
sets in this handsome, antique-gold, picture- 
frame display stand and that’s all there is to 
a sale. We will send it to you free—with an 
order for No. 14 assortment of 14 sets at 
$42.45 or its cash equivalent. 

La Cross is the only nationally advertised 
manicure implement and set line in the 
country. From coast to coast people are ask- 
ing for La Cross. Handle the La Cross line. 
It really sells. It is quality clear through. 
Popular prices. You get an attractive mar- 
gin of gross profits. 

Clip the coupon below and we will send 
you the handsome display stand—free. 


SCHNEFEL BROTHERS, Newark, N. J. 


New York Showrooma 


1270 Broadway, at Thirty-third Street 


SCHNEFEL BROTHERS, 
Newark, N. J. 





Gentlemen: 


Piease send me free of charge the 
display stand, pictured above, with 
assortment No. 14 at $42.45. 


La Cross 


NAIL FILES 


SCISSORS 


“veo epee weeweeneneeaeeeeeeaeeneeeeeeeee 


TWEEZERS 


“ee eoveevpeeaeeeneeteeeneneeneeanvneeeve 


NIPPERS 
MANICURE SETS 


ee -———- -# 
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chandise with the belief that low prices justify 
the purchase. Whether the goods be imitation 
or the real thing makes little difference so long 
as they appear saleable. The better merchant 
will stick to his regular sources of supply, buy 
only goods that he knows from experience to be 
dependable and likely to give satisfaction to his 
customers. The first merchant deceives himself 
in the idea that his customers will not know the 
difference and that he will be able to obtain more 
margin. 

Experience has proven that it is safer, easier 
and quicker to concentrate on products with 
established value, made by manufacturers who 
are in business to stay and who understand and 
fully accept their obligation to the trade and the 
ultimate user. 

The salesman who offers a job lot—is usually 
seeking but one object—to get rid of the goods. 
He seldom has any further interest in the trans- 
action. What success you have in disposing of 
these job goods usually means nothing to him. 
It is a safe bet that “job goods” are offered to 


t many merchants before they find a buyer—the 
purchaser is the only one who failed to discover 


some hidden joker in the supposed to be bargain. 

Job-lot cutlery is not entitled to entry in good 
hardware stores. Of all the lines of merchandise 
handled by hardware stores cutlery is one of, if 
not the one the public knows the least about.. 
Very few people believe they have enough knowl- 
edge about cutlery to warrant making their own 
selection. Invariably they depend upon the judg- 
ment of the merchant or his salesman. It is 
the retailer’s obligation to the people he is serving 
and whose business he solicits, to handle cutlery 
of good quality made by established manufactur- 
ers who are keen to maintain their reputations as 
makers of quality goods. 


Concentrate Upon Good Merchandise 


Don’t scatter your shots—avoid a multiplicity 
of brands—in each branch of cutlery make one 
good make or brand your standby. If there are 
local conditions that seem to require or call for 
other makes—have a few—but make one brand 
your main line for each division. Select estab- 
lished brands of pocket knives, shears, scissors, 
carvers, kitchen and household cutlery. Avoid 
odd job lots and you’ll know that every piece of 
cutlery you sell is working for you. 

“The Wisdom to Know—the Power to Do.” 








It Can’t Be Done 
He takes for his motto, “It can’t be done.” 
He’s sore if you ask him to try. 


Then, when he is fired, the son of a gun 
Will claim he can’t understand why. 
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The Private Lite of Helen of ‘Troy 


(Continued from page 55) 


for a very small sum, you can buy a book and 
enjoy a aelightful evening? Back of this there 
is a story: 

K * * 

I intimated to my youngest daughter that one 
of the privileges of living in New York City was 
in the fact that she could take a course of lec- 
tures in modern English literature at Columbia 
University. She joined a class. I paid a con- 
siderable sum for tuition in advance, but I re- 
ceived a real eye-opener in the value of a literary 
education when Brentano’s sent me a bill for $42 
worth of books bought by my young daughter 
merely to start the course. That evening | in- 
quired if each student purchased this quantity of 
books. “Oh, no,” my daughter replied, “most of 
them get their books out of the Public Library, 
but as you said you would like to follow this 
course with me, I thought I would buy the books 
outright.” So now, in order to get my money’s 
worth out of the bookseller, I am taking a course 
in modern English literature! 

* * * 


Among the first books I have read is one by 
John Erskine—“‘THE PRIVATE LIFE OF 
HELEN OF TROY.” Well, well, well, I have not 
laughed for a long time as I did the evening I 
read this book. I have not finished it yet. I am 
just looking forward now to going home to read 
some more about Helen. Of course you know all 
about Helen. Homer told all about her and her 
adventures in “THE ILIAD.” You see, Helen 
was not only the most beautiful, but the most in- 
tellectual, woman of her time. She had just been 
married to Menelaus and was living quietly with 
him when the dashing, handsome Paris dropped 
in to make a friendly visit. He became the star 
boarder. One fine day he disappeared with Helen 
and sailed away with her to Troy. Menelaus 
raised an awful row, got his relatives and neigh- 
bors together and started the Trojan War. There 
was splendid fighting all down the line. Achilles 
covered himself with glory. He was really—so 
Helen says—the greatest man of his time. The 
war lasted 20 years. All this time Helen was 
living happily in Troy with Paris. It is curious 
that notwithstanding the fact that Helen was the 
cause of the destruction of Troy and that she 
brought death to thousands of soldiers and hun- 
dreds of great leaders, she was popular with 
everybody. All of us are susceptible to beauty 
and when beauty is backed up with intellect— 
oh, boy! 

* * * 

Right in the beginning, the fun starts when 
Menelaus, at the head of his conquering Greeks, 
got into Troy in the wooden horse and after Paris 
was killed, rushed around hunting for Helen. 
When he found her in one of the rooms of the 
palace, quietly waiting for death at his hands, 
although they had not met for some 20 years, 
he stood transfixed, dazzled by her beauty. In 
the hand of Menelaus was his sword. Helen 
pulled back her gown and offered her bare bosom. 


Menelaus hesitated. He lowered his sword. To 
make a long story short, he did not kill Helen 
but took her home. Helen smiled an inscrutable 
smile. Whenever she and Menelaus differed after 
that, she always had her stock remark: “Then 
why didn’t you kill me that night in Troy? I 
didn’t ask you to bring me home.” 
6 *K * 


When Helen arrived home after various and 
sundry adventures in Egypt, she found her baby 
child grown up into a charming young lady, by 
name, Hermione. Hermione had fallen in love 
with Orestes. Helen thought it all over and 
finally she and Menelaus had a dialogue that will 
make you shake with laughter. Helen decided 
that Hermione should not marry Orestes without 
having had the advantage of meeting some real 
men. “What a shame,” said she, “to have her 
marry this provincial young fellow who has 
never been anywhere and then, possibly later in 
her married life meet a real man and realize what 
she was up against.” “But,” said Menelaus, 
“‘whom do you wish her to meet?” “Why, Pyrrhus, 
of course, the son of Achilles. He is one of the 
most promising young men in our set. Now, 
after Hermione meets him, if she still cares for 
Orestes, I will have nothing more to say.” Mene- 
laus would not stand for inviting Pyrrhus to come 
on a visit. No sir! He objected. He put his 
foot down. Hermione was entirely satisfied with 
her sweetheart, Orestes, and she did not care to 
meet Pyrrhus. No sir!—nothing doing. ‘Then,’ 
said Helen, “all right. I think I had better take 
my departure.” Poor Menelaus looked upon her 
beauty and his heart sank within him. “You must 
also remember,” said Helen, “that whenever a 
wife leaves her husband, the neighbors may sym- 
pathize, but just the same, they always have a 
quiet laugh at the husband. That is just human 
nature. Now, if the wife returns and then leaves 
a second time, it is all day with that husband. 
He may go around seeking sympathy but, as a 
matter of fact, to have his wife leave him twice 
makes him a public laughing stock.” Menelaus 
and Hermione discussed the situation and they 
decided it would not do to have Helen leave the 
second time. Besides, everybody loved Helen. 
She was not only beautiful; she was interesting. 
Her conversation always made you think. The 
house would seem very empty indeed without 
Helen. So Pyrrhus was invited to come and visit 
Menelaus and Helen. I have not read any. fur- 
ther. Tonight when I go home, I am going to 
read all about the arrival of Pyrrhus and what 
happens to Hermione! 

*K ce *K 


This book, while it deals in ancient history, 
is written in the conventional language of modern 
times. Helen is a modern of the moderns. Her 
conversations with Menelaus about the relations 
of husbands and wives and the duty of parents 
to their children and of children to their parents 
will make you scream with laughter—but the 
curious part is that John Erskine has taken this 
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ancient story upon which to hang some of the 
most profound studies of human nature, not only 
of ancient times but of modern times as well. I 
do not know John Erskine. I do not know a thing 
about him. This book came to me on account of 
the high cost of literature as outlined above. 
However, I must say that in this one book I have 
received $42 worth of amusement. I have often 
spent more and enjoyed myself less! 
* K ae 


In buying your Christmas presents, be sure to 
get this book. It will be especially helpful for a 
wife to read out loud to her husband. There are 
some remarks made in regard to husbands that 
your wife, for instance, will not fail to appreci- 
ate! Poor Helen of Troy! She has been ashes for 
many centuries. The school boys have had to read 
about her in their Greek lessons. No, she has 
not been popular. The world has been censorious. 
They have not forgiven her the 20 happy years 
she spent with Paris. It now takes John Erskine, 
after all these years, to have Helen tell her own 
side of the story, to face her husband and to re- 
mark with calm and dignity: “J was willing to 
die. I offered my naked breast. Why didn’t you 
kill me?” 

oe ca * 

Well, in this article I should certainly squeeze 
in just a little business—something about turn- 
over or the Glorified Peddler or the new Hard- 
ware Council. So here goes: “On my way back 
from an excellent luncheon at the Hotel Lafay- 
ette, I stopped in a book store and asked for 
“THE PRIVATE LIFE OF HELEN OF TROY.” 
“Yes,” said the retail merchant, “I have heard 
of that book. Several people have been in here 
to get it. I guess I ought to put it in stock. Sorry 
I haven’t any copies now—not even a second-hand 
copy—but if you will give me your order, I will 
order it by mail.” “No, thank you,” I replied, as 
I turned the knob of the front door, “I can order 
a copy by mail myself.” So this retail dealer in 
books lost the sale of two copies because I am 
now sending this order to Brentano’s with in- 
structions to mail a copy to two ladies, married 
friends of mine. I am also writing them a little 
note asking them some cold winter night when 
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it is snowing outside to read aloud certain parts 
of “THE PRIVATE LIFE OF HELEN OF 
TROY” to their husbands. I wish I could see the 
expression on the faces of their husbands as they 


- listen! 


* * * 


My article, “WATCHMAN, WHAT OF THE 
NIGHT ?”, was written two weeks ago. Some of 
my friends promptly wrote me to cut out the 
pessimist stuff. Everything is lovely and the 
goose hangs high. Take a liver pill. Ho, hum; 
ho, hum! 

Yesterday, Wednesday, Nov. 18, 1925, the 
stock market took quite a slump. One motor 
stock, after declaring a 50 per cent stock divi- 
dend, dropped 20 points. What is the matter? 
Oh, nothing very much, only most of the loans of 
the banks are to brokers and speculators in land 
and securities. Real, legitimate commercial loans 
are at a very low point. There are a world of 
stop less orders. If ever the market declines 
enough to strike these orders, watch the fire- 
works! 

The head of the Federal Reserve Bank in Bos- 
ton made a speech yesterday on the subject of an 
advance in the re-discount rate. He said some 
very plain things on the subject of inflation and 
speculation as a result of low interest rates and 
easy bank credits. He almost repeated, word for 
word, what I wrote two weeks ago. 

* * *K 


Well, it would be a shame for the slump in the 
stock market to come before Christmas. When 
the market is high, the Wall Street boys are all 
good spenders. There are large stocks of dia- 
monds and. pearls and furs along Fifth Avenue. 
There are a number of Helens of Troy living in 
New York and elsewhere counting on an ermine 
coat, a string of pearls or a service bracelet or 
two of amethysts and diamonds for Christmas. 
Possibly Paris has been playing the market and 
this little slump is caused by his having decided 
to cash in, take his profits, close up his accounts 
and slip Helen something neat in sables! Poor 
Menelaus! I am afraid, judging by the character 
given him in Erskine’s book, that he is buying 
some ‘of the very stocks that Paris is selling! 





Grouped Businesses 


A number of merchants re- 
cently appeared before the 
Brooklyn Supreme Court to 
seek redress. They made the 
strange request that push cart 
peddlers might legally take up 
their stands in front of their 
stores. The reason was given 
that such push carts attract trade of a sort these 
business men are seeking and that their presence 
would prove an aid rather than a nuisance or a 
hindrance. 

Probably the average retailer would not feel ex- 
actly the way these men did about having a push 
cart market in front of his place of business. But 
the incident is indicative of a general truth that, as 
a general thing, the ideal location for a store is 
within hailing distance of other stores of a like 





type. Like seeks like, as the old adage puts it. Dry 
goods districts, radio store districts, automobile 
salesroom and office equipment districts, etc., dem- 
onstrate the merchandising truth behind this idea. 

The retailer who says: “I don’t want to be lo- 
cated too near that competitor of mine,” should 
study the reverse English shots of the expert bil- 
liardist. He is “off on the wrong foot,” to mix our 
metaphors. He reminds us of the chap who said 
he thought he could get past a certain ticket-taker 
if he walked backwards because the ticket-taker 
would think him coming out. 

No, right next door to Tiffany’s is an excellent 
location for a jewelry store and right across the 
street from Wanamaker’s is a little dry goods mer- 
chant who is doing very creditably. To para- 
phrase an old saying, “When you are a Roman, 
keep right with the rest of the Sons of Caesar.” 
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14 Mesh, No. 33 gauge each way 
No. 34 gapige warp 
18 Mesh, No. 34 gauge each way 


12 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


Our other Brands Screen Cloth 
Cortland Black Enameled 


mier 


White Metal Finish 
Wickwire Bronze 


Wickwire Pre 
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Satisfactory Kmployment Situation 
and Good Building Programs 


Help Hardware Business 


of the country coupled with good substantial building programs 


Sof the country employment conditions in practically all parts 


are helping the hardware business forge ahead of last year. 

While collections are a little weak, reports from important market 
centers suggest that this condition will improve shortly. 

There is a good general demand for shelf goods, builders’ items 


and for tools. 


A good majority of jobbers and retailers are giving 


much of their attention to preparations for the holiday sales possi- 


bilities. 


Holly boxes and holly wrapping paper are being used much 


more extensively this year in the hardware field and it is freely 
predicted that the Christmas selling season this year will set a new 


record for volume. 





Holiday Goods Very Active 
in Pittsburgh Market 


The interesting development of the 
past. week in the Pittsburgh hardware 
trade is a noticeable quickening of in- 
terest in holiday goods. Good business 
is being done in these lines and with a 
steady pickup in other seasonal items, 
general trade is of better volume than 
it has been before in some time. Col- 
lections are improving with business. 
Prices are firm generally and even 
strong on steel and metal goods, higher 
prices being noted on loaded shells, 
solder, galvanized sprinkling’ cans, 
night latches and garbage cans. 





Business Shows Improvement 
_ Say Chicago Jobbers 


Chicago market conditions show very 
little change this week. Prices re- 
mained absolutely stationary, and busi- 
ness generally continued that same 
steady betterment that has marked its 
course for the past several weeks. 
Colder weather and the nearer ap- 
proach of the holiday season has nat- 
urally stimulated retail business and 
replacement orders are showing an es- 
pecially good volume. 

Employment conditions are better 
than at any time since 1923, and the 
steel mills in this territory are grad- 
ually expanding their operating capac- 


ity. : 





Spring Hinges Are Lower 
in Boston Market 


More price changes were noted in the 
Boston market the past week than for 
any recent similar period. Advances 
and declines are shown, with honors 
about. evenly divided. Spring door 


hinges and spring door sets are slightly 
lower; there has been a downward ad- 























justment in Klaxon horns and saw sets, 
while canal barrows are about 5 per 
cent higher; egg beaters about 7% per 
cent higher; black sheets about 30c. 
higher; and galvanized sheets 25c. 
higher. Prices on cook stoves for next 
year will be the same as for this year. 





Northwest Is Preparing 
for Holiday Business 


Business in the Northwest tributary 
to the Twin Cities is steady and shows 
clearly the approach of the holiday sea- 
son. Stocks are in place for this de- 
mand, and dealers predict a very good 
































business for the remaining portion of | 


the year. 


After two weeks of severely | 


cold and disagreeable weather, which | 


proved a stimulant to many ‘lines of 
business, a belated indian summer has 
arrived. Sales, however, are showing 
an increase in some lines of hardware. 
Skates, particularly in the larger cities, 
are very much in demand. Radio is 
selling better every year, and is enjoy- 
ing popularity now. 

Collections are slightly improved in 
the larger centers, and continue to be 
very good elsewhere over the territory. 





General Hardware Lines Ac- 
tive in New York Territory 


New York hardware jobbers report 
an active market on general shelf 
hardware and say that Christmas holi- 
day merchandise already sold suggests 
a banner holiday season for the hard- 
ware trade. Radio B batteries are 
more active in the wholesale hardware 
market than they have been for some 
time. There is less price cutting on 
batteries throughout this section. Col- 
lections show slight improvement and 
winter goods are moving in a satisfac- 
tory way. Some interest is being 
shown for spring lines. 


| 
| 





Se 





Radio Is Very Active 
with Cleveland Trade 


A heavy demand has sprung up in 
Cleveland for electrical appliances and 
radio equipment for the holiday trade 
and various other lines such as roller 
and ice skates, sleds and cutlery are 
moving in better volume. Retailers 
look for a heavy demand for Christmas 
merchandise. The most important price 
change is an advance on shells and am- 
munition. Binder twine is quoted at 
this year’s prices for next season, and 
shovels are being sold for spring ship- 
ment at current prices. White lead has 
been advanced %c. a pound but one 
maker is taking early shipment orders 
at the old price and jobbers have not 
yet marked their price up. 





No Trade Inflation, Says 
C. E. Mitchell 


There is no immediate need to cur- 
tail credit, as there appears to be no 
trade inflation, Charles E. Mitchell, 
president National City Bank of New 
York City told the Bankers Club of 
— Nov. 19. In part Mr. Mitchell 
said: 

“We have had inflation in the stock 
market to some extent because people 
suddenly realized the creation of new 
values, and overspeculation naturally 
followed, but while some securities have 
gone too far, some have not as yet real- 
ized their true values. There is no in- 
flation of any kind in the commercial 
field. The real estate booms, stock mar- 
ket boom and expansion of instalment 
payments are only bubbles on the sur- 
face, which will correct themselves if 
bankers use ordinary caution in these 
matters, but there is absolutely no rea- 
son for curtailing eredits in the com- 
mercial world. 

“Few people realize what a blessing 
efficient railroad service is to industry. 
Instead of requiring enormous inven- 
tories to be carried, the railroads make 
it possible for raw materials to flow in 
and out of factories with clock-like reg- 
ularity and inventories are kept down 
to a point which was thought unbe- 
lievable five years ago. 

“We will have an export balance for 
many years to come. So long as our 
workmen, even at the highest wages in 
the world, produce the highest per cap- 
ita output under mass production, such 
as vou have here in Detroit, no tariff 
wall will ever be high enough to hold 
out our surplus production. 

“One of our problems is to protect 
ourselves against inflation coincident 
with the gold flow to this country. One 
way out is to look for sound foreign 
securities to take up the slack. Great 
Britain’s strength as a financial power 
continues through almost every politi- 
cal and economical world interruption 
because of the sound foreign invest- 
ments which she began making many 
years ago. Our foreign investments 
will constitute a bulwark we have never 
known before.” 
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American Screw Co. 
PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Continued Improvement in Chicago Market— 


Prices Firm and Tending to Higher Levels 


(Chicago office of HARDWARE AGE) 


RADE conditions continue to show a steady betterment and 
the volume of business being done is generally conceded to be 
considerably in excess of that of recent months or last year. 
The increase in business is in no sense an inflation but rather a 
consistent expansion and there are no signs of speculative buying 


or unwarranted price advances. 


In fact, stability of prices is one 


of the outstanding features of the situation. 

While hardware prices are very strong, with decidedly advancing 
tendencies, no actual changes were recorded this week. The de- 
mand for all classes of items is active and the large volume of busi- 
ness on spring goods for future delivery is especially noticeable. 

In spite of the increased operating capacity of the steel mills in 
the Chicago district, which is now estimated at 86 per cent, orders 
have accumulated and shipments are unusually heavy. Employ- 
ment conditions also continue to improve, manufacturing payroll 
figures showing a substantial increase over last year, although not 


quite up to 1923. 


Naturally with the coming of colder weather there has been some 
let down in building activities, but the change is not nearly as great 
as might be expected and there is an exceptionally heavy call for 


builders’ 


hardware and materials for this time of year. 


A good 


number of new permits are being issued and there is every pros- 
pect that 1925 will set a new high record for building in the Chi- 


cago district. 


AUTOMOBILE ACCESSORIES.— 
With the advent of cold weather sales 
have naturally dropped off to a consid- 
erable extent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each Champion Blue Box line, 53c 
each; A. C Titan, 58c. each; lots of 
100, 56c. A. C. Special Ford, 44c. 
each. 

Spot Lights.—-Anderson, No. 3280, 
$6.50. 

Horn.—A. A. Electric (Ford), $4 
each. 

Jacks.—National Standard No. 21, 


$1.20 each. 
Pumps. —Rose, 
$1.5 55. 
Chains.—Non-skid, 
3% per cent discount, 
40 per cent discount. 
Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each: regular cord, 
$8.60 each: gray inner tubes, 30 x 
3%, $1.80 each; red inner tubes, 30 x 
3%, $2.25 each. 


AXES.—Prices are 


11% -in. cylinder 


dozen pair lots, 
50 pair lots, 


firm and the de- 


mand is seasonably good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality § single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 


doz. base. 
BOLTS AND NUTS.—Sales are active- 
ly good and prices are strong. 


We quote from jobbers’ 
f.o.b. Chicago: Carriage bolts, 
thread, 45-5 per cent discount; 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount: 
small machine bolts, rolled thread, 
50-10-5 per cent discount: all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


stocks. 
cut 
small 




















BUILDERS’ HARDWARE.—tThe de- 
mand is holding up well, as building 
operations continue in spite of colder 
weather. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
3% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per doz. pair: 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.84 per doz. pair; heavy steel 
bevel inside sets, case lots, $6.75 per 


doz.; steel bit-keved front door sets, 
$1.75 per set: wrought brass _ bit- 
keved front door sets, $3.25 per set: 
cylinder front door sets, $7.50 per 
set. 
CHAIN.—Sales are good and prices are 
unchanged. 
We quote from jobbe rs’ stocks, 
f.o.b. Chicago: %-in. vroof” coil 
chains, $8.50 per 100 Ib.: Tenso. Bull 


Dog and Brown coil chains. 50-10 per 


cent discount. No. 00-4% _ electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
There is a good steady demand and 
prices are firm. 


We auote from jobbers’ stocks. 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 

ELECTRICAL AND RADIO MER- 


CHANDISE.—The demand for heating 
appliances, especially irons, is very 
heavy and manufacturers are getting 
behind on orders. 


We quote 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber-covered wire. $8 ner 1000 ft.: 
in 1000-ft. lots, $7.75; No. 18 lamp 
cords, $13.64 per 1000 ft.; in 1000-ft. 
lots, $13; %-in. brush brass key 
sockets, 18¢c. each; two-way plugs, 
45e. each: in lots of 10, 40c. each: 
one-piece attachment plugs, _ 13c. 
each; two-piece attachment plugs, 
12c. each; dry cells, boxes of 50, 


from jobbers’ stocks, 





30144c. each; less than case lots, 34c. 
cach. 


Radio Supplies.—Radio B batteries, 


No. 766, $1.40 each; No. 767, $2.62 
each. 
Battery Charges.—Apco line, in 


lots of less than 10, $13.50 each, net. 
Tubes.—Cunningham and R. C. A., 
$2.50 list. Discount, 25 per cent. 
Loud awry —Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—A fairly good volume 
of business for spring delivery is de- 


veloping. 

We quote —- jobbers’ stocks, 
f.o.b. Chicago: 726-6- T244, $29.02 per 
a rods; 1848- 6- 14%, $44.08 per 100 
rods. 


FILES.—Prices are firm and sales are 
showing a good volume. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files. 50 
per cent off list: Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—While prices 
show no change, they are extremely 
firm, with the American Sheet Steel 
Co. reported sold up for this quarter 
and spelter approaching its wartime 
peak. 
We 
f.o.b. 
after 


quote from jobbers’ stocks, 
Chicago: Standard galvanized 
made tubs, No. 1, $6.40; No. 

$7.20; No. 3, $8.35: 10- -qt. galvanized 
after made pails, $2.25; 12-qt., $2.45: 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—There is an excellent volume 
of orders for spring delivery. 


We from jobbers’ stocks, 
f.o.b. Garden hose, 
quality, molded hose, %-in., 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
ft.: %-in.. lle. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinklers, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—The demand is 
beginning to crowd production and 
prices are strong after the recent ad- 
vances. 


We quote 
f.o.b. Chicago: 
25-in. bracket, 85 


quote 
Chicago: 


from jobbers’ stocks, 
Single strength A, 
per cent discount; 
single strength A, 34 to 40-in. bracket, 
82 per cent discount: single strength 
A, all other brackets, 81 per cent dis- 
count: double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 54 in., 87 per cent discount, 
balance, 8&5 per cent. Putty, pure 
grades, $3.75 per 100 Ilb.; commercial, 
$3.40 per 100 Ib. 


HATCHETS.—Prices are firm and sales 
are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.;: first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Prices are 
strong and sales quite active for this 
season. 


We 
f.o.b. 


from jobbers’ _ stocks, 
Vaughan-Bushnell, 
$10.50 doz.; 


quote 
Chicago: 
16-oz. nail hammers, 
Maydole, $12.60 doz.: other makes, 
16-0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-oz. nail ham- 
mers, $4.50 to $6 doz. 


Reading matter continued on page 84 
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A customer buys an Ingersoll Dollar Stropper, His 
uses it and tells his friends. 


friends 





} 
AW hon,, . 


> 


3000 Stroppers 
Sold by One 


Store in 
15 Months 


LANSING SEGAR CO. 
Lansing, Michigan 
August 28, 1925. 


NEW ERA MFG. CO. 
476 Broadway, N. Y. 


Gentlemem: Since May, 
1924, fifteen months, we 
have sold over 3,000 In- 
gersoll Stropping Outfits 
over the counter and we 
doubt that we have ever 
had a piece of merchan- 
dise that gave more uni- 
versal satisfaction. 

This is certainly a won- 
derful record and if you 
did not have a 
merchandise of such great 
value, we could not make 
such a splendid report. 

The demand for Inger- 
soll Stroppers is stendily 
increasing. While we give 
them window display and 
advertise in the local 
papers, yet our strongest 
saie feature is the recom- 
mendation given the strop- 
per by satisfied customers 
who are constantly sending 
their friends to buy a 
stropper and ofttimes cus- 
tomers who want to make 
a present will buy a 
stropper for a friend be- 
lieving that he is present- 
ing a very useful article. 

We value this account 
very highly due to the 
fact that it has brought 
many cigar customers to 
our store and every sale 
makes a friend. 


Yours respectfully. 
LANSING SEGAR CO. 
By Chas. 8. Smith 
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each buy an Ingersoll Dollar 
Stropper, use it and tell THEIR friends. 


Why INGERSOU a 
Sales Have Grown ~ 
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Their friends each buy an Ingersoll Dollar Stropper, 
use it and tell. THEIR friends—and so on. 


HE Ingersoll Dollar Stropper is a marvelous new 
scientific invention which is sweeping the nation 
from Maine to California. It is manufactured and 
guaranteed by Robert H. Ingersoll, the creator of the 
famous dollar watch, and in a single year has established 
itself among the fastest selling shaving accessories in the 
retail field. 

The name and guarantee of Robert H. Ingersoll are two 
of the biggest selling points any dollar article can have. 
Before you start to sell the Ingersoll Stropper you have 
captured the confidence of your customer because he asso- 
ciates this famous name with the greatest value a dollar 
can buy. 

Customers who buy this device are so pleased with it 
that they tell their friends about it, and before you know 
it the Ingersoll Dollar Stropper has started an ever- 
increasing crowd of eager customers visiting your store. 
Read what one of the hundreds of stores says about this. 


osts $7.80 a dozen—Retails at $1.00 each 


The Ingersoll Stropper makes each old blade 
good for 300 perfect shaves. It saves its 
owner from $5 to $10 every year in razor 
blades and gives him a lifetime of shaving 
luxury. 

It is the ONLY stropping outfit which holds 
the edge of the blade AUTOMATICALLY at 
the correct honing and stropping angle—and 
gives the long stroke used by the “head 
barber.” 

Nearly a million men have already bought 
INGERSOLL § Stroppers. There are still 
35,000,000 men in the country who, shave them- 
selves and are potential customers for this 


amazing device. 
Order Now 


Tke outfit consists of the patent nickeled holder and a 
fine leather strop treated on one side for “honing” and 
the other side for “stropping’’—both holder and strop 4 
made for a man’s size grip. Two types of Stropper »” 
one for double edge blades and one for single ? 





edge blades. oe? 
Order a dozen of these outfits NOW. Watch . .- 
them go and convince yourself that this New Era 


stropper sells as fast as we say it does. Fu Mfg. Co. 
Join the hundreds of other stores that .¢ 
are making handsome profits from ,¢ 476 Broadway 
this article. Mail the coupon now Pa New York 
for full particulars. eo? Gentlemen: 

¢ 


e Enclosed please find $..... 
New Era Mfg.Co. (6% 


which plense send me 
iets et dozen Ingersoll Dollar 
Robt. H. Ingersoll, Pres. o 
476 Broadway sd 


> * * 
New York City o ae ee re re ey ey Pete 
Canadian Distributors iF 
Percy Hermant, L. td. g p POET LET EP TCT TT eee | Tre TTT 
Toronto, Canada Poe 
oe GP sce ccccccccvesseces BUCS. ccccvccccccccsccees 
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HANDLES, AGRICULTURAL. — The 
demand continues to be exceptionally 
good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handies. — Straight 


chucked and bored, best grade, 4%- 


ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, 
4% -ft., $4 doz.: 5-ft. $4.80 doz.; X, 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 


Hay Fork aanieed. nie Mn chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with strap, 
ferrule and cap, 4-ft., 5.50 
, $5. 7 doz.; 
; §-ft., h 
414-ft., $3 doz... 5-ft., $: 
Manure Fork Handles.—Bent, 
grade, 4-ft., $4.75 doz.; 4%- ft. $5.10 
doz.; XX, bent, $4-ft., $4.15 doz. ; 

.; X, bent, 4-ft., 
41%-ft., $2.95 doz. 

Garden Hoe Handies.—XxX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz 

Garden Rake Handles.—XX, 516- 
ft., $5.25 doz.; X, 5%-ft., $3. 25 doz. 

Shovel Handles.—Regular pattern, 
) eo «i 4%-ft., $5.90 doz.; X, 4%-ft., 
$3. 90 doz.; D. handle, best grade, 
$7.95 doz.; X grade, $6 doz. 

Spade Handles. — D handles, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—The demand is 
very good and prices are strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hachet and Hammer Handles.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.56 doz 

HINGES.—Sales show a_ satisfactory 
volume and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., 
6-in., $1.60; 8-in., $2.70; 
per doz. pair; extra heavy T ” hinges. 
in bundles, 4-in., $1.56; 5-in. 
6-in., $2.08: 8- in., $3.56: 10- in. 35 T6 
per doz. pairs. 


ICE SKATES.—Business is steadily in- 
creasing as winter progresses. 


We from jobbers’ stocks, 
f.o.b. Key Clamp, Rocker, 
Men's and bright finish, 75c. 
pair. Half Rocker, 
Women’s and Girls’, $1 pair.: Key 
Clamp, Hockey, Men’s and Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’, $1.40 pair; 
Tubular Skates, Men’s or Women’s, 
Racer or Hockey, $5.89 pair. 


LANTERNS.—Sales are very good 
the selling season reaches its height. 


quote 
Chicago: 
Boys’, 
Key Clamp, 


as 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.; Little 


Wizard, $8.50 doz.; Blizzard, $13 doz. 
LARD PRESSES AND SAUSAGE 
STUFFERS.— While sales are picking 
up to some extent, they are only show- 
ing a fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each: No. $1, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS.—Sales for future 
delivery continue to show a very good 
volume. 


We quote 
f.o.b. Chicago: 
Lawn Mowers.—16-in. 
5-knive, 1l-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing. 4-knife, 10%-in. wheels. $8.65 
each; 16-in. ball bearing, 4-knife, 
§-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each 

NAILS.—The demand, due to sustained 
building activities, continues to be 
good. Prices are unchanged. 


We from jobbers’ stocks, 
f.o.b. Common wire nails, 


jobbers’ stocks, 


ball bearing, 


from 


quote 
Chicago: 
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$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for l-in. 
ang longer, $2.25 for shorter than 
1-In. 
OIL STOVES.—A satisfactory volume 
of business for spring delivery is de- 
veloping. 
Pan ys are list prices. Dealers’ dis- 
unts are noted after each group. 


PERFECTION— 
Se ee ee Dik c's cnc cee vant $17.50 
Ss 2 fo SE ere has 22.50 
Se SD es ee 28.50 
ge 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PU hb Ba a ct Model)— 


No ee 200 
a: Ge an, 6.4 eee eawdeees 2 
ee ie =. ee eee 28.50 
| aaa discounts same as Perfec- 
NESCO— 
ee BO ee per $9.50 
NO. 212 2 DUFMOPB.....cccccece 17.35 
NO. Z31B 3 DBUFMOTB....ccccccccs 22.00 
PEO. BEG 4 BOER. co ccccccecces 28.00 
NO. B15 & DUPRGTB....ccccccece 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.. 4.90 
No. 122G 2 burners glass door... 6.00 
RR ID iin acid aletes 6 Beth in a ne a . 6.15 


Dealer’s discount, on 10 or more, 

30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 

No. 42G 2 burners glass door...$5.50 

Dealer’s discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


cent. 
a ae 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 026 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners’ solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer’s discount, 30 and 5& per 
cent, 

Water Heaters 
ne ene ae ae $45.00 
Perfection No. 412 ............. 40.00 
PmOenees BOO, GEL occccecectcece 80.00 

Nesco discount, 80 and 5 per eent: 
Perfection discount, 80 and 5 per 
cent in lots of 10 or more: less than 
19, 30 per cent. 

Wicks, Etc. 
Rockweave wicks, 25c. each. / 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND OILS.—Prices remain 
stationary, with a satisfactory demand 
reported. 


cook 


» quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
oo per gal.; 5-barrel lots, $1.07 per 
gal. 

Linseed Oil.—Boiled, barrel lots, 
a - per gal.; 5-barrel lots, $1.10 per 


“Turpentine. —Barrel lots, $1.29 per 


Alcohol!l.—Barrel 
steel drums, 


lots, 
extra, 


Denatured 
62c. per gal; 
$6 returnable. 

White Lead.—100-lb. kegs. $15.75; 
50-lb. kegs, $8; 25-lb. kegs, $4; 12% 
lb. kegs, $2.05 

Shellac ~iat- lb. goods), white, 
$4.25 per gal.; orange, $4.05 per gal. 

English Venetian Red. —In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7%c. per 


PYREX WARE.—Sales, as is to be ex- 
pected at this season, are reaching 
their peak. 


We ete from jobbers’ 
f.o.b. Chicag 

Bread aes 212, $7.20 doz.; 
No. 214, $12 doz. 
Casseroles.—Round, No. 167, $12 


stocks, 
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doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Pilates. —No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209 $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—The demand is 
fair and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—The demand 
is light at this season and prices re- 


main unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade taic surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light talc sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—There is a good steady de- 
mand. No price changes expected soon. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 24%c. to 26%c. per | 
No. 2 Manila, 23%c. per Ib.; No. 
Sisal, 17%c. per Ilb.; No. 2 Sisal 
16%c. per lb. 


SASH CORD.—There is a good active 
demand. 


We quote from ia ad stocks, 
f.o.b. Chicago: No. standard 
brands, $8.55 per doz. ue. No. 8, 
$10 per doz. hanks. 


SASH PULLEYS.—Prices 
changed and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. oz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Orders are being placed in 
good volume and prices are firm. 


We quete from jobbers’ stocks, 
f.o.b. Chicago: Flat head _. bright 
screws, 82-10 per cent new list; 
round head blued, 80-10 per cent 
new list; flat head brass, 76-20 per 
cent new list; round head brass, 74- 
10-10 per cent new list; japanned, 
74-10-10 per cent new list. 

SOLDER AND BABBITT METAL.— 
There is an active demand and prices 
continue very strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $43 per 160 Ib.; medium, 45- 
55 solder, $42 per 100 Ib.; tinners’ 
40-60 solder, $41 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No, 4 babbitt metal, $13 per 
100 Ib. 

STEEL SHEETS.—Recent advances 
are well maintained. The market is 
strong and sales very active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib. 

STOVE PIPE, COAL HODS, ETC.— 
While the selling season is nearly over, 
a good volume of fill-in orders is being 
received. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full grade pipe, 
30 gage, 12c.; 28 gage, 13c.; 26 gaze, 
15%c. per joint. Corrugated elbows, 
20 gage, $1.20; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 

TRAPS.—Sales which were somewhat 
late in starting this year are now very 
good. 


We 
f.o.b. 
doz. ; 
soe; 

$ 
: i, 


are un- 


uote from jobbers’ stocks, 

hicago: Victor No. ; 
No. 1, $1.38 doz.; No. 1%, 2.44 
2, $3.36 doz. Triumph, No. 
1.0 5 doz.; No. 1, $1.82 wo ; No. 
$2.20 doz.; No. 3, $3.03 dos. 
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Double action, high pres- 
sure, 200 lbs. pressure, with 
ease. Continuous stream or 
spray. For spraying trees, 
all crops, disinfectants, 
washing autos, windows, 


fighting fires, etc. Solid 
brass. Knapsack tank sup- 
plied in brass or galvanized. 


Brown’s Auto-Spray No. 62 








Heavy duty spray. Only 
occasional stroke of pump 
needed. Thumb trigger con- 
trol. Continuous spray. 
Brass pump. Brass or gal- 
vanized tank. Best cow and 
disinfectant sprayer. 






Duster Brown No. 2 


re 


EXTENSION 
me Nee 


Produces a well-diffused, 
heavy-laden cloud of dust, 
enveloping every part of the 
plant, performing thorough, 
rapid work. Pint and quart 
sizes, with extension for 
reaching under side of leaves 
while standing erect. 





A Sprayer for Every Purpose 
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The proverbial “wet 
hen” was never so mad as 
the person who tries to use 
a sprayer that won't work 
—mad at the sprayer, the 
man who made it and the 


dealer who sold it. There 


is no profit, in the long run, 
in handling goods of that 
kind, but there is satisfac- 
tion and profit in this small 
sized, rapid selling, de- 
pendable compressed air sprayer, Brown's 


Auto-Spray No. 50. 


Made as substantially as a steam boiler, 
and more so, because it is not only closely 
riveted, but is first lock seamed and then sol- 
dered inside and out. 24 gal. tank. Non- 
corrosive sheet brass or galvanized steel. 
Air pump and syphon tube seamless brass. 
Weight 6 lb. Solid stream and non-clog 
spray nozzle. 

Torch for burning worms’ nests can be 
used only on Auto-Spray. 


‘“We have handled Brown's Auto- 
Sprays for the past twenty years. From 
all reports they have been satisfactory to 
our customers and the service rendered by 
the makers has our highest approval.’’— 
W. E. Marshall & Co., Seedsmen and 
Plantsmen, 150 West 23rd St., New York. 











Send for new catalog, illustrated in colors 
describing latest model Auto-Sprays 


Yhe E. C. BROWN COMPANY 


869 MAPLE ST., ROCHESTER, N. Y., U.S. A. 
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N. Y. Market Is Active— 


Holiday 


(,oods in Demand 


Collections Slightly Improved 


sale market has been consistently active, and has shown 


[x general demand for hardware in the New York whole- 


improvement in the past ten days. 


Shelf lines are selling 


in good quantity, and strictly winter merchandise has been very 


good for some time. 


Lack of snow in the metropolitan territory 


has caused a slowing up of the demand for sleds and snow re- 
moving equipment, but stock orders placed this year make a 


satisfactory aggregate total. 


Prices generally are firm, and while there is some talk of ad- 
vances on tools and wrought goods at press time there is no 
definite confirmation or denial available for publication. 

Christmas holiday merchandise is particularly active in the 
wholesale end of the business, as dealers have shown consider- 
able interest in preliminary plans for the Christmas selling pe- 


riod. 


Dealers do not expect much consumer business on mer- 


chandise until after Thanksgiving Day. 
Collections are showing a slight improvement. 





Linseed Oil Declines; 
Trading Is Fair 


Effective Nov. 19, linseed prices 
showed a decline of 4/10c. per lb. This 
decline represents a 3c. drop for 7%-lb. 
gal. New prices are as follows: 

Linseed oil in lots of 5 bbl. or more, 
13.2c. per lb. (the equivalent in cents 
per 7%-lb. gal. being 99c.); in lots of 
less than 5 bbl., 13.6c. per Ib. (the 
equivalent in cents per 7%-lb. gal. 
being $1.02); Calcutta linseed oil in 
bbl. is 16.1c. per lb. (the equivalent in 
cents per 7%4-lb. gal. being $1.20%c.). 
You will note there is no change in Cal- 
cutta linseed oil prices. 

Extras are: Boiled oil is 4/10c. per 
lb. extra; double boiled oil is 5/10c. per 
lb. extra and oil in half bbl. lots is 
7/10c. per lb. additional. 





Game Traps Are Moving in 
Large Quantities 


Large volume business on game traps 
is reported from the majority of whole- 
salers in the metropolitan territory. 
This has been a particularly good year 
for game traps, and jobbers’ stocks are 
only fair. Prices have been very firm, 
and both jobbers and dealers are well 
ee with business to date on this 
ine 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 


Game traps, Victor, with chain, 
No. 0, $1.10 per doz.; No. 1, $1.38 
per doz.; and No. 2, $3.36 per doz. 

Same, without chain, No. 0, 85c. 
per doz.; No. 1, $1.10 per doz.; No. 2, 


$2.93 per doz. 

Jump traps, with chain, No. 0, 
$1.59 per doz.; No. 1, $1.83 per doz.; 
and No, 2, $4.39 per doz. 


Same, without chain, No. 0, $1.22 
per doz.; No. 1, $1.40 per doz., and 
No. 2, $3.72 per doz. 

Triumph traps, No. 10, 12c. each: 


No. 11, 14c. each: No. 11%, 21c. each; 
No. 12, 33c. each: No. 13, 46c. each; 
No. 14, 55c. each. 














Blake & Lamp game traps, No. 0, 
144%4c. each; No. 1, 16%c. each; No. 
1%, 25c. each; No. 2, 39c. each; No. 
3, 54c. each; No. 4, 65c. each. 


Sash Cord Prices Vary; 
Sales Fairly Heavy 


Though sash cord prices vary in dif- 
ferent parts of New York City, there 
is no talk of competitive pricing, as 
the variation has been in force more 
than a week at press time. You will 
note that prices quoted here show a 
range representative of this market’s 
wholesale offerings. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 


Sash cord, Samson Spot, No. 8 to 
No. 12, 74c. per lb. base; Phoenix, 
No. 8 to 12, 42c. to 45c. per Ib.; Aetna, 
No. 8 to No. 12, d4lec. to 36c. per Ib. 

EXTRAS.—No. 7 is 1c. per Ib, ex- 
tra and No. 6 is 3c. per Ib. extra. 





N. Y. Carpet Sweeper De- 
mand Exceeds Supply, Is 
Reported 


It is reported that New York jobbers 
have orders for more carpet sweepers 
than they can supply. This is always 
a very active Christmas hardware item, 
and in fact is a steady seller through- 
out the entire year. Wholesalers ex- 
press the opinion that replacement 
stocks will be available, but a shortage 
is possible, they say, in the height of 
the Christmas season. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 

Carpet sweepers, American Queen, 


$54 per doz.; Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 
per doz.; same jap., 17-in., $60 per 


doz.; Parlor Queen, $56 per a 
Princess, $50 per doz.; 

nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers. Little Gem (3 and 
6 doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Ju- 
nior, 1 doz. cartons, $16 per doz. 


p] 
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Ice Skates Are Selling for 
Indoor Use 


Several metropolitan ice rinks have 
been opened for the past two weeks; 
consequently dealers are selling a few 
skates here and there. The outdoor 
skating season has not started, but 
many dealers are placing good ‘stock 
orders for the holidays which is always 
very heavy on ice skates. 

JOBBERS’ QUOTATIONS TO RE- 
W YORK: 


TAILERS, F.O.B. NE 
Ice skates, No. 1624, 84c. per pair; 
No. 1624%, $1. 19 per pair; No. 524%, 


$1.31 per pair; No. 42414, $1.69 per 


pair; No. 6624, $1.12 per pair; No. 
662414, $1.44 per ag No. 524%L, 
$1.57 per pair; No. 424%L, $2 per 


ir. 
Extension bob ice skates, 45c. per 
pair.. 





Fair Demand Reported for 
Snow Removers 


Most of the dealers in the metropoli- 
tan territory are prepared to handle the 
consumer demand for snow removers 
which will come with a rush during the 
first snow storm. Current business is 
rather light in this line and prices are 
firm. 

JOBBERS’ QUOTATIONS TO RE- 
ORK: 


TAILERS, F.O.B. NEW Y 
Long handled snow shovels, $4.50 
per doz.; American steel, $9.35 per 


doz.: galvanized steel (2% x 16 in.), 
$11. 40 per doz.; Menzie shovels, $10.80 


per doz, 
Snow pushers, 12 x 18 in., 


doz.; 12 x 24, $16.20 per doz. 
Street cleaners, 12 x 31, $33 per 


dozen. 

Sidewalk scrapers, solid shank, 
steel blade, 7 x 4%, black finish, $4.20 
per doz. FF Fai valk scrapers, 7 x 5, 
half polished, black finish, $6 per doz. 


Sled Orders Are Good in Up- 
State Sections 


Though there has not been any snow 
in New York City, western New York 
and northern New York have had a 
good snow fall, with the result that 
dealers have sold some sleds. In the 
metropolitan territory dealers have 
taken on sled stocks for the holiday 
trade. Up to the present time there 
has been very little consumer demand 
or interest. Prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50; No. 

2, $3.17; No. 3, $4; No. 4, $4.33; No. 

04.93 $5.83; Junior Racer, $3.50; Racer, 


re fiv sleds. No. 9, $1.14: No. 10. 
$1.57: No. 11. $1.71: No. 12, $1.94 and 
Firefly racers, $2 each net. 


Brush Sales Fairly Good 
in New York Territory 


Local jobbers report a fairly active 
demand for household and personal use 
brushes. Prices are holding firmly, and 
stocks appear to be in good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

A discount of 3314 per cent on the 
following household and personal use 
brushes, which are quoted here at 
list prices. 

Nail brushes, &85c. each; split 
duster, $1. os cloth brush and skirt 
brush, $1.60: dust mop, $1.90; bath 
brush, aos Bey $1.95: large, $2.30; 
refrigerator brush, 30c.: percolator 
brush, 15c.; vegetable brush, 25c.; ; 
dish mop, 35c.: pan greaser, 30c. 
dustpan and brush, $1; radiator 
brush, 55c.; bottle brush, 35c. 


$12 per 
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The a cla isch EE: OPERA | 


‘“Anti-Climax” 2a] Ly iC We at ; . 


Thousands of people, probably includ- 
ing yourself, have been in this fix. 
Then what did you think of your tire 
chains P 










1% “ir il | 


A fine performance at the theatre; 









plans made for a theatre party after- i I[ Ip ! li 
wards; and the rain spoiled it all. oar 1 
Greasy hands, soiled cuffs, dress suit Ti: lb 







wrinkled and wet, and the whole eve- 
ning spoiled. All because most tire 


Wl 


i MN. ;, 





chains need overalls, gloves, a pair of 


iil & 


| Qe 
i . “a Dt sully. 4 | 
li zt ml | i 


Neodell.Jire Chains 


oa | Ose FASTENEp 
pig nto . 
G Ree 


No trouble like that with this 
new tire chain, because it ac- 
tually puts itself on. All the 
driver has to do is attach 
“First Aid” to both wheels, get 
in the car, drive forward one 
revolution of the wheel—then 
snap the fasteners. 


“First Aid” will take more 
tire chains from under the 
seat than anything else ever 
done by a manufacturer. The 
quality of the side and cross 
chains compares favorably 
with the best made. 







pliers, and a jack to put them on. 





How these would have helped. 


| 





NTH tim ivy rm | 
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Your customers will wel- 
come the chance to get this 
chain that solves the putting 
on problem. 


A -2AIE ws. 
(1-72 \ Sy 
WNcx. AFP 


Write for circulars and in- 
formation. A post card will . an 
bring it to you. Made in all sizes and types for fabric, cord and balloon. 


Ta SAAN PROVES £9 
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New York Prices Firm on 
Torches, Fire Pots 


Prices are firm and the demand con- 
sistent for torches and fire pots in the 
New York wholesale hardware market. 
Stocks are apparently satsifactory. 


PRICES ng RETAILERS. F.O.B. 
NEW YOR 


ro 
Turner Master Line, 43 qt., $5.76 
“ach; 45 qt., $6.53 each; 47 qt., $7.08 
each; 48 qt., $7.18 each; 49 qt., $8.54 
each: 52 pt. (Flat), $6.96 each. 
Turner Standard Line, 
Gasoline-Kerosene 
3 pt., $5.33 each; 14 pt., $5.76 each, 
22 qt., $6.53 each; 30 qt., $6.91 each; 
38 qt., $5.76 each; 39 qt., $6.05 each; 
92 qt., $6.79 each; 93 qt., $7.42 each: 
105 pt., $4.88 each; 205 qt., $5.23 each 
Fire Pots 
Turner Line, No. 53, $7.20 each; 
No. 63, $7.97 each; No. 66, $10.18 each; 
No. 76. 


$7.13 each; No. 34, $8.67 each 


Continued Scarcity Reported 
for Oil Heaters in N. Y. 


Dealers continue to complain of a 
shortage of oil heaters. They say they 
are unable to obtain a sufficient quan- 
tity for actual current needs. Prices 
have been firm, and the demand has 
been stimulated greatly by the high 
price and shortage of coal. 


JOBBERS’ QUOTATIONS TO RE. 

TAILERS. F.0O.B. NEW YORK: 
Oil Heaters 
NESCO— 

No. 12—3 qt. steel reservoir, jap- 
anned trimming, $5.50 each. 

No. 15— 4 qt. same, $6.75 each. 

No. 0190—4 qt. same, nickel trim- 
ming, blue enameled body, $9.50 
each, 

These are list prices. Dealers are 


quoted 30 per cent o 


In lots of 10 or more, dealers re- 


ceive a discount of 30 and 5 per 
cent. 
PERFECTION— 

a, ee Se. Eee ec weee $17.50 

2 fF 9 Eee 22.50 

INO. FTE 4&4 DUMROTB. ccc cccccccccce Bee 

NO. Fe BD MMB cc cccccccsccces Gwe 
Perfection dealer’s discount, 30 and 


+ per cent on lots of 10 or more; on 
less than 10, per cent. 

PURITAN (improved Model)— 
No. 42 Dt, cocestabekbebe $17.50 
No. 43 3 burners............... 22.50 
Pee, GS Sc cccoccecceeces 28.50 


Puritan discounts same as Perfec- 


ion. 
NESCO— 

ce eS Oe . . . cee ceeccses $9.50 
BVO. BED B WEPRMOTGB. ..ccccccccce 17.35 
a, 2 a ee . . ccccsveces 22.50 
IO. . BEG @ BMW ccccccccccecs 28.00 
, = t £ EF — * 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

Nesco dealer’s discount, 30 and 5 
per cent; in lots of 10 or more, 30 
and 56 

Ovens 
oe et 

Ne. 211 1 burner plain door... .$2.5 
No . 211G 1 burner giass door.... 270 
No..121G 1 burner glass door.... 4.99 
No. 122G 2 burners glass door... 6.00 
ee eee oe a eee 6.15 

Dealer’s discount, on 10 or more. 


30 and 5 per cent; less than 10, 30 





per cent. 
PURITAN— 
No. 42G 2 burners glass door.. .$5.50 
Dealer's discount, 19 or more, 30 
and 6 per cent; less than 10, 30 per 
cent. 
a 
No. 05 1 burner solid door..... $2.1" 
No. h 1 burner giass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner giass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 262 burners plass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 
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Dealer's discount, 30 and 5 per 
cent. 

Water Heaters 
Re | ka ee ee $45.00 
PUreOCesom INO. GER ..cccccccccccs 40.00 
POreOCeeee BG. SEL ccdocccecvces 80.00 

Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 

Wicks, Etc. 
Perfection and Puritan, $4 per doz 


and $48 per gross. 
Discounts same as on 
stoves, ovens and heaters. 


oil cook 


Furnace Scoops Selling With 
Prices Very Firm 


There has been a very active move- 
ment on furnace scoops in the New 
York market. Prices have been very 
firm, and stocks apparently have been 
adequate for local needs. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Furnace scoops, No. 2, hollow back, 
black steel blade, malleable ‘‘D” han- 
die, $5.04 per doz.; long handles, $4.80 
per doz.; furnace scoops, No. 2, riv- 
eted back, heavy black steel blade 
and wood “D” handle, 84c. each: 
long handle, 84c. each. 


Tree Stands Very Active; 
Banner Year Predicted 


Local jobbers freely predict a banner 
year for the sale of Christmas tree 
stands in the New York market. Prices 
have been very steady, and sales have 
been extremely heavy. Jobbers agree 
that sales to date are greater than 
the volume written at this date one 
year ago. Stocks are fair. 

JOBBERS'’ ay a Ae gee TO RE.- 

TAILERS, F.O.B. NEW YORK: 

Christmas tree stands. Gem, $4 per 
dozen; Crown. No. 2, $7.86 per dozen; 
in box lots, $7.50 per dozen: Crown, 

No. 3, $13 per dozen, and in box lots, 

$12.50 per dozen. 


Cotton Gloves Selling in 
Fair Volume 


Cotton gloves are fairly active in the 
local market. Prices have been firm 
and no changes are expected. Dealers 
have been placing fill-in orders. 


JOBBERS’ QUOTATIONS TO RE-.- 
TAILERS, F.0O.B. NEW YORK: 

Cotton gloves, 6 oz., canvas, $1.40 
per doz. pair: 9 oz. canvas, $2.04 per 
doz. pair; 8% oz. Jersey, $2.16 per 
doz. pair: 8&8 oz. with leather palm, 
$3.84 per doz. pair, and 8 oz. Gaunt- 
let type, $4.20 per doz. pair. 


Coal Shortage Helps Sales 
on Axes Outside City 


Outside of the congested districts in 
the Greater City, the shortage of coal 
has been a big factor in helping a heavy 
early demand for axes and hatchets. 
This is particularly true in places 
where kindling wood is available. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. NEW YORK: 


Axes, Long ‘Island pattern, 2% to 
3 Ib., $1.69 eath; Connecticut pat- 
tern, 2% to 3% Ib., $1.70 each; 3 to 4 


each. Columbia wen 8% to 4%, 
b., $1.80 each: 4 to 5 Ib., $1.85 each, 
and 5% Ib., $1. 95 each. Kentucky 


pattern. 3 to 4 Ib., $1.45 each; 4 to 5 
Ib., $1.58 each. 


Reading matter continued on page 90 
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Radio Sales Satisfactory, 
Report N. Y. Jobbers 


Continued cold weather is helping 
the sale of radio equipment and acces- 
sories throughout the New York mar- 
As was announced last week, some 
declines were made during the summer 
months. Local distributors say they do 
not expect any further decrease in 
prices during the winter season. Sales 
are very good, and reports indicate 
that the number of hardware dealers 
handling radio in this district is show- 
ing a steady increase. The Christmas 
holiday demand for radio will undoubt- 
edly be very active, as the trade is pre- 
paring for the increased. business in 
this line during the holiday selling 
period. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 

Radio Receivers 


Chelsea, 5-tube R. F., $29.75 net; 
Chelsea 6§-tube, R. F., $37 net; Chel- 
sea, 5-tube with built-in speaker, $75 
net - dealers. 

Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price, $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price, $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 
4-tube model, list price, $65; dealer’s 
discount, 40 per cent. 

Loud Speakers 

Dymac, micrometer, volume con- 

trol, $5.10 each 


K-K, list price, $10.80. 

Spartan, adjustable, $6. 

Dymac, loud speaker unit, $2.95 
each. 


Phonograph attachment, adjustable 
loud speaker unit. Spartan brand, 
list price, $4.50 


Radio Phones 


Spartan head phones, 

Dymac, No. E-103, 
G-72, $3.25 each. 

Manhattan head phones, $4. 


Radio Accessories 


Tubes, $1.75. 

Battery chargers, Tungar, 
Hydrometers, 50c. each 
jround clamps, copper, 6c. each. 
Window lead-in strip, 10c. each. 


$3. 
$2 each; No. 


$13. 


Lightning arrester, 23c. to 25c. 
each. 

Mica condensers, 0.00025 and 0.001, 
l5c. each: 0.001, 18c. each; 0.002, 22c. 
each; 0.006, 36c. each. 

Porcelain insulators, 4-in. brown 
enamel, 10c. each; same, knob type, 
2c. each. 

Pyrex insulators, list price, 45c. 
each; dealer’s discount, 83% per cent; 
Pacent plugs, 22c. each; same, auto- 
matic type, 52c. each. 

Radio plugs, in carton lots only, 
20 plugs to a carton; list price, 65c. 
each; dealer’s discount, 40 “ cent. 

srid Leaks, Megohms, 1%, 2, 3 and 
4 are all 9c. each. 
Turnbuckles, 3-in., 6%c. each; 4-in., 


Tuc, each. 
Blow torches, Midget, 33c. each; 
Handy, 50c. each; improved auto- 


matic, $1.10 each, and Spartan, $1.40 
each. 
Battery harness, 70c. each. 
Radio antenna outfit, $1. 90 each. 
Talking tape, 52c. each, 
Ammeters, O-35 amps., 50c. each. 
Voltmeters, O-36 volts, 70c. each. 
Combination meter, O- 50 volts, $1 


ch. 
Acid-proof battery tray, holds bat- 
teries up to 100 amps., 35¢c. each; 


ea 


holds battery up to 150 amps., 50c. 
each. 

Aerial wire, in 100-ft. coils: 14 
gage, solid copper, 34c. each; 7/22, 
stranded, plain copper, 45c. each; 
7/22 stranded, tinned copper, 55c. 


each: rubber eovered wire, 85c. each. 


Batteries—A. B and C 
Piveready “A,” storage battery, 90 
amps., $13 each; 110 amps., $15 each. 
Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 
Radio “B’’ batteries, unit package 


quantities, No. 766, each: No 

164, $1.14 each; No. $2.44 each: 
772. $2.44 each; i. 770, $3.09 

a a Saebenean, No. 771, 39. 
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To give every one of your customers the utmost in 
power satisfaction to protect and reduce sales resist- 
ance to a minimum—increase your power pump business 
to the maximum—is but to stock Myers Self-Oiling 
Bulldozer Power Pumps exclusively. 








Here is the original line of self-oiling or self-lubricating power 
pumps. Protected by numerous patents—marketed under the 
registered trade name “Self-Oiling”—designed for general service 
in homes, and in agricultural, industrial and commercial fields— 
widely advertised and firmly established wherever civilization 
has blazed a path—they are leading the way for hundreds of 
dealers and pump men to more power pump sales and better 
profits than they ever experienced before with old types of 
pumps or with duplications. 
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You owe it to yourself and to your business to get complete 
information, catalog and prices by writing us today. 


THEF.E.MYERS & BRO.co. 


ASHLAND, OHIO. 


ASHLAND PUMP AND HAY TOOL WORKS 
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Cleveland Holiday Sales Reaching Heavy 


Volume—Prices Firm with Few Changes 


(Cleveland office of HARDWARE AGE) 


OLIDAY merchandise is moving in heavy volume in many 
lines. Jobbers report large sales in radio sets, batteries, 
tubes and other supplies and in electrical household appli- 


ances and increased sales in pocket knives and silverware. 


Busi- 


ness in ice skates and sleds has been stimulated by the holiday de- 
mand and juvenile vehicles such as skooters and Kiddie Kars are 


selling fast. 


Retailers are looking for heavy sales of holiday goods. 


Outside of Christmas merchandise jobbing business is holding up 


in good volume. 


Staple and winter seasonable merchandise is mov- 


ing well and jobbers are entering considerable business for spring 


shipment. 


Builders’ hardware is quite active as there is consider- 


able demand for this for. finishing up buildings started during the 


summer. 
satisfactory. 


The market generally is firm with few price changes. 


Business with local retailers has improved and is quite 


Shells and 


ammunition have advanced. This year’s price on binder twine has 


been reestablished for next year. 


White lead has advanced Wc. 


per pound for spring shipment, and most manufacturers have made 


the same advance for current orders. 


Jobbers are taking orders 


for shovels for spring shipment at the prices now prevailing. 


ALCOHOL.—Denatured alcohol is still ~~ 


in fair demand. Prices are unchanged. 


Cleveland jobbers quote denatured 
alcohol in barrel lots at 58c. per gal. 


AUTOMOBILE TIRES AND ACCES- | 





SORIES. 
tires is now generally in effect as 
jobbers have disposed of their old 
stocks purchased before the advance 
and on which they did not mark up 
prices. The demand has fallen off since 
the advance. Accessories are moving 
in fair volume for this season of the 


year. 
We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33: No. 2, $3.33 in lots of 12; 
Derf spark plugs, 96c. each for all 
sizes in lots of less nen 50: Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 41c. each for over 
100: Champion regular, 53c, each for 
less than 100, all sizes; 50c. each for 
over 100: Reliable jacks, No. 00, $1; 
No. 1, $1.25; Nos. 2 and 3, $1.75. 


AXES.—The demand has picked up 
somewhat and sales are fair. Prices 
are unchanged. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.: double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.: 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BINDER TWINE.—The prices that 
prevailed ethis year have been estab- 
lished for binder twine for next season. 


Cleveland jobbers quote first grade 
binder twine at $6.98% per bale, 50-Ib. 
gross f.o.b. Clevelan and $6.87% 
f.o.b. Chicago or Auburn, N. Y. 


BATTERIES.—Radio batteries are in 
heavy demand and jobbers’ report slow 
deliveries on some types of storage 
batteries, necessitating back orders. 
Prices are unchanged. 


The recent price advance on | 
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Jobbers quote f.o. b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 


lots. 

Eveready B batteries, No. 486, $3.58 
each for unit packages and $3.85 each 
for smaller lots. 

No. 6 Ignition type dry cell bat- 


teries, 29c. each. 
BIRD CAGES.—Sales are in_ good 
volume. 
Cleveland jobbers quote bird cages 
as follows: 
No. 275, $3 each; No. 274, $2.50 
each; Nos. 25 and 530, $5 each. 
BOLTS AND NUTS.—The demand 
from jobbers continues fairly heavy. 


Regular prices are being maintained. 


/ 
Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 
50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list: stove bolts, 75 and 10 per cent 
off list: hot pressed nuts, $3.90 off 
list: small rivets, 65 and 5 per cent 
off list. 
CABLE.—A 10 per cent advance has 
been made on BX armored cable. Cleve- 
land jobbers quote No. 14 BX cable at 
$40 per 1000 ft. 


CANVAS GLOVES.—This line is quite 
active. Prices are unchanged although 
a decline is regarded as possible be- 
cause of lower prices on cotton. 
Cleveland jobbers quote plain can- 


vas gloves at $1.50 per doz. for 7 OZ. 

and $1.75 per doz. for 9 oz. 
CUTLERY AND CLOCKS.—Holiday 
buying is resulting in an increased de- 
mand for pocket knives and silverware. 
Safety razors are also moving well. 
Alarm clocks and watches have also 
become quite active. Shipments on 


mantle clocks are slow. 


DUTCH OVENS.—These are still mov- 
ing in good volume. 


























Cleveland Fe ee -. Re 9 
ovens: 10 $2.15; 11% $2.55; 
+k en $2. sg, 13% in., $3. 45: VEY in., 


FENCE POSTS.—Sales for _ spring 
shipment are light. 


Jobbers quote f.o.b. Cleveland: 6-ft. 
posts, $30.05 per hundred; 6%-ft. 
posts, $32.26 per hundred; 7-ft. posts, . 
$34.43 per hundred; 714 -ft. posts, 
$36.65 per hundred; 8-ft. posts, $38. 83 
per hundred; lic. each less for lots of 
500 or more. 


GALVANIZED WARE.—The demand 
is only moderate and prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

l-bu. galvanized baskets, corru- 
gated, $6.50 per doz.; better grade 
with rope handles, $20 per doz.; pails, 
10-qt., $2.40 per doz.; 12-qt., $2.60 
per doz.; 14-qt., $2.90 per doz.; 16-qt., 
$3.55 per doz. 


GAME TRAPS.—Jobbers are getting 
a good many orders but mostly for 
small lots. 


Jobbers quote f.o.b, Cleveland: 

Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 per doz.; No. 1%, 
$2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump traps, No. 0, $1.59 per 
doz.; No. 1, $1.83 per doz.; No. 1%, 
$2.83 per doz.; No. 2, $4.38 per doz. 


GLASS BAKING WARE.—Sales are 
being made in very good volume for 
the holiday trade. ‘Jobbers have good 
stocks. 


Jobbers quote f.o.b. Cleveland: 

Casseroles, round or oval, 1-qt., 
$1.17; 2-qt., $1.33; 2%-qt., $1.66; 
square, $1.50; casserole with fancy 
covers, 35c. higher. 

Pie Plates, 8-in., 50c.; 9-in., 60c.; 
10-in., 67c. 

—— Pans, No. 212, 60c.; No. 214, 


OTe titity Dishes, No. 231, 67c.; No. 
232, $1.17. 

Tea es 2 cups, $1.67; 4 cups, $2; 
6 cups, $2.3 


GUNS pong AMMUNITION.—A 15 
per cent advance has been made on 
shells and a 17% per cent advance on 
No. 22 short ammunition. Sales of 
guns have been heavy for the present 
hunting season and these are still mov- 
ing in fair volume. 

GARDEN HOSE.—tThere is still talk 


of a price advance but no change has 
as yet been made. 

Cleveland jobbers quote ™ in. 
double braided garden hose, 10c. per 
ft. for bale lots, % in., 9'%c. per ft., 
and % in., lle. per ft. 


HANDLES.—tThese are not active at 


present. 


Jobbers quote f.o.b. Cleveland: 

Axe Handies.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
5 per doz. 

Hatchet and Hammer Handles. — 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4.50 per doz.; bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X bent, 4% ft., $2.90. per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handies.--Bent XX, 
4 are $3.90 per doz.; 4% ft., $4.25 per 

X, bent, 4 ft., .80 per doz.; 
4, ft. $2.90 per doz. 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 
try Fence once these are called to their attention. These outstanding sales fea- 
tures will aid you in selling U. §. Poultry Fence with the minimum of effort. 


Superiorities of U.S. 
Simplify Selling 


It’s All in U. S. Poultry Fence is built like a Farm Fence. Line ) 
the Mean wires run parallel the full length of the roll. The in- 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 








-~ U.S. Poultry Fence requires no top rail, no baseboard. 
~~ d It stretches like Farm Fence, without buckling, bagging 
en ae sagging. The tighter you stretch it the better it 

looks and the better it stays. 


Rolls Out U. S. Poultry Fence rolls out flat like carpet. It cuts 
ist on Plear without waste. The neat, compact rolls occupy one- 
third less space than old style netting. 


Costs Less With all its superiorities, U. S. Poultry Fence costs no 
“Put Up” more. Really it costs less “put up” for it requires no 
p wood frame and fewer posts to erect it. 





A Fence to The neat, symmetrical appearance of U. S. Poultry 

be Proud of Fence appeals instantly to all buyers. It is easy for a 
customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. §. Poultry Fence. 





Indiana Steel & Wire Company 


Muncie, - - Indiana 
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Garden Hoe Handies.—XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., "$1.50 
per doz. 

Garden Rake Handles. — XX, 6 ft., 
$6.25 doz.; No. 1, $2.65 per doz. 
Shovel Handles. — Regular pattern 
XX, 4% ft.. $5.90 per doz.; X, 4% ft., 
3.75 per doz.; D handle, 95.60 per 
doz. 

Spade Handles.—xX grade, $5.40 per 
doz. 


ICE SKATES.—Stimulated by the 
holiday demand sales have increased. 
Jobbers quote f.o.b. Cleveland: 

Polished, screw clamp skate, 84c.; 
same, nickel plated, $1.19; high car- 
bon runners, $1.62; same, highly fin- 
ished, $3.24; ladies’ skates, polished, 
$1.12; Alumo shoe skates, nickel sil- 
ver finish, $7.25; satin finish, $5.50; 
De Luxe Model, $10; professional 

hockey, $10. 


INCUBATORS.—tThe early buying is 
over and the present demand is rather 


light. 

Cleveland jobbers quote incubators 
at 30 per cent off list, f.o.b. Cleve- 
land, and 35 per cent off list, f.o.b. 
factory. 


NAILS AND WIRE.—tThe volume of 
orders which has been rather slow 
shows considerable improvement. Prices 


are firm. 

Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than car 
lots. 

Jobbers 
stocks: 

Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 Ib.; No. 9 annealed wire, $23 per 
100 Ib.; cement coated nails, $2.40 per 
100 Ilb.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 


quote as follows from 


$3.95 per 100 Ib.; miscellaneous nails 
and wire brads, 70 and 10 per cent off 
list. 


Barbed Wire.—80-rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
hog wire, $3.50; American special hog 
wire, $2.50. 

OIL COOK STOVES.—These continue 
to move in very good volume for spring 
shipment. 

PAINTS AND OILS.—A price advance 
of %c. a lb. has been made on white 
lead for spring shipment and some of 
the manufacturers have made the same 
advance for current orders. However, 
one manufacturer is still on the old 
basis for current business and jobbers 
have not marked up prices. Jobbers 
are booking a good volume of business 
in various painters’ supplies for spring 
shipment. 

Jobbers quote f.o.b. Cleveland: 

Mixed paints, regular shades, 


grade, $3.10 per gal. for 1 gal. 
Outside white, $3.30 per gal., 

gal. cans. 
Turpentine in bbls., $1.30; less than 
$1.07; less than 


bbl., $1.45 per ga al. 
Linseed oil in bbls., 
20. extra per gal. 
kegs, 15%c. 


bb}, $1.22. - Boiled, 

White lead, in 100-Ib. 

per Ib.; in 590 and 25-lb. kegs. 15%c. 
15%c. per 

10 per cent dis- 


per Ib.: in ~*~ kegs, 
other prices are net. 


ib.: in 500-Ib. lots, 
count; 

POULTRY NETTING AND WIRE 

CLOTH.—A good Volume of business is 

being booked for these items for spring 

shipment. The market is firm at regu- 

lar quotations. 


best 
cans. 
in 1 


» 
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Cleveland jobbers quote poultry 
netting at 50 and 7% per cent off list; 
galvanized before weaving, 50 and 10 
and 7% per cent off list; wire cloth, 
black, $1.85 per 100 sq. ft.; galva- 
nized, $2.05 to $2.10 per 100 sa. ft. 


POULTRY SUPPLIES.—These 
moving rather slowly at present. 
Cleveland jobbers quote celluloid 


are 


leg bands, American size, $3.10 per 
thousand; Mediterranean, $2.85 per 
thousand; aluminum leg bands, $3 per 
thousand. 


RADIO EQUIPMENT.—The demand 
for radio sets for the holiday trade is 
very heavy. There is also a big de- 
mand for tubes. A shortage has de- 
veloped in some types of tubes, storage 
batteries and battery chargers. 


ROBES AND BLANKETS.—Manufac- 
turers will show new lines of auto- 
mobile robes and horse blankets Nov. 
30. While new prices have not come 
out, it is stated that prices on robes 
will be lower and square blankets will 
be the same as last year or somewhat 
higher. Burlap stable blankets it is 
reported will be 8 to 10 per cent higher. 


ROLLER SKATES.—tThe retailers are 
placing orders for the holiday trade 
and consequently sales have improved 
considerably. 


We quote from jobbers’ 
f.o.b. Cleveland 

Union skates, Nos. 4 and 5, $1.42 
per pair; No. 6, $1.55 per pair; No. 3, 
ball bearing, 85c. per pair. 


ROPE.—Considerable business is being 
booked for spring delivery. Prices are 
firm. 


Cleveland jobbers quote first grade 
Manila rope 25%c. per lb. at mill and 


stocks, 


26c. per Ib. out of stock; second 
grade, 2c. less; Sisal rope, 18c. from 
mill and 18c. from stock; second 


grade, 2c. less. 


ROASTERS.—These are moving well 
for early shipment. 


Cleveland jobbers quote Savory 
blued steel roasters, small family 
size, $8.90 per doz.; large family size, 
$15 per doz.; hotel size, $33.75 per 
doz. Blue enameled, small _ size, 
$21.25 per doz., large 
doz. Magnolia : 
$28.50 per doz.; large size, $37.25 per 
doz. Pyrex roasters, $3.50 each. 


RUBBER ROOFING.—The demand 
has kept up surprisingly well for this 
late in the season. Prices are firm. 


Cleveland jobbers quote rubber 
roofing as follows: 

Cornell, medium weight, $2.19 per 
roll; heavy, $2.49 per roll. 

Adelbert, light weight, $1.52 per 
roll; medium, $1.93 per roll; heavy, 
$2.24 per roll. 

Columbia, light weight, $1.07 per 
roll: medium, $1.35 per roll; heavy, 


$1. 56 per roll. 
Vassar, slate surface roofing, $2.15 
per roll. 


SAP SPOUTS AND SYRUP CANS.— 
Pricse are out on these for next year. 


Cleveland jobbers quote as follows: 
Grimm sap spouts, No. 4, $2.20 per 
190: No. 4H, $2.40 per 100; No. 5, 
$2 per 100; No. 5H, $2.20 per 100. 
Syrup cans, first quality, square, 
13c. each: oblong, 13% c. each. 
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SCREEN DOORS AND WINDOWS.— 
Following the announcement of the ~ 
prices for next spring considerable 
business is being booked for that de- 
livery. 


SHOVELS.—Jobbers are now taking 
orders for shovels for spring shipment 
at the present prices. 

Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 


$10.75 per doz.; less than full bun- 
dles, $11 per doz. 


SLEDS.—These are moving well for 
the holiday trade. 


Cleveland jobbers quote sleds as fol- 
lows: 

Flexible Flyers, 33% per cent off 
list. Lightning Guider, 32-in., $12.50 
=a doz.; 34-in., $14. 25 per doz.; 36- 

$16. 35 per doz. ; 40-in., $18.40 per 
m7 45-in., $22. 25, per doz.; 58-in., 
$26.15 per doz. 


STEEL SHEETS.—Many of the mills 
have made a further price advance on 
sheets but these for the most part will 
apply to first quarter business. Job- 
bers’ prices are unchanged. 


We quote from _ jobbers’ 
f.o.b. Cleveland: 

Galvanized sheets, 
per 100 lb. 


STEPLADDERS.—A fair amount of 
business is being taken in these for 
spring delivery. 
Cleveland jobbers quote best grade 
clear spruce ladders at 56%c. per ft., 
lighter grade, 48c. per ft., competi- 


tion grade, 32c. per ft.; extension 
ladders, 30-ft., $9 each; 32-ft., $10.60 


stocks, 


28 gage, $5.10 


each ; 36-ft., $21.85 each; 40-ft., $14.30 
each; straight ladders, 10-ft., $2.05 
each; 12-ft., $2.40 each; 14-ft., $2.70 
— 16-ft., $3.20 each; 18-ft., $4 
each. 


STOVE PIPE AND ELBOWS.—The 
demand is about normal for this time 
of the year. 
Jobbers quote f.o.b. factory 
Stove pipe in crates of 4 Jengths 
Security ee, Rg gage, 3 3; 


4 in., $3.16; , $3.37; 6-in., "$3. 60; 
7 in., $4.20. 


Elbows, Security blued, era nto? 
28 gage, 3 in., $ ry 
E 1. 


6; 6 in., $1. 38 : 7 _ 

Coal hods, galvanized, 17 in., $5.26 
per doz. for open models. Same size 
close with funnel, $6.50 per doz. 

Stove boards in full box lots, paper 


lined, square, 26 in., .35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, woo in. 


1% 20 ber doz. : 


paper lined, 18 x 24 in., $6.45; 
; 20 x 30 in., $9.45; 24 x 36 in., 


WINDOW VENTILATORS.—T hese 
are in good demand both for wooden 
and metal ventilators. 


Cleveland jobbers quote as follows: 

All metal frame, cloth ventilators, 
Diamond type, No. 1, 11 x 36 in.. 
$5.20 per doz. ; 
per doz.; No. 3, 1 0 pel 
doz. Wooden ventilators, en 
type, 9 x 37 in., $4.25 per doz. ; 
49 in., $5.65 per doz.; 15 x 37 in., $5. "CE. 
15 x 45 in. , $7.25. 








Christmas Merchandising Number 


The Christmas Merchandising Number of Hardware Age, which is to appear Dec. 3, 
will be chock full of practical suggestions for securing your share of the Christmas 


business. 
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“It is an easy thing for us to sell Vollrath Ware” 








te i atti eesti aca ti tae 
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be says the Skandia Hardware Company 
Rockford, Illinois. Read why 


“It is an easy thing for us to sell 
Vollrath Ware. This beautiful ware 
catches the eye of the customer and 
a sale is generally made. 


“We usually have at least two or 


more window displays a year (one is 
shown below), and find that they 
always create an increased demand 


for Vollrath Ware. 


“Another thing is the popular 
demand being created for Vollrath 
Ware by the Vollrath national ad- 
vertising. 

“We appreciate the Vollrath sales 
helps and put to good use the enve- 
lope stuffers, booklets,and newspaper 
advertisements that are sent us. 


“In general, we find the Vollrath 
Ware a profitable and very satis- 
factory line to handle.” 


This is what E. Nicholson, Buyer for 
the Skandia Hardware Company, 
325-329 Seventh Street, Rockford, 
Illinois, says about Vollrath Ware. 


The experience and opinion of 
this successful hardware store are 
not unusual. Up-and-coming dealers 
everywhere say the saine thing. We 
have quoted a dozen of them in this 
series of advertisements and there 
are hundreds more who would say 


the same thing. 


If you are not now selling Vollrath 
Ware, you are missing a year-round 
seller and a fast turning line that is 
easy to sell. 


Ask the Vollrath salesman to tell 
you about Vollrath Ware and our 
selling plan for dealers. Or write 

us for full information. 


es 
w 
2% 
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More Interest in Holiday Lines in Pittsburgh 
—Spring Lines Also Becoming Active 


(Pittsburgh office of HARDWARE AGE) 

HE report about hardware business in this district still is a 

fairly cheerful one. Beside a steady gain in the movement of 

seasonal staples, the past week has been productive of a notable 
gain in interest in holiday goods and these lines hitherto rather 
sluggish, now are beginning to provide a respectable volume of 
orders on the jobbers. The latter are getting ready for orders for 
spring delivery in poultry netting and wire cloth and also in fence, 
and the expectation is that as prices are not likely to be lower than 
they are now, the initial orders will reach good proportions. This 
hope, if realized, will go a long way toward correcting an ill of re- 
cent years in the shape of retailers withholding orders until the 
season was at hand and then crowding jobbers for deliveries. Col- 
lections are improving with business. Prices are showing a good 
deal of firmness in all directions and they are really strong in some, 
notably in those items influenced by the course of steel and metal 
prices. Continued strength of lead, zine and copper finds reflection 
in a number of directions, as does the strength of sheet steel. Sur- 
prising a good many of the trade has been an advance of 15 per cent 
in ammunition and loaded shells. Sprinkling cans and garbage cans 
have been lifted in price because of the advance in galvanized sheet 
steel. Another result of the high metal prices is seen in higher 
prices for night latches. 
AMMUNITION AND LOADED | 

Tubs with wringer attachment, 


SHELLS.—An advance of 15 per cent | No. 2 $840 per dex: No. 3, $9.60: 
has just been announced by leading pails, 12-qt., $2.60; 14-qt., $3. 











makers. There is not only the factor GARBAGE CANS.—tThis line has been 
of strength of a heavy demand incident | marked up in price in keeping with 
to the hunting season, but also that of | higher base materials. Jobbers now 


rising raw materials prices. quote: 
° Se ‘itv line, Io, 95 AC > N ; 
BATTERIES.—Well sustained demand 2 3. No ne 1 50 each; No 


of large proportions still is observed in| GAME TRAPS.—Lively demand still 
batteries, especially for radio sets. | j, noted here for game traps, and it is 








Prices show no change. expected to hold good for the next 30 
Jobbers’ quotations to. retailers, days at least. Jobbers quote: 

f.o.b. Pittsburgh: ; 

Broken Unit Coil spring, No. 1, $1.28 per doz, ; 
Packages Packages Victor, No. 1, $1.38; jump, No. 1, 
Each Each $1.83. 

Be. FES. coenevivl = 0; ~=| HEATING EQUIPMENT.—This line 

DEO, WOE wvesveesees 1.22 1.14 ; : ¥ : : : . 

i. TOR scuwnscnnen 1.32 1.22 still is good with jobbers in this dis- 

a “neuen. eas > aa trict. No change is noted in prices. 

i ie ee 2.62 2.44 Jobbers quote: 

om cee sxwstnewwns ~— a Asbestos.—Sheet mill board, 3/16- 

No. 6 dry cells, ignition type, 29c. ee eae, Soe ee 
each in full packages; 30c. each for 98c.: 22 x 30 in., 30c.; 24 x 30 in. 

broken packages. 35e. vane Id. a 2.50 

o_— per doz.; -lb. packages ‘ 
CHRISTMAS TREE HOLDERS. Coal Hods.—Japanned, 16-in., $3.40 
Very brisk demand has developed in the per doz.: 17-in., $3.60; galvanized, 16- 
cc i . $4.65; 17-in., ; 18-in ; 
past for this line. Jobbers quote: "Fire Shovels. —Stamped sheet steel 
Crown, 2-in., $8 per doz.; 3-in., japanned, flat handle, 50c. a doz.; 
$13.20; gt No. 12, $6.50; No. 14, round handled japanned, 60c. to 
$7.50; No. 16, $9; Brighton, No. 25, $1.10: galvanized, $1.10. Never 
$4.50; No. 50, $7.20. agg 400. $4.25; No. 16, $4.60; 
No. 20, $4.80. 
GALVANIZED TUBS ee peg Gas Connections.—Lead, oe -in., 25c. 

i r prices for galvanized sheet stee each; 18-in., 30c.; 24-in., 35c.; 30-in., 
Higher price i 40c.:'36-in., 45c. Flexible steel tubing, 
point to higher prices in these lines. $-ft. lengths, 10c.: 4-ft., 13c.; 5-ft., 
All manufacturers now have announced : 6c.; 6- ys 20c.; Cloth inserted tubing, 

° c. per 

sheet prices for first quarter of 1926 Seote Beards. — Wahoch, cumec,” 
and the price of galvanized sheets for paper lined, crystallized, 18 x 18-in., 
that period is 4.60c., base, Pittsburgh, ee .& aos: = 2 sn” 3. + 
for No. 28 gage. In midsummer the 30 x 30-in., $10 80; = x 32- -in., $13. 20; 
price was as low as 4c., base, and the a ai a5-in. bp os guares, $12.60: 
new base, therefore, represents an ad- 26 x 26-in., $15; 28 x 38- in., $18; 30 x 

vance of $12 per ton, or, roughly, about | #0-in,, $20; 33 x 33-in., $24; 36 x 36- 
15 per cent. Jobbers quote: Stove Pipe and Elbows.—Polished 
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blue nested stove pipe from Pitts- 
burgh warehouses, No. 28, gage, 6- 
in., $15 per 100 joints; elbows, $1.4% 
per dozen. Nickeled stove pive, 4- 
in., 85c. per joint; elbows, 75c.; col- 
lars, 40c. 
MILL, MINE AND FACTORY SUP- 
PLIES.—Although the suggestions of 
an early termination of the hard coal 
strike are having some effect upon the 
market for coke and soft coal, the gen- 
eral situation is better than it was 
early in the year, and there is more 
buying of hardware and mining sup- 
plies than before in a long time. Sup- 
ply houses also are doing better than 
recently on mill and factory supplies. 
Prices do not change much. 

Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 and 
5 per cent off list; Larco, 70 per cent 
off list. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list; malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 
35 and 5 per cent off price list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off lis 

Rope. — First grade _ fiber 
manila, 26c. per lb.; sisal, 18c. 

Belting.—No. 1 leather, 45 per cent 
off list; No. 1 rubber, 40 per cent 
off list. 

Twist Drills.—Carbon, 60 per cent 
oe list; high speed, 45 per cent off 
ist. 

Files.—High grade, 50 per cent off 
ist 

Screws.—W ood screws, 72% and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 50 per cent off list. 

Hacksaw Blades.—Best grade, 50 
per cent off list. 


NIGHT LATCHES.—Yale & Towne 
Mfg. Co. has announced new prices, 
which show an advance of former 
quotations. The advance is partly due 
to the fact that materials are more 
costly, but also to the fact that the new 
latches contain improvements over the 
old ones. Jobbers quote: 


No. 20, 85c. each; No. /-_ ie each; 
No. 42, $2. 35; No. 042, $1. 


PAINTING MATERIALS. — Turpen- 
tine and oil are slightly lower. Busi- 
ness is never very brisk at this season, 
and this year is no exception to the 
rule. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15iKe. per Ib. in 100-lb. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; turpen- 
tine, $1.27 per gal. in barrel lots: 
eee oil, 14.03c. per Ib. in barrel 
ots. 


EVEREADY ASSORTMENTS.— 
An assortment of flashlights,and bulbs 
packed in holly Christmas boxes is be- 
ing featured for the holiday trade. The 
wholesale price is $13.71 and the retail 
price $24.95. 


POULTRY NETTING.—Jobbers are 
getting ready for spring business and 
look for some nice initial orders, since 
the signs are that prices will be higher 
before they are lower than at present. 
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This is a steel of high carbon 
content, tough, durable. It goes 
into Indiana Shovels. We know 
what’s in it. We know the ser- 
vice our shovels will give. We 
know there are none better. 










Dealers should ask their jobbers for 
Indiana Quality Shovels. The rea- 
son is given above. 


TULA Ai Why, Sttees 











We make the following 
brands: “Ingersoll Special’ 


“Indiana,” **Imperial,”’ 
“New Castle,” ‘*Trojan,”’ 
*““Matchit,”—a _ shovel for 
every purpose and at a 
reasonable price. Write 
for further information. 





MANUFACTURING CO. 


Branch Offices: Indiana Rolling Mill Co. 


45 WARREN ST. N.Y. 74 W. LAKE ST. CHICAGQ New Castle, Ind. 
28 BINFORD ST. BOSTON Affiliated with 


° Galesburg Coulter-Disc Co. 
ERIE -- oPENNA at 

















96 


Galvanized netting is quoted at 50 and 
10 per cent off list after weaving and 
50, 10 and 10 per cent off list before 
weaving. 

POCKET CUTLERY.—tThis line in the 
higher grades is finding an improved 
sale with the approach of Christmas 
and in preparation for the holiday 
trade. 


SILVERWARE.—A very much im- 
proved demand is reported for Com- 
munity and Rogers 1847 silverware in 
connection with the holiday trade ex- 
pectations. 

SK ATES.—This line is slow with job- 
bers here. The weather has not been 
cold enough for ice to create a demand 
for ice skates and not much holiday 


2 
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activity yet is noted in--roller skates. 


Roller Skates.— Union Hardware 
Co. line, No. 2, 65c. per pair; No. 3, 
75c.; No. 10, $1.05; No. 6, $1.50; 


Winslow line, No 381%, $1.50; No. 38, 
$1.60 


Ice Skates.— Winslow line, No 
2110, 82c.;: No. 2110, L. S., $1.15; No. 
2120. $1.20: No. 2120 L. S, $1.40 


SLEDS.—Holiday activity in this line 
is reported good. Lack of snow keeps 
down current demands. 


List prices subject to 
discount of 33% per cent. Flexible 
Flyer, steering sleds, 38-in., $3.75 
each: 42-in., $4.75; 47-in., $6, and 52- 
in., $6.50. 

SNOW SHOVELS AND CLEANERS. 
—Seasonably good demand is observed 


in these lines, with prices showing no 


customary 


change. 
Cleaners, No. 5, $4.20 per doz.; No 
6, $5; No. 7, $7.20; No. 8, $8.40; 
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shovels, wood, D handle, $6 per doz.; 
long handle, $5.50; galvanized steel. 
$11; black spring steel, $10. 


SOLDER.—Acid core solder has been 
advanced in keeping with higher prices 
for base materials. Jobbers now quote 
1-lb. spools at 69%c. per lb. and 5-lb. 
spools at 66%4c. 

SOLDER COPPERS.—Prices are mov- 
ing up in sympathy with raw materials. 
Jobbers now quote a base price of 30c. 
per lb. for 3-lb. and larger, with usual 
differentials for other sizes. 


SPRINKLING CANS. — New and 
higher prices have appeared, due to the 
higher prices of sheet metal. Jobbers 
now a galvanized: - 


, $6 we doz.; 6-qt., 
”10- qt., $8. 40: 12- at., 
$12.60. 


$6.60; 8-qt., 
$7 ‘co $10; 16- 
qt., 








Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE BBOCIA- 
TION CONVENTION, Little a, i May, 
26; L. P 8, poeretarye 15 Southern 


19 . Big 
Trust Building, ttle Rock. 


CALIFORNIA RETAIL HARDWARB & IMPLE- 
MENT ASSOCIATION CONVENTION, Hotel 
Whitcomb, San Francisco, March 16, 17, 
18, 1926. Le Roy Smith, secretary, 112 
Market St., San Francisco. 


CONNECTICUT RETAIL HARDWARB ASSOCIA- 
TION CONVENTION, Hotel Bond, Hartford, 
Conn., Feb. 18, 19, 1926. Henry 8. Hitch- 
cock, secretary, Woodbury. 


mn Pang mn OF THE CAROLINAS 
ONVENTIO ND EXHIBITION, Raleigh, N. C., 
June 8-9- 10. “192 6. R. Craig, secretary, 
717 Commercial Bank Building, Charlotte, 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 16-17-18, 1926. Leon 
D. Nish, secretary, Elgin. 


INDIANA RETAIL HARDWARE 
CONVENTION AND EXHIBITION, 
Ind., Jan. 25-26-27-28-29, 1926; otel 
headquarters, Claypool Hotel ; exhibition at 
Cadle Tabernacle. G. F. Sh eely, secretary, 
911 Meyer-Kiser Building, Indianapolis. 


Iowa Rwerali. HARDWARE ASSOCIATION 
CONVENTION; place not determined; Feb. 
9-10-11-12, 1926 ; A. R. Sale, secretary, 
Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
lefferson County Armory, Jan. 12-13-14-15, 
i926; J. M. Stone, secretary, 200 Republic 
Building, Louisville. 


MICHIGAN ReTar. HARDWARE ASSOCIA- 
TION CONVENTION, Grand Rapids, Mich., 
Feb. 9-10-11-12, 1926 - Karl S. Judson, 248 
Morris Avenue, Grand Rapids, Mich., man- 

er of exhibits; A. J. Scott, secretary, 

arine City. 


MINNESOTA RETAIL HARDWARB ASSOCIA- 
TION CONVENTION, Feb. 16-17-18-19, 1926; 
C. . Casey, secretary, Nicollet ‘Avenue 
and Twenty-fourth Street, Minneapolis. 


ASSOCIATION 
Indianapolis. 





o— ot 42 & 





MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21-22-23, Guy Nason, 
secretary, Starkville. 

MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hote] Statler, 
St. Louis, Jan. 18-19-20, 1926; xX. 
Becherer, secretary, 5106 North Broadway, 
St. Louis 

seems IMPLEMENT & HARDWARE As- 

OCIATION CONVENTION, Great Falls, Feb. 
18. 19-20, 1926. A. C. ‘Talmage, secretary- 
treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE AND ImMm- 
PLEMENT ASSOCIATION CONVENTION, Jan. 19- 


20-21, 1926. Place of meeting to be 
announced later. W. W. McAllister, secre- 
tary-treasurer, P. O. Box 613, Boulder, 


Colo. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 2-3-4-5, 1926; convention head- 
quarters, Rome Mas evhibition City 
Auditorium: Geo H. Dietz, secretary, 
414 Little Building” "Eansotn. 

Ngew ENGLAND HARDWARE DBALERS’ A8SSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
“ow rig? Building, Boston, Mass., Feb. 22- 
23-24, 1926; George A. Fiel, secretary, 10 
High ‘Street, Boston, Mass. 

New YorK STATE RBTAIL HARDWARE AS8- 
SOCIATION CONVENTION AND EXPO 
Rochester, Feb. 9-10-11-12, 1926. 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State Armory on Main Street st. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse. 

NorRTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Fargo, Feb. 10-11-12, 1926; C. N. Barnes, 
secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 16-17-18-1$8, 1926; 
James B. Carson, secretary, 1001 Schwind 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION AND EXHIBITION, Masonic 
Temple, Oklahoma City, Jan. 26-27-28, 
1926; Chas. L. Unger, secretary-treasurer, 
Oklahoma City. 





PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Commercial Museum, 
Spans Pa., Feb. 15-16-17-18-19 1926 ; 
Sharon E. Jones, secretary, 604 Wesley 
Building. Philadelphia. 


SoutTH DAKoTA RETAIL HARDWARB ASSO- 
CIATION CONVENTION, Sioux fel a 
23-24-25, 1926; Charles H. Case 
retary, Nicollet " Avenue and ipwantehousth 
Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARB AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 10, 11, 12, 1926. Walter Harlan, sec- 
ag 4 701 Grand Theater Building, Atlan- 
a 

SOUTHERN CALIFORNIA RETar. HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
latter part of March, 1926. Headquarters, 
Ambassador Hotel, geles. H. L. 
Boyd, secretary-treasurer, S18 Hellman 
Bank Building, s Angeles, Cal. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 19-20- 
21, 1926. Dan Scoates, secretary, College 
Station. 

VIRGINIA RBTAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 23-24-25, a Thos 
B. Howell, secretary, 301 E. Grace m 
906, Richmond. 

WEST VIRGINIA papel a a 
CONVENTION AND EXHIBIT! Kanawha 
Hotel, Charleston, Jan. 19- 20.21- 22, 1926 
Exhibit at New Armo Building. James 
B. Carson, secretary, 1001 Schwind Build- 
ing, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARD. 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 12-13-14, 1926; headquar- 
ters, Coates House; convention sessions. 
Missouri Theater; H. J. Hodge, secretary. 
Abilene, Kan. 

WISCONSIN RETAIL HARDWARE AsgsO0CIA 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. '2- 3-4-5, 
1926 ; G. W. Kornely, 1476 Green Bay Ave- 
nue, Milwaukee. Wis., manager of exhibits; 
P. J. Jacobs, secretary, Stevens Point, Wis 








Peck Moves Headquarters to | 
Elmira, N. Y. 


Headquarters of the George W. Peck 
Hardware Co. will be moved from 
Bath, N. Y., to Elmira, N. Y. The com- 
pany operates stores in Elmira, Penn 
Yan, Canandaigua, Geneva, Dansville, 
Plattsburg, Corning, Bath and Cohoc- 


on. 

The Peck company was originated in 
Savona in 1875 and opened a store in 
this city 12 years ago. Some years 


| Arthur Peck, 





| ago Mr. Peck removed to this city from 


Bath. 

Officers of the George W. Peck 
‘are: George W. Peck, president;* J. 
vice-president; Ira C. 
Pratt, secretary and treasurer. 


New Toy Catal 
Williat dw. Co. 


The Williams Hardware Co., Clarks- 
burg, W. Va., has issued its 1925 toy 
catalog which bears the No. 35, and 





Issued by 
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the title “Holiday Goods.” The book 
is well illustrated and should be a great 
help to the dealer who is preparing to 
augment his stocks for the Christmas 
holiday sales campaign. 


New Price Sheet Issued by - 


Moline Iron Works 


Moline Iron Works, Moline, Ill., has 
issued discount sheet No. 22, applying 
to Gatalog No. 19 on saddlery hard- 
ware,.and..srefined malleable castings. 
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Here’s A Christmas Gift 





A 













New York Office and Export Dept. 
46 West Broadway 


OD A 


Women-Folk Really Welcome 


BISSELL Carpet Sweeper is a real present modestly priced; one that will be 
appreciated; an old friend with a modern appeal; a deservedly popular gift for 
forty-nine years. 


With its exclusive “Cyco” Ball Bearing construction, a Bissell is a thorough 
sweeper of dirt, dust, lint and litter, a quick, quiet, handy servant, easy running, 
costless to operate, usable anytime upstairs or down; a true gift of utility that 
will serve the lucky owner many years. One that gives so much comfort and con- 
venience that women prefer it for daily sweeping no matter what else they own. 


Nationally advertised, Bissells are “over the counter” merchandise, that net you 
a nice profit, sell readily and stay sold. Timely sales helps make easy selling 
even easier. The Fall-Xmas announcement illustrating the “Display Taboret” 
and listing the complete selling aids will be gladly sent on request. 


Use the selling helps, show Bissell’s prominently, suggest them through your sales 
force and Holiday advertising, likewise the Toy and Miniature Sweeper Line. 
You will find that any special attention given them will pay you well. | 


A good place to get informa- 
tion about the handiness of a 
Bissell is in your own home. 


























Free Display Board 





Have you a Bathwhite Display Board? Any 
store that sells bathroom fixtures can use one 
to good advantage. It costs nothing. 


A Bathwhite Display is furnished free with 
an assortment order. It is made with a back- 
ground of black sateen to show off the fixtures 
already attached. 


E. H. TITCHENER & CO. 


» counters. 


Dept. 4 


Can be used in windows, on walls, against 
Saves valuable space and gives 
customers a chance to examine the line and 
make selections. It is a silent salesman that 
does business. 


Write today for information on this special 
offer. 


Binghamton, New York 


BATHWHITE FIXTURES 
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Look for Excellent Holiday Business in North 


West—Prices Firm—Collections improving 


Cities continue to be very good. 


(Minneapolis office of HARDWARE AGE) 


There is an optimistic feel- 


B cities co conditions in the Northwest tributary to the Twin 


ing regarding the general situation in this part of the coun- 
try that argues for very satisfactory returns in all lines. 
Fall and holiday stocks are all in place, and merchants are begin- 


ning to feel the effects of the approach of the holiday season. 


It is 


generally believed that the holiday trade over the entire territory 


will be excellent. 


At the present time the finest of fall weather has 


checked the buying of fall and winter clothing to some extent, but 
other lines are progressing nicely. Building operations are pro- 
ceeding almost as rapidly and with as good volume as during the 


earlier part of the fall season. 


Builders, however, see the end of 


the construction season approaching and are planning to rush work 


to the point of completion. 


Collections are slightly improved in the larger cities and still 
continue at the excellent rate of the past few weeks in the rural 


districts. 


The average is far ahead of that of a year ago, and 


frozen credits are for the most part wiped out over the entire North- 


west. 


Prices are steady in all lines, showing but very little indications 


of change in any of the items referred to in the reports. 


Solder has 


changed slightly, following the trend of sheets and similar products. 


ASH SIFTERS.—Sales still are light, 





owing to the mild weather, which ren- | — 
earlier in the year. 


ders the full use of heating plants un- 
Stocks are well filled and 


necessary. 
prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 


sifters at $2: metallic rounds, $4.25; 
and wood barrel at $6 per doz., net. 


AXES.—Sales show a slight increase, 
although the heavy sales for fall and 
winter use have not yet appeared. 
Dealers are prepared to serve their cus- 
tomers promptly. Prices are steady. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 


base weight axes at $19.50 per dozen, 
net. 
BALE TIES.—Demand is good, with 
stocks on hand. Prices show no 
changes. 


from jobbers’ stocks, 
Single loop bale 
9% x 15, $1.36; 


quote 
x 14, $1. 150: 
9% x 14, $1.53. 
BOLTS.—Sales are normal for this 
time of the year, with stocks being 
held as low as possible for the end of 
the year. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 per 
cent: stove bolts at 75 per cent, ard 
lag screws at 55 per cent from lists. 


BRADS.—tThere is a fair call for brads 
from builders, who are busily engaged 
in cleaning up their work for the year. 


Stocks are ample for the call, with 
prices unchanged. | 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25 
lb. boxes at 75 per cent from iists. 


BUILDERS’ HARDWARE.—With ‘the 
end of the building season in sight 
there is a call for finishing hardware 








for the completion of buildings started 
Building has seen 
an excellent year in this section of the 
country, with every prospect of even 
better business for the coming year. 
Home building has occupied the central 
place in the field, with a fair amount 


of commercial and apartment work. 


COAL HODS.—Sales show a slight in- 
crease during the past few weeks. 
Stocks are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3.60; 18 in. at $4.15; 
japanned funnel hods, 17 in., $4.50; 


18 in., $5.15; galvanized open, 17 in., 
$5; 18 in., $5.50; galvanized funnel, 
17 in., $6.45, and 18 in., $7 per dozen, 
net. 


DAMPERS.—Sales are normal, with a 
fair demand from home owners where 
heaters are being erected for the win- 


ter. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Citfes: Cast iron, wood 


handle dampers, 6 in., $1.40, and cast 
iron, coil handle, 6 in., $1.20 per doz., 
net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—With the con- 
tinued mild weather, jobbing work 
which takes supplies of this material 
has had a very good run. Stocks are 
ample for the demand and prices. un- 
changed. 


jobbers’ stocks, 


quote from 
Slip joint, 28 ga., 


We 
f.o.b. Twin Cities: 
5 in. 
; 29 ga., $5.50 per 
a., 3 in. conductor pipe at 
$5.40 per 100 ft. ; 3 in., elbows, $1.73 
per dozen, net. 


FIELD FENCE.—Sales are still fair, 
with stocks well assorted. Prices show 
no changes. 





from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 13 ga. intermediate type 
of fence at $30.04 per roll with other 
sizes and weights in proportion. 


FILES.—Demand for files is steady 
and even. Shops, factories and gar- 
ages are all taking their proportion. 
Garages have been very well patronized 
this fall, as more people each year ar- 
range to drive cars during the fall and 


We quote 


winter. Prices have not changed. 
We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade files 


at 50 per cent, and second grade files 
at 60 per cent from list. 


GALVANIZED WARE.—Demand is 
steady and good for galvanized arti- 
cles. Stocks are well filled for this time 
of year and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ee Ag No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9. 45; heavy tubs, ‘No. 1, 
$12.60; No. 2, $13.80; No. 3, $15.00; 
standard 10-qt. pails, 2.70; 12-qt., 
$3.05; 14-qt., $3.40; stock pails, 16-qt., 


$5, and 18-qt., $5.50 per dozen, net. 
GLASS AND PUTTY.—tTrade in these 
articles has been and still is very good. 
Storm sash repairs, as well as new 
work, has been consuming a fair 


amount of stock. Prices are _ un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, 
single strength glass, 83 per cent; 


double strength, 85 per cent, and 
strictly pure putty in 50lb. drums 
at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Small 
tool sales are fair, although showing 
perhaps a slight decline as work in 
construction lines nears the end of the 
Prices have not changed. 


season. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenters’ hammers at $12.60; 


$10. 50 ; Plumb No. 
No. 2 —e. 
claw, $12.50 


Plumb No. HFS1, 
2 broad hatchets, $14.45; 
ling, $11.20, and No. 2, 
per dozen, net. 


LANTERNS.—Demand is very good, 
with the shorter daylight hours at the 
present time. Perhaps electricity has 
cut into the sales of lanterns to some 
extent, but there is a wide market for 
the best grade of lantern, which has not 
been affected. Stocks are well filled 
and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
= tubular lanterns, $13 per dozen 

NAILS.—Sales are still very good, 
with stocks being graded down for the 


end of the year. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails at $3.25 keg base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Demand continues to 
be very good. Mild weather renders 
the use of oil heaters expedient in 
many cases. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
om olished steel, $3.66 each, 
and nickel polished steel, 
$5.32 ae TR, 
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There’s Good Money in 
KEY-CUTTING 












Get 
Acquainted 


with 
CEL-O-GLASS 


If you are still a stranger to CEL-O-GLASS 
you probably won't be much longer.’ The de- 
mand for this unbreakable, flexible, light 
weight, weather-proof material is fast becom- 
ing nation-wide, because of its many uses. 


In the home, on the farm, for poultry raisers, 
florists, growers and in manufacturing plants, 


CEL-O-GLASS fills a real need. 


It can be used almost any place where glass is 
used and in many places where glass would be 


impractical. 


No stock is any longer complete without 
CEL-O-GLASS. And there is no reason why 
you should delay adding it to your line. It 
is easy to handle and easy to sell. Comes in 
standard rolls 100 feet long by 3 feet wide. 
Occupies very little room, is easily cut to size 
with an ordinary pair of shears—no waste— 
no breakage. 


Liberal discounts and all year round sales 
make CEL-O-GLASS one of your best bets. 


See your jobber at once about this remarkable material 
or write us direct for sample, prices and complete in- 
formation. 


CELLO PRODUCTS INCORPORATED 
21 Spruce Street, New York City 
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If You Use 


No. 800 


THE SEGAL 
Rectifying Key-Cutter 


There is practically no overhead to cut into 
the profits earned by the No. 800 Segal Key- 
Cutter. Any boy can operate it in his spare 
time and add a tidy extra profit to the day’s 
business. 

The Segal No. 800 will cut all makes of flat 
keys, such as trunk, letter-box, padlock keys, 
etc., as well as cylinder or paracentric keys in 
less than a minute. It will make an accurate 
duplicate from an inaccurate blank. It cuts 
the key from the lowest groove just as the 
manufacturer does. 

All Segal Key-Cutters operate by hand or 
power. 





NO. 810 VISE 


Cross section of machine show- 
ing special vise furnished with 
Key-Cutter No. 810 to grip 
bit keys. Will also cut barrel 


FLAT KEY VISE 
Vise for flat keys. Note that 
keys without grooves are cut 
resting on the back of the key. 
as well as cylinder and fiat or Dag eee No. 
steel keys. Specifications other- : , 
wise the same as Key Cutter 
No. 800 





CYLINDER KEY VISE 
Cross section of Vise showing 
how the lower groove of the 
cylinder key is held by the up- 
per slide. Furnished with Ma- 
chines No. 800 and No. $00. 

Let us tell you how easily you can add to your 


profits by making keys for your customers. 


SEGAL LOCK 
and HARDWARE CO. Inc. 


155-161 Leonard St., New York 


Detr ott Los Angeles 


NO. 900 KEY CUTTER 


This machine will cut cylinder 


keys only. Illustration shows 
position of upper shoulder keys 
resting against gauge. 


Philadelphia Boston Cleveland Chicago 
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OIL STOVES, OVENS AND WATER 
HEATERS.—Sales are steady and 
good, showing the gaining popularity 
of these items with the buying public. 
Stocks are still well filled and prices 
steady. 
Prices to 
Cities: 
Oil Cook Stoves 
PERFECTION— 


retailers f.o.b. Twin 


a, Be Me IE, ..6ccnceesesabs $17.50 
No. 73 I OOF OE 22.50 
No. 74 4 EPR NC Ie = 92% 28.50 


Seek ee Se IDS 6 0 ctibecoeouses 
Perfection dealer's discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model)— 


Oe. GS B BGM Orccccccescccesé $17.50 
Se £2 ee 22.50 
ee. Ge @ Gk4 06.0006 sctnunce 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
a Se 2 /. . bs «can tacuat $9.50 
PO. Bae BS BPMORD.... ccc ccvcce 17.35 
Se SO 22.00 
No. 214 4 burners............. 28.00 
No. 215 5&5 burmers............. 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only.. 9.75 
Nesco dealer’s discount, 30 and 5 
per cent 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door. 2.75 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
Pe Je vetedulnameedh nine + aki 6.15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than .10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door. ..$5.50 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.7 
Dealer's discount, 30 and 5 per 
cent. 
Water Heaters 
NE ti eee kids bea $45.00 
Perfection NO. 418 ..cccccecceces 40.00 
SS i ee caae 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—With 
the excellent weather experienced dur- 
ing the past two weeks, outside paint- 
ing has been pushed rapidly, creating 
new sales in this line. The year is one 
of the best of recent years, with every 
prospect of next year going ahead of 
this one. Dealers have an opportunity 
in this line, judging from the vast 
number of unpainted buildings over the 
country, to make large increases in the 
sales of paints and paint materials. 
Stocks are being watched carefully, 
with an eye toward the annual in- 
ventory. Prices show no changes. 


cook 
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We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1 gallon 
cans, and white lead in 100-lb. kegs 
at $13.83 per cwt., net. 

PAPER.—Sales are still fair, showing 
the influence of the building in prog- 
ress. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PYREX OVENWARE.—Holiday de- 
mand is taking large quantities of this 
line of merchandise. Demand shows an 
increase as the times of festivity draw 
Stocks are well filled and prices 


near. 
steady. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 epi my 
$1.17; No. 202 pie plates, 50c.; 

210 pie plates, 67c.; No. 212 oe 
on, 60c.; No. 231 utility pans, 67c. ; 

2 tea pots, $1.67; No. 24 tea 
te $2, and No. 36 tea pots, $2.33 
each net. 


REGISTERS.—Sales are normal, with 
stocks ample for the call. Prices have 
not changed. 


We quote from jecbbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters at 20 per cent and steel regis- 
ters at 40 per cent from lists. 


ROPE.—Demand is fair, with stocks 
being kept down for the end of the sea- 
son. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. Ib., base, and best 
grade sisal rope at 19%c. Ib. base. 

SASH CORD AND SASH WEIGHTS. 
—Call is still very fair, with the con- 
struction work now in_ progress. 
Stocks are ample, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 78%4c. lb.: second grade, 45c.; 
cast iron sash weights at $2.10 cwt., 
net. 

SCREWS.—Sales are good, with stocks 
well balanced. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 75-25 per cent; t 
head apanned, 65-25 per 
round head blued, 70-25 per cent; 
fiat head brass, 70-25 per cent, and 
round head brass, 70-20 per oent 
from lists. 


SIDEWALK SCRAPERS .—Conditions 
have not favored the sale of scrapers 
in this territory yet. Stocks are ready 
for the call and prices are unchanged. 


We uote from jobbers’ stocks, 
f.o.b. in Cities: Kohler’s_§side- 
walk scrapers at $5 per dozen, net. 


SKATES.—Sales continue to show in- 
crease, especially in the larger cities, 
where indoor rinks are in full opera- 
tion. The demand tends toward the 
tube skate, with shoes attached, even 
for the smaller enthusiasts. Stocks are 
well filled and prices unchanged. 


cent; 


We uote from jobbers’ stocks, 
f.o.b. in Cities: Sterling half 
hockey shoes and skates, $4 pair; 
North Star aluminum ffinish tube 
skates and shoes, $7.25 pair; nickel 
finish, $8.25 pair; Nestor Johnson 
Flyer skates and shoes, aluminum 
finish, $5.50 pair, and nickel finish, 
$6.50 pair. 
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SNOW SHOVELS.—As with scrapers, 
there has been no incentive on the part 
of the buying public to purchase 
shovels. Stocks are ready for instant 


call. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood snow shov- 
els, $19: steel blade, straight han- 
dle, $4.50; galvanized steel blade, D 
handle, 15% x 17, $10.80, and 16 x 
21, $11.50 per dozen, net. 

SOLDER.—Sales are normal for this 
time of year. Prices are _ slightly 


changed. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Warranted half and 
half solder at 41%c. per Ib., and 
strictly half and half solder at 40%c. 
per Ib. net. 


STEEL SHEETS.—Stocks are well as- 
sorted and ample for the call. Sales 
are very fair for the season. Prices 


show no further changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.35 cwt. and galvanized steel 
sheets at $5.60 cwt., base. 


STEEL TRAPS.—Demand shows a 
slight increase in a retail way. Stocks 
are ready for the call and prices are 


steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Triumph No. 0 
traps, 9c.; No. 1, 22c.; No. 1%, 
18%c.; No. 2, 25%c.; No. 3, 41%c.; 
No. 4, 50%c.; No. 115, 15c.; No. 215 
29 14C. ; No. 15, $1. 15 ; No. 115X, 
20%c.; No. 215X, f0Ke. ; each ; Victor, 
No. 0, traps at $1. 10; No 1, $1.38; 
No. 1%, $2.44; No. 2, $3. 36. Oneida 


jump traps, No. 0, $1. 59: No. 1, $1.83 
No. 1%, %2.81 per dozen, net. 
STOVE BOARDS.—Sales are fair, 
with stocks well filled. Prices have not 
changed. 


We quote 
f.o.b. Twin Cities: 


from jobbers’ stocks, 
Crystalized stove 


boards, 28 x 28, $16.95; 30 x 
$19.70; 36 x 36, $27.45 per dozen, 
net. 


STOVE PIPE AND ELBOWS.—The 
first flurry for the fall in demand is 
over, but sales are very good. Stocks 
are well filled and prices show no 


changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform, blued, 
28 ga., 6 in., knocked down stove 
pipe at $14. 75. per 100 lengths; 
mon iron corrugated elbows, 
$1.30, and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 


STOVE SHOVELS.—Sales show a 
slight increase, with stocks well filled. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14 in. 
stove shovels, 50c.: Jumbo, 21 in., 
$1.55; Jumbo, Jr., 14 in., 85c. per 
dozen, net, 

WIRE.—Fence wire has sold very well 
during the past few weeks. Wire for 
construction work shows a slight de- 
cline, as work in this line begins to be 
closed for the year. Stocks are ample 
for the call, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80- rod spool ; 
anaes cattle wire at $3.21 per 

0-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt., and galva- 
nized smooth wire No. 9, $3.70 ewt. 








A well-informed salesman stands out like a man on stilts. 
us there is still room for improvement even in the hardware trade.—Fourthoughts, 


published by McKinney Mfg. Co. 


And our informants tell 
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TRADE MARK 


SPRING HINGES 


“Triplex” 
Spring Hinges 


For 


Lavatory Doors 


Adjustable 
Clamp Flange 











TYPE 2242 


Adjustable Clamp Flanges offer a protection against 
variations in the thickness of marble partitions. 

Cutting of marble involves the danger of break- 
ing or defacing it and also means unnecessary ex- 
pense which can be avoided by the use of Triplex 
Lavatory Spring Hinges, Type 2242. 

Other types of hinges for various conditions are 
fully illustrated in our catalogue. 


Chicago Spring Hinge Company. 


Chicago New York 











Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of 
floors. Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 
























Labor Saving 





Bores Any Arc 
of a Circle 





Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 
direction regardless of grain or knots, 

leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 





Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


FORSTNER 
AUGER BIT 





ES ees 












+A new sensation. A prac- 
tical sanitary necessity— 
every shaver a sure buyer. 
Kling Klip holds a brush firmly 
to any smooth or polished sur- 
face—glass toilet-shelf, tile wall, 
porcelain wash basin rim—stops 
the brush from tumbling or roll- 
ing, prolongs its life—-helps make 
shaving sanitary. 

Kling Klip will increase your 
shaving brush sales. 

Send now for display carton holding 
one dozen individually packed Kling 
Klipa. 

Strong quick selling line for both 
Jobber and Dealer. 


A. K. Trout Co., Inc. 
342 Madison Ave., New York 


First Advertisement Appeared in 
Saturday Evening Post, October 31st. 
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Active Retail Buying in Boston Territory 
Prices Holding and Tending Upward 


(Boston office of HARDWARE AGE) 


OBBING houses report that retail buying for current require- 


ments is on a broad and active scale. 


well in excess of a year ago. 


Such buying is running 
Probably the answer is found in 


a comparison of temperatures the past week with those for a year 


ago. 
the winter. 


Last year we were experiencing one of the coldest snaps of 
This year there have been some cool mornings, but 


temperatures as a whole have been strongly suggestive of Florida. 
There really has not been a sufficient slowing up of business in the 
retail field, or cold weather of sufficient duration to create any ex- 


tended enthusiasm over holiday goods. 


There is, of course, some 


buying of holiday goods going on all the time, but it is commonly 


called “nibbling” by the jobbing interests. 


Public buying of holli- 


day goods should be in full swing by the end of another month. 
The next fortnight ought to see quite an influx of retail holiday 


goods orders in the local wholesale hardware market. 


Buying of 


1926 merchandise is largely confined to wire cloth and poultry net- 
ting. Competition among jobbers for such business is still very 


keen. 


Sentiment in wholesale and retail hardware circles is optimistic. 
Most everybody is satisfied with the volume of their business. 


Most 


everybody is in good financial standing, although jobbers in some 


instances report collections could be better. 


People in New En- 


gland are better employed than they have been in months and the 


average worker is receiving a good wage. 


As a result the public 


is in a better spending frame of mind, although there is a strong in- 
clination to shop about before actually parting with cash. Retail 
dealers look forward to a good holiday trade and most of them 
anticipate coming up to Jan. 1, 1926, with stocks well balanced, yet 


not over-extensive. 


It is believed taxes will be further reduced and 


that constructive legislation will be enacted at Washington during 


1926. 

AUTOMOBILE ACCESSORIES.—New 
prices have been issued on Klaxon 
horns, which show a slight reduction in 
the cost to the retail trade. Automobile 
accessories in general are selling in 
larger volume than was the case a year 
The condition of trade is ascribed 


ago. 
to the comparatively mild weather. 

We quote from tjoston jobbers’ 
stocks: 

Automobile Tires.—Clincher, 30 x 
3 in., $8.65 each net; 30 x 3% in., 
$9.90. Cord, 30 x 3 in., $9.70; 30 x 
3% in., $10.80. Straight side, 30 x 
3% ime $12.45; 32 x 3% in $13.90; 
31 x 4 in., $16.25; 32 x 4 in., $18; 
33 x 4 in., $18.60; ‘34 x 4 in., $19.45. 
Heavy duty cord, 30 x 3% in., $14.45. 
Truck cord, 32 x 4% in., $39.40; 33 x 
4% in., $40.30; 34 x 4 in., $41.25; 30 x 
5 in., $46.65; 33 x 5 in., $50.35; 34 x 
5 in., $51.60; 35 x 5 in., $52.90; 36 x 
6 in., $88.75. 

Horns.—Klaxon, No. 3MC, = $4.50 
each list: No. 3BMC, $4.50; No. 3, 
3 volts, $4; No. 8, 6 volts, electric 
motor, $8.50; No. 8, 6 volts, electric 
dash, $3.50: No. 8, 12 volts, electric 
motor, $3.50; No. 12, 6 volts, electric 
motor bracket, 5; electric dash 
bracket, $5; No. 12A, 12 volts, electric 
motor, $5: No. 21, 6 volts, electric 
motor, $15; No. 25, electric motor, 
$17.50. Discounts—in lots of less 
than 10, 33% per cent: in lots of 10 


shipment, 40 per cent; in 


to 19, one 
40 and 10 per cent. 


lots of 20 or more, 


AXES.—Jobbers say that on a large 
percentage of the orders received daily 





axes are included. Retailers are buy- 
ing conservatively, but frequently. 





| 
| 4, $5.75: 
| 
| 


We quote from 3oston jobbers’ 
stocks: 

Axes.—Without handles, single bit, 
$24.50 per doz, net; double bit, $19.50; 
flint edge with handle, single bit, 
$18.75. Ship Slinger, unhandled, sin- 

| gle bit, $15.10. Flint Edge, with han- 
dle, boys’, No. 2, $12.50: house, 2%- 
Ib., $12.25. Jimdandy, with handle, 


No, 2, $17; house, 2%4-lb., $10.75. 


BARROWS.—A slight advance, 


ap- 


| proximating 5 per cent, has been made 
‘in the price of Toledo canal barrows. 


_ Quotations on other kinds of barrows 


remain as heretofore. 

We quote from 
stocks: 

Barrows. — Wheel, 
stock. steel wheel, No. 4, $5.50 each 
? No. 5, $5.75. Wood wheel, No. 

No. 5, $6. Toledo canal, 
$5.40 each net. 


CUTLERY.—As the holiday season 
draws nearer, a steady improvement 
in the movement of cutlery out of job- 
_bers’ stocks is noted. Current retail 
demands embrace a wide variety of 
_merchandise, and one line of goods ap- 
pears to be selling as well as another. 
The average retailer, however, appar- 
ently is giving more attention to va- 
riety of stock than to largeness of 
stock. 


Boston jobbers’ 


from Boston 



































We from Boston jobbers’ 
stocks: 
Bread Knives.—Genco, $2 


doz. net. 

Knives.—Kitchen, No, 303, 80c. per 
doz. net; No. 333A, $2.50. Slicers, No. 
283, $5.25; No. 283A, $6; No. 2017, 
$5.25. Pare No. 200, 5-in., $3; 
6-in., $3.25; 8-in., $4.75; 9-in., $6; 10- 
in., $7; 12-in., $10; 14-in., 12. Ebony 
handles, 8- in., $7.75; 10-in., $10.75; 
12-in., $14.25. ‘Grapefruit, No. 342, 

Straight Shears. —Universal line, 
japanned, 6-in., $8 per _— net; 6% 
in., Fy : $9; 7%-in., $9.55; 8- 
in., $10.10; 9-in., $12. Nickel plated, 
6- in., $9.15: 614-in., $9.55; 7-in., $10.10 
71%-in, $10.75; 8-in., $11. 15: 9-in., 
Left hand, 7%-in., $13.80. 
Bent Trimmers. — Japanned, 
$9.55; S8-in., $10.75; 9-in., $13.55; 
in., $16.90. 

Barbers’ Shears. — Nickel plated, 
7% in., $12 per doz. net; 8 in., $12.80. 

Scissors.—Pocket, 4-in., $8.35 per 
doz. net; 4%-in., Embroidery, 
3%-in., $7.65: 4-in., Ladies’ 4- 
in., $8.35: 4%-in., $8.70; 5-in., $9; 6- 
in., $10.35. 


EGG BEATERS.—Jobbing quotations 
on No. 00 Ladd’s egg beaters have not 
changed, but on most other styles there 


quote 


.50 per 


7-in., 
10- 


has been an upward adjustment, aver- 


aging about 7% per cent. 


We quote from Boston jobbers’ 
stocks: 

Egg Beaters.—Ladd’s. No. 00, $4 
per doz. net; No. 0, $4.40; No. 1, 
$5.20: No. 2, $6.40. 


FURNACES.—A good steady call for 
one-pipe furnaces exists. The popu- 
larity of this style of heater apparent- 
ly is still forging ahead. Hardware 
jobbers say it is surprising how many 
of these furnaces are going into new 
homes, as well as replacing heaters in 
old homes. 
We quote 
stocks: 
Furnaces. — One pipe, register Y- 
.., $122 per furnace net; 
$137. 50: 40 x 40-in., $165; with 


, “and casing, 22 x 42- in., $100; 
, $110; 30 x 50-in., $130. 


LETTER BOXES.—Growing interest 
in letter boxes is being evinced by the 
retail trade serving the rural districts. 
This is a time of year when many boxes 
in use have to be renewed. Further- 
more, retail dealers are inclined to or- 
der ahead for early spring require- 


from Boston jobbers’ 


ments. 

We quote from Boston jobbers’ 
stocks: 

Letter Boxes.— Corbin line, No. 
2417, $8 per doz. net; No. 2406, $8.65; 
No. 2416, $12; No. 2418, $12: No. 2, 
$14.50; No. 4, $18; No. 2437, $5.40 
Hessler rural delivery, $11.50 per 
doz. net. 


MATS.—The market for mats, partic- 
ularly cocoa, is more active than it has 
been at any previous time this year. 
Retail stocks, in some instances at 
least, evidently are exceptionally small. 
At least the freedom with which some 
retailers are ordering goods strongly 
suggests so. 


We quote from Boston jobbers’ 
stocks: 

Mats.—Cocoa, No. 1, 58c. each net; 
No. 2, 73c.; No. 3, 938c. Keystone 
flexible steel wire mats, No. 2, $1.47 
each net. 


HINGES.—One of the largest New 
England manufacturers of _ spring 


Reading matter continued on page 104 
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The ‘ 


ULTIMATE Wringer ~~ 


ANCHOR BRAND 
Best on Earth 


Warranted for Five Years 


LOVELL MFG. CO., Erie, Pa. 
Largest Manufacturers of Clothes Wringers in 
the World 














The Dealer Who Says 
‘*‘SURE 


We've got 
them” 


is the dealer who knows 
from experience that Lit- 
tleford Salamanders move 
fast and net him a liberal 
profit. Salamander season 
is here. Cash in on the 
demand by sending us 
your requirements. Little- 
Lib I ford Salamanders” are 

Loera made in three standard 
15”, 18” and 20” 














Discounts emits Knocked down, 

on they occupy minimum 

° storage space. Write now 

The LOCK Quantity for prices and discounts. 
of THE AGE Orders | LITTLEFORD 
SALAMANDERS 





Cannot be jim- 
mied, sawed or 
forced. Made in 

Manufactured and Sold by 


Front and store FRANCIS KEIL & SON, Inc. | [ITTLEFORD BROS. 


Door. 401-425 East 163rd St., New York, N.Y. 
Cylinder pattern. Established 1876 402 East Pearl Street 
CINCINNATI, OHIO 


LO 


alu Ok LINE of POULTRY SUPB&LIES 
Ee Sells easily- Stays sold ‘J ' 

















Brooders We ask comparison of our prices and service. You aa Mtn mY ArT 
Incubators will find our supplies of highest quality and practical Se Ay os \y 
in every way. eee A > ‘ 
Waterers . ,” momen . Weer é 
WE SELL THE SAME GOODS FOR LESS fe y 
Feeders F MONEY OR BETTER GOODS FOR THE SAME \ fae a; 
Non-Freeze Fountains ONEY. Fh of M2 
Miscellaneous Supplies Investigate the Royal Line. Ask your jobber. os ei 
ROYAL MANUFACTURING CO., TOLEDO, OHIO $F 
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hinges and spring door sets is out with 
new price lists which show a slight 
modification in values. Local jobbing 
houses have adjusted their prices ac- 
cordingly. 

ROOFING MATERIAL.—A further ex- 
pansion in the demand for all kinds of 
roofing material is noted by Boston 
wholesale houses. Roofing paper, 
sheathing paper, shingles and stormtite 
are in especially good request. Recent 
high winds throughout New England 
heve done much damage to roof cov- 
erings. 

We quote from Boston jobbers’ 
stocks: 

Sheathing Paper.—Jap. $65 a ton 
net; Neponset black building paper, 
in 250-ft. rolls, $1.39 per roll net; in 
500-ft. rolls, §2.78; tarred felt, Jap. 
$70 a ton; double thread duck, 
magnolia, 12-oz., 29-in., 45c. per yd. 

SAW SETS.—Quite a material reduc- 
tion in the cost of the No. 55 Bullock 
saw sets and a 10 per cent cut in Nos. 
11 and 57 are recorded. The No. lv 
set is unchanged in price. Revised 
quotations follow: 


We quote from Boston jobbers’ 
stocks: 

Saw Sets.— Bullock line, No. 10, 
$7 50 per doz. net; No. 11, $18; No. 
55, $12.50; No. 57, $27 


SHEETS.—Reflecting the recent ap- 
preciation in mill quotations, local job- 
bing prices on black sheets have been 
advanced 30c. per 100 lb. and on gal- 
vanized sheets 25c. Blue annealed 
sheets are unchanged in price. 


We quote from Boston jobbers’ 
stocks: 

Sheets.—No. 10 blue = annealed, 
$3.91% per 100 Ib.; No. = black, $5.25; 
No. 28 galvanized, $6. 


SNOW SHOVELS.—A -a snow shov- 
els are selling all the time, but tem- 
peratures have not been sufficiently low 
to stimulate retail interest. The largest 
retail dealers, however, are amply cov- 
ered on supplies. 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels. — Wooden, boys’, 
without tip, $2 per doz, net; with tip, 
1; No. 67%, with tip, $4.80: single 
steel tip, $7.30: double steel tip, $8.60; 
mallea bje steel tip. $9.70; Crescent, 
$10.20; Pathfinder, $10.20. 
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Stee! Shovels.—Hubbard, long han- 
dle, $5 per doz. net; steel D-handle, 
$6; split wood D-handle, $6; Ames, 
long handle, $9.45; malleable steel 
D-handle, $10.15. New Eclipse, gal- 
vanized, No. 29, $11.65; Menzies, 

* spring steel, $10.50. 


SKATES.—Skates, on the other hand, 
are selling fairly freely, particularly 
outfits. But here again it is noted that 
retailers are giving more attention to 
variety than to quantity. We have rea- 
sons to believe that skating will be as 
popular if not more so than last year. 
All signs point that way, at least. 


We quote from Boston jobbers’ 
stocks: 

ice Skates.—Men’s lever, bright, 
90c. per pair net; nickel, $1. 25; Key, 
bright, 90c.; nickel, $1. 25 to $3.25. 
Hockey, key, nickel, $1.35. to $3.40. 
Screw to. boot, nickel, 90c.; hard- 
ened steel, $1.12; steel, $1. 50; ‘chrome 


steel, $2.25; super- -chrome steel, 2 
and $2.70. Ladies’, 


$1.10; 
bright, $1.20; nickel, $1.50 to $3.60. 
Skating Outfits.—Men’s, $3.65 per 
pair net; ladies’, $3.65. Challenge, 
men’s, $5; ladies’, $5. Hawco, men’s, 
No. 84, $3; No. 130, $4; ladies’, No. 
85, $3; No. 093, $4.50 


Straps.—Black or russet, tongue 


buckle, 20-in., $1.25 per doz. pair net; 
30-in., $1.80. Patent buckle, 20-in., 
$2.40: 30-in., 


Roiler Skates.—Children’s strap heel 
and toe, 70c. a pair net; strap heel 
and clamp, 75c. Boys’ or girls’ strap 
heel, toe and clamp, $1.10. Children’s 
ball bearing, $1.50. Boys’ ball bear- 
ing, $1.50. Girls’ ball bearing, $1.50. 
Rovs’ nickel plated, truss extension, 
$2.50; girls’, $2.50. 


SPRINGS.—The past week witnessed 
quite a sizable run on storm door 
springs. Jobbers were obliged to send 
in hurried calls for fresh stock to man- 


_ufacturers to prevent back ordering. 


We quote from Boston jobbers’ 


stocks: 

Storm Door Springs.—Champion, 
No. 61, 23c. each net; No. 62, 27c.; 
No. 63, 4l1c. 


STOVES.—Leading makers of stoves 
have announced 1926 prices, which 
show no change from those now 
quoted. With people endeavoring to 
economize on anthracite coal, the de- 
mand for cook stoves is exceptionally 
good for this time of the year. There 
is every indication that 1925 will go 
down in local hardware history as one 
of the best on record so far as “c00k | 
stove sales go. 
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Prices to Retailers, f.o.b. Boston 


These are list prices. Dealers’ dis- 
counts are noted after each group. 


Oil Cook Stoves 
PERFECTION— 


Me. FR B BUPMOTB..occcevcescves $17.50 
Pee, Te S& PPMOTR. . ovcvcevdaccrs 22.50 
Me. FE 4 BEMGRB. ov ccccwcae cece 28.50 
No. 76 & DUPMRORS..ccccccccececes 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model)— 


REO, GES PGs ccc cee css cess $17.50 
Se ES 22.50 
ie, Gh © Des co peccccoceses 28.50 


aren discounts same as Perfec- 
tion. 


NESCO— 
a Se = Seine. sstuseeewese $9.50 
PEO. Bae SB WEMORR sos cc ceosccse 17.35 
ce ae oe  MRo'c'00006060000 22.00 
,. | ee hs ¢c-ens cee wewe 28.00 
2 2) 99 nn 6 2 oes oon 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ Er 
No. 1105 high shelf only........ 75 


Nesco dealer’s discount, 30 My - 
per cent. 


Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door. 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... at 
ee —_ se 6.1 


Dealer’s discount, on 10 or Mh 

30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 

No, 42G 2 burners glass door...$5.25 

Dealer’s discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 42G 2 burners glass door...$5.50 
No. 5 1 burner glass door. . Bao 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 

Dealer’s discount, 30 and 5 per 
cent. 

Water Heaters 

NR ee 2 Se ee $45.00 
Perfection No. 412 .....cccccecee 40.00 
Perfection No. 421 ......c.ccece 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 





Emphasizing the Mechanism 











play! 

The ideal store, like the ideal healthy body, 
must employ many more processes than those 
who have never been initiated into the mysteries 


of merchandising would ever suspect. 


BETWEEN the time one of 
our feet is pressed down and 
the time the other foot comes 
into play, physiologists tell us, 
the human body employs three 
hundred’ different muscles. 
And yet how smoothly and 
easily and quickly these many 
muscular processes come into 


And, 


whether or not they may rightly be classed as 
“red tape” depends upon two things: the possi- 


Reading matter continued on page 106 


bility of eliminating each and the lack of success 
with which each is removed from the casual obser- 
vation of the customer. 

These things comprise service and service is 
today what the public is paying for and expects 
and must have. Carbureters and Bendix springs 
and spark plugs do not interest the average pur- 
chaser of a motor car today half as much as deep 
upholstery, a convenient emergency brake, clear- 
vision windshield and so forth. Much the better 
plan is to allow the customer to find out for him- 
self or herself the many details of purchasing of 
which you are relieving him or her. Then they 
will be appreciated far more than when you direct 
the spotlight upon them. 
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SUPERIOR 


Poultry Netting 


Always proves true to 
its name 


Any bale of Superior 
Poultry Netting rolled out 
on your floor will run straight 
to the very end. Every bale 
has absolutely straight sel- 
vage. This one feature alone 
will give you a tremendous 
sales advantage, and it will 
overcome a disadvantage that 
many dealers have had to 
contend with for years. At 
the same _ time, Superior 
Poultry Netting gives you an 
evenness of hexagonal mesh 
and heavy bright galvanizing 
that further increases the 
good will of jobber and dealer 
and makes the consumer 
come back for more of the 
same kind. 


In all standard sizes, and 
as heavy as 14%4” No. 14 wire 
for the black fox industry. 
G. F. Wright Steel & 

Wire Co. 


Worcester, Mass., U. S. A. 











loin l rls 


(Reg. U. 8. Patent Office) 





Catalog and Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 





























MAX SIEVERT 
(Sweden) 

BLOW TORCHES 

and STOVES 


Over 400 Types—The Best by Far 


We also carry a full line of Swedish Quality 
Hardware 


Order from your jobber to-day, or write. 
SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


“Minneapolis, Mian. !16 Broad St., N.Y. trontreal, ‘Can. 














How to cut your. rent 


Do more business per square 
foot of floor space by using 
Heller sales- making store 
equipment. 


It cuts down your rent, per 
dollar of sales; it reduces 
your cost of selling, yet’ lets 
you pay your good clerks 
better wages; it reduces 
your advertising cost, and 
lessens your general over- 
head. 


Any representative of the 
Heller Organization has in 
his pocket the facts to prove 
how Heller equipment has 
helped others, and will help 
you. Ask for the facts, and 
get started now to making 
more profits. Act promptly. 


W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 
20 Vesey St., New York City 





Thie te the book 
that will help you 
increase profits. 
Its FREE: Ask 
for it today! 


W. C. HELLER & CO., Montpelier, Ohio. 28A 
Please send the new book, “The Heller System of Larger 
rofits.” 

PEE Reason netwepscodeeece cocegscveceseseveosecececs 

PE ob cw beaaeeas © 9564460460066 00 Ob Ga so ob0eS ORC ONS 
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A Job or a Profession? 


Do your men, Mr. Dealer, feel that they have 
merely a job at ’s hardware store or do 
they regard themselves as being coming men 
of the hardware selling profession? 


oe oa Se ae oe 


It makes a tremendous difference to you and 
to them which viewpoint controls their efforts. 
If to them their position is just a job at so 
much per week you have to compete with 
every other employer of labor in town for 
their services. That way lies high labor turn- 
over with its incidental high expense and low 
efficiency in your store organization. Men 
controlled by that viewpoint can never be 
anything more than clerks. 


If, on the other hand, you give your men a 
vision of hardware selling as a profession, 
show them the underlying principles and help 
them master them in their daily work, they 
will become interested in hardware as a future 
—they will have a definite goal toward which 
to work. 


Your interest in their progress will be richly 
repaid by your men in a higher grade of 
effort, in increased self-respect, in greater 
appreciation of the opportunity you offer 
them for development toward a better eco- 
nomic status. 


Frequent store meetings are a convenient and 
valuable means for instilling an idea of the 
dignity and worth-whileness of the hardware 
selling profession into your men. Just try it 
out. Discuss with them the policies of your 
store. Discuss the principles of modern sell- 
ing. Discuss various ideas for the develop- 
ment of your business. Get them all to take 
part for their own benefit and for yours. 
Assign for discussion the following ideas or 
others that may be gleaned readily from this 
issue Of HARDWARE AGE: 


Some Christmas Sales Opportunities...Page 2 
Cooperation of the Maker with the 
a Pee Page 16 


The Value of Compact Display....... Page 24 
Know Your Merchandise: Some Wire 
ee er Page 26 
A New Door Set That Will Attract... .. Page 29 
Some Washing Machine Improvements.Page 34 
PE sucttereceresbecey oon Page 69 
The Gift Appeal of Safety Razors..... Page 74 
Appealing to the Dollar Trade........ Page 83 
Some Sectional Views of Power Pump 
Es ccvecucceniscddween Page 89 
Satisfying Your Roofing Customers. ...Page 124 
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Ask ’*Em to—Pay! 
William Ludlum 


HE selling slogan, “Ask ’em to Buy,” has 
been exploited in every conceivable fashion. 
We can hardly pick up a trade magazine in 
any line of business, but what we see it boomed 
and boosted to the limit, and there isn’t any doubt 
in the world about its having been a great sale 
producer, either. There are more “askers”’ to- 
day than ever before in the history of retail mer- 
chandising. Silence is no longer “‘silver’’; it isn’t 
even worth a “copper” as a money-getter; it’s the 
golden tongue-waggers, the “ask ’ems” that bring 
in the dollars which now seem to be piling up on 
every hand. If this business was all transacted 
on a cash basis, there wouldn’t be another word 
necessary to say about it; but, unfortunately, 
the bulk of this big turnover is not in cash, it’s— 
charge! and the dollars are mostly tied up in 
open accounts on the ledger, meaning not a 
penny’s worth of actual profit until collected. 
There are some folks, thank the good Lord! who 
pay up when they receive a bill; others who wait 
for a statement; but the great majority wait un- 
til they are asked, and if they are not asked, well, 
they just hold out on the waiting list. We take 
off our hats to the chap, whoever he was, who 
first broadcast “Ask ’em to Buy’; but we are 
more than likely to find it very necessary to take 
off a whole lot more—if we don’t learn to Ask 
‘em to Pay, and keep right on with the treatment. 
There is as much, if not more, education 
needed on the collecting end of the retail busi- 
ness as there is on the selling end. Lots of mer- 
chants never hesitate to “ask ’em to buy”; but 
they grow strangely diffident and bashful when 
the necessity of asking ’em to pay arises—they 
don’t like to hurt a good customer’s feelings, and 
they generally manage to get hurt themselves, 
more or less, in consequence, depending on the 
good nature of their creditors. A merchant’s 
credit standing rests almost entirely upon his 
ability to meet his obligations—when due, and 
he just can’t—unless he collects what is owing 
him. He,can’t do what he should do without the 
due that’s due him coming in when it’s due to 
help him do unto others that which he would 
have others unto him do when it’s due. Do you 
get it? 
Come, you hardware fellows, let’s start a new 
one—ASK ’EM TO PAY! 
Just four little words; 
But each O.K. 
- These four little words— 
Ask ’em to Pay! 








Somebody has remarked that there are two 
times for the salesman to remain quiet. One is 
when he has nothing to say and the other is when 
the customer has something to say. 

Keeping quiet is one thing some salesmen do 
everything else but. They seem to have the idea 
that salsmanship is one hundred per cent talk, for- 
getting that if such were the case, a phonograph 
would be the greatest salesman in the world. 
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~ The Waste Vapor Tank 


A visitor to one of the dis- 
tricts where gasoline is refined 
and stored in big tanks was 
very much interested in a barn- 
like structure in the middle be- 
tween a number of such tanks. 
He asked what it was. He was 
told that it contained another 
and smaller tank which was 
connected with each of the others and that it re- 
ceived the vapor which naturally arises from the 
top of the gasoline in the tanks and which form- 
erly had been allowed to escape. This vapor, it 
was explained, was condensed within this small- 
er tank and the result was a saving mounting up 
into tens of thousands of dollars in the course 
of a year for the operating company. 

There are few businesses indeed which do not 
have their wasteful practices; and yet a little 
thought and consideration are usually capable 
of arresting these wastes and turning what once 
was a loss into a profit. Ask the average retailer 
what one factor, more than any other, has con- 
tributed to the success of the average chain 
store and he will tell you that it has been the 
elimination of waste. In other words, he appre- 
ciates the value of waste elimination with the 
other fellow, although he may give little or no 
thought to it in his own case. 

And yet it will undoubtedly interest such re- 
tailers to learn that at the recent large Chain 
Store Convention, held in Chicago, one of the 
subjects which was accorded primary emphasis 
even among these chain store business men was 
the further elimination of wastes. The state- 
ment was there made, as it has been made upon 
many other occasions, that the future health and 
success of retailing is bound to depend, more 
than-upon any other one factor, upon this elimi- 
nation of waste, followed up in a tireless, even 
scientific, manner. 

















Be a Booster 


ONSIDER the knocker! Who loves him? Nobody. 
Why should they? He deserves nothing. He does 
no good. Any fool can knock. 

It takes brains to build up something good—something 
worth while. But a chump can find fault and tear things 
to pieces. 

Even a knocker knows that knocking is no good. It is 
senseless or thoughtless fault-finding. Some knock un- 
consciously, some from habit—chronic complainers. 

It is old advice to say, “Don’t be a knocker,” but don’t be 
one anyway. The world has an overstock of knockers 
already. 

Search the world over and you won’t find a single monu- 
mood to knockers. And if you want a monument, don’t 

nock. 

Abraham Lincoln had enemies and knockers. But where 
are the monuments to their memory? 

Look at what the world has to say about builders and 
boosters! They get the olive wreaths and the purses of 
gold. 

It’s grand to meet people who are looking at the good 
there is in the world and cheering it with their boosts— 
their praise. 

Many a game is won by the boost of the rooters or lost 
by the knocks of the howlers. 

Everybody loves a lover and a booster. 

Be one, yourself.—National Lock News. 








CHALLENGE 


Ref r| gera tors 


More Hardware Dealers 
Should Sell Refrigerators 


Some hardware dealers find re- 
frigerators one of their most prof- 
itable lines. 

Other hardware dealers still pass 
up these profits—still send their cus- 
tomers to some* other store. 

We ask you to consider putting in 
the dependable Challenge line. No 
great investment is required, or much 
hard work needed, to develop a prof- 
itable business. . 

The Challenge is a good, practical 
refrigerator for a hardware dealer to 
handle—so handsome that women are 
drawn to it, so well built it is eco- 
nomical in ice. 

Write your hardware jobber, or us, 
about handling the line. At least 
look into the matter, for your own 
satisfaction. 


CHALLENGE REFRIGERATOR Co. 
Grand Haven, Michigan 


One of the oldest refrigerator fac- 
tories, making one of the best lines. 
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Seeing the Boss Through the Employee’s Eyes 


of clerks and am some sort of a clerk 
at present. But did not quit business 
entirely on account of not being able 
to secure competent help. 

‘For the past few years I have sold 
goods to retail stores, managed a re- 
tail business and more recently con- 
nected with one of the largest jobbers 
in the East, Have had contact with 
all classes and creeds of mankind. 

I love to talk with a man about his 
home, his garden, his chickens and so 
forth, and believe there is much truth 
in the old saying, “There is so much 
bad in the best of us and so much good 
in the worst of us,” that it doesn’t be- 
hoove any of us to judge one another. 

Now to get back to the clerk story. 
As to the question of pay I believe the 
BONUS system will do wonders. If a 
small town merchant, get the boys to- 
gether, give them the data on last 
year’s business. Boys, we cashed a 
trifle over forty thousand dollars worth 
of business last year, and I want you to 
make this year come out with a better 
showing. We will set the goal at forty- 
three thousand, and in addition to your 
regular salary I will give you five per 
cent of it for the year in a lump sum 
at the end of the year providing we 
reach otr goal. If a large city mer- 
chant you could talk in larger terms. 

There are many ways of working the 

bonus trick. The banks and financial! 
institutions use it, also some of the 
large industries, why not the hardware 
man? 
» A housefurnishing and hardware 
dealer of my acquaintance pays his 
clerks a moderate salary and gives 
them a certain share of the profits each 
year. Whether he has a good or slack 
season they share with him on equal 
terms. 

I might also mention this particular 
man employs several girls. They can 
eut fly screens, sell chinaware, cook 
stoves, curtains, etc., and do most any- 
thing but tote a keg of nails from the 
cellar. 

Female help to my notion is an asset 
to any store when size and variety per- 
mit. They are better stock keepers and 
as a rule more honest than men, not 
only with money matters but in obe- 
dience to rules and regulations. An- 
other observation I have made is that 


(Continued from page 51) 


a lady customer will approach a lady 
clerk in preference to a man when 
making a purchase. 

Your clerks, whichever sex, must 
have something to look forward to in 
life. In order to grow and increase 
their knowledge it is important they 
be in love with their work. And love 
of work causes them to lose sight of the 
time of day, thus the closing hour ar- 
rives before they think to glance at 
the clock. 

Group insurance and get together 
meetings are fine, but remember “a 
bird in the hand is worth two in the 
bush,” just the same to your clerk as 
any of us. 

When a man finds he has reached his 
limit in salary he is apt to look for 
another position; if he does not find 
one to suit he will lose interest in the 
one he already fills. A way to prevent 
this would be to make a special drive 
several times a year on_ seasonable 
items. 

Take electric washing machines, 
electric cleaners, or any item selling 
for a good profit. Get the boys to- 
gether again, tell them the story and 
again set the goal. Offer them three or 
four dollars extra on each deal they 
can put through. Even if it cuts your 
margin of profit the extra business de- 
rived will offset their commission. 

Might work the scheme with auto 
tires, tire chains and Pyrex ware in 
season. This plan would _ stimulate 
sales and provide competition for the 
sales force as well as increasing their 
compensation. 

There is another feature of hiring 
an employee which has come to my no- 
tice. The town paper will publish a 
want ad: 

Wanted—Young man for hardware 
store, pleasant surroundings and chance 
for advancement. Apply John Brown. 

In answer to this a young fellow out 
of high school will apply for the job. 
The merchant accepts him and on first 
appearance starts him washing the 
windows, hauling ashes from the base- 
ment, cleaning the store front and 
many such jobs. After a month or two 
the fellow feels he is not learning the 
stock as he should. His associates from 
school taunt him and he quits the jani- 
tor job. 


If the business is large enough to 
permit why not have a man with a 
lower ideal in life to do this work, or 
hire an outside window washer, and 
the community ash man to lift the 
ashes? If not practical to arrange in 
this manner, tell the employee just 
what is expected of him, so he will not 
fee] as if hired under false pretense. 

Young America of today lives in a 
higher realm of ideas than the old 
stock, want less work and more pay, 
and also have a dislike of soiling their 
hands at the collar and necktie job. 

Some years ago I had a young lad of 
the neighborhood working for me. He 
was industrious, punctual, and a very 
good boy. After a few weeks I noticed 
he made small sales and kept the 
money in his hand for a short time. 
Then I observed he did not deposit the 
amounts in the cash register. I quietly 
called him to account in regards to the 
inatter, which he confessed, also told 
me his father requested his wages 
every Saturday night, leaving him 
nothing for soda pop, candy, and a few 
cents to treat the girls. 

I told him hereafter his wages would 
be the same, but he would get an extra 
dollar every week. And not to tell his 
pop about the dollar. Did I do right? 
I believe I did. 

This boy grew to manhood and about 
a year ago come to me for a reference 
as he was about to occupy a respon- 
sible position with a large traction 
company. I gave it to him gladly for 
I believe him to be an honest man. 

Now, if I had made this small theft 
open to the public, told his parents and 
made much ado, seems to me his repu- 
tation would have been damaged for 
years to come. 

Meet your clerks half way in all 
things, inquire about their family, say 
good morning to them upon their ar- 
rival, sympahize with them in their 
troubles, pay them what you can af- 
ford, give them a chance at extra 
money, give credit when credit is due, 
come from behind those bifocal nose 
glasses, break down that reserve that 
holds you apart. And if your clerk 
does not respond to such treatment he 
has no business on your payroll. 

E. L. O. 











No Mail Delivery on 
Christmas Day 


Postmaster General New decreed on 
Nov. 9 that there would be no delivery 
of mail on Christmas Day. 

The new procedure he announced, is 
in the nature of an experiment, the 
success or failure of which probably 
will guide future action. Two years 
ago the department made an effort to 
break into the custom which, in’ years 
past, worked postal employees harder 


on Christmas Day than any other day 
of the year. All work in city offices 
was stopped at noon and rural delivery 
was discontinued on Christmas Day. 
This experiment worked well and last 
year the time for closing was moved 
back to 11 o’clock in the forenoon, thus 
permitting one street delivery only in 
the morning. Again the experiment 
worked and it was decided to go a 
step farther this year. 

“It is the duty of the department,” 
said Mr. New, “to give reasonable 
postal service to the public. If the 


public, however, may be_ reasonably 
well satisfied with the service we can 
give without regular service on Christ- 
mas Day, it will be gratifying to me. 
It is realized that this experiment is 
a great undertaking, but it is believed 
that it is in line with the sentiments 
of the public, if this can be done with- 
cut too great loss of service. It is 
confidently hoped that it will succeed 
and that our large force of workers in 
the field may for the first time have 
the benefit of a real holiday at 
Christmas.” 
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Announcing— 


A wood tub addition 
to the famous 


NeStandard 


TRIPLE 
_ WHIP C Freezer 


a COMPOTION |S <a MOUNT JOY PA.U-S-A- 


octal 
























To further supply the tremendous demand for 
New Standard Triple Whip Freezers, the famous 
triple action construction of the all metal freezer 
has been incorporated into a wooden tub freezer 
of two quart size. This new tub has a heavy gal- 
vanized (patented) steel bottom, thus eliminating 
the weak construction of wood screws to hold the 
cream can bearing in place. 


This new product also includes the improved gear 
frame with a latch release which frees the can 
from the frame. It is thus assembled with per- 
fect ease. 


Other features include full floating drive (no 
binds), side crank, reserve ice space and shel- 
laced wooden handle. 


Write for further information and quotations im- 
mediately to the New Standard Corp., Mount 
Joy, Pa. 








TRIPLE ACTION 
1. Can rotates one direction. 
2. Dasher rotates another. 


3. Spiral dasher whips cream 
from bottom upward. | 
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DISPLAY BOARD 


No. 24514 





12 x 24 inches 


This handsome, mahogany finished, “Silent Salesman” 
if prominently placed in your store will constantly re- 
mind your customers of their Padlock needs and thus 
materially increase your sales and profit. 


Selling from these samples makes it unnecessary to take 
goods from your shelves until the sale is made, thus 
keeping vour stock in orderly condition and avoiding 
mix-up in keys, boxes, etc. 
Furnished complete with sixteen of our most popular 
Padlocks. 

List Price, $14.00 each. 


The Eagle Quality Line 


Night Latches Cabinet Locks 

Trunk Locks Store Door Sets 

Front Door Sets Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St. -New York 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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Allsteel Desks 


N Allsteel desk is an inspiration— 
gives zest to the day’s work 
and prestige to its owner. Richly 
finished in olive-green or mahogany 
with bronze trim and durable, green 
battleship linoleum top, they are the 
last word in beauty and convenience. 
Measured on the basis of cost per year, con- 
venience, or prestige building appearance— 
the entire Allsteel line is a sound investment, 
The Allsteel mark is your guarantee of per- 
manent satisfaction. 
Write for the new GF Allsteel Desk Catalog 


THE GENERAL FIREPROOFING CO. 
Beans Youngstown, Ohio 
SEEN Dealers Everywhere + Canadian Plant: Toronto, Ontario 








weet? * ee 





. 
oe **ee® 
eee t tee 
* ese -",*.*.* 
See, *.2 806 
"Ty . S 
% eee «ve 























HARDWARE AGE 






































fee =22£2 Aiach this coupon to your firm letterhead **"*"""" 


The General Fireproofing Co., Youngstown, Ohio (HA) 
Please send me without obligation a copy of The GF Allsteei 
Desk Catalog. 


Name 
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GY Cyclone is the fence buyers know and 


want. For years the Cyclone Fence 
Company has been building a name 
and reputation that mean profits to 
dealers who sell Cyclone products. 
Month after month powerful National 
Advertising in the leading publications 
is increasing demand for this superior 
fencing—making it the unparalleled 
leader for dealers. 


If you are not getting your share of the 
big profits on Cyclone ‘Red Tag’ 
Fence, Gates and Products, start now. 
Write for latest catalog, No. 14. 


CYCLONE FENCE COMPANY 


Factories and Offices: 
Waukegan, IIl. Cleveland, O. 
J. Fort Worth, Tex. 
Pacific Coast Distributors: 
Standard Fence Co., Oakland, Calif. 
Northwest Fence & 


Newark, N 


Wire Works, Portland, Ore. 








The 
**Red Tag,’’ ” 
The Mark 
of Quality 





Style “F”’ 
Fabric for 
erection on 
wood posts. 

Furnished 

in 10 and 20 
rod rolls 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 





KHAKI Tt 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


10] knurled head. 
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NONE BETTER § 


‘@) Double End Flat Wrench Set 


{ 
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Ten Openings for 
Quick Sales! 


A set of six Flat Wrenches 
made of a very fine grade of 
steel; hardened to give more 
than the required strength; 
attractive in finish and priced 


GPO GPO OO PO DODO GODOGPDO DO DODO GODOZOGZOOZO0O OZ9OO09 


o| to win. popular 
| approval. Held 
| together m center 
| ‘with machined 
®| screw with large 


°' Each set packed 
in attractive indi- 
vidual boxes 
printed in orange 


and black. 


This is but one of a 
number of sets in the 
NONE BETTER line; 
send for the complete 
catalog. 











The New Britain Machine Co. 
199 Chestnut Street 


New Britain Connecticut 
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YOU NEED ’EM LET’S TRADE 
































| 
Over Fifty Years . Our Guarantee of 
Handle-Making SA Value; a Label on 
Experience S a 7S Every Handle 
~ or “TD & W”’ 
; Stamped 
in Head 
“since 1855”] | TRADE MARK 
Ae Z eS = 
Coprighted Brands > U.S.4 ite Coprighted Brands 
DANIEL BOONE S PERFECTION 
AMERICAN BEAUTY @ » TRIUMPH 
DAISY /) HERCULES 
SUNFLOWER AV ® SUCCESS 
EAGLE Z \ PEERLESS 
ROYAL OAK Hl BEAUTY 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 
CANT HOOKS, PEAVIES AND JACKS 

















READING 





MOWERS 


a*¢ 4 


LAWN 





Prices Ready for 1926 
Write for Catalog 
Our Guarantee Back of Every Mower 


deta READING HARDWARE COMPANY si 
; PHILADELPHIA READING, PENNSYLVANIA SAN FRANCISCO 


CAGO 
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A Man 
May Never 
Require 
ALL the 
Strength , | 

In these times when work is rushed and tools put to such severe usage, 


That Is Built what a satisfaction it is to know that the wrench you sell will measure 


+ 
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TU 











COES strength is found in each of the seven standard sizes—from 6 to 21 
inches. 
All-Steel All Leading Jobbers Carry Coes Wrenches. 
WRENCH COES WRENCH COMPANY 
w “In business since 1841” 
orcester 
but It’s There : am 
J. C. McCa ak ie a a ie 29 Murray Street, New York 
If He Should Selling Agents John H. ie & Co....113 ee a cman New York 
Fenwick Freres............ 8 Rue de Rocroy, Paris, France 











‘Perfeer™ 
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The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
he ; a here week after week are getting into action. We under- 
‘Ree aH stand they have been boosting ‘‘Perfect’’ Screen and Hard- 
WUD OWSAYIOR ware cloth. All the neighbors are talking about its quality 
: | and fine appearance and passing it on to their friends. 


TO ET Bee 


It started some time ago when our Dealer Friends insured 
. . . . : 44 
themselves against dissatisfied customers by selling better AINTED SCRE 
re C WIRE CLOTS 
Wire Cloth. ~~ 
And now all their efforts are being rewarded by repeat 
sales and new customers. 


If you are not meeeting these folks ask your Jobber to 
tell you about “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 


Galvanized St. Louis, Mo. Painted 
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CHROETER 


Sf “812-814 WASHINGTON AVE. SLLOUIS Own Manufacture 


S SPECIALTIES cessed" rnet 








No. 4—Home Bowl Nut Cracker. 





No. 10—Electrie Motor Driven Scroll Sew. 


No. 120—Nut Cracker. 


SCHROETER BROS. HARDWARE CO. my —— Mo. Ne, 1—Velociede 


(Patentees and Manufacturers) 




















Paint Your Store First 


and let the power of suggestion get to work selling paint. 


Suggestion can be used in many ways. Good displays suggest the 
need of new paint. 

Your Chamber of Commerce should be glad to push a “Clean Up 
and Paint Up” Week, which will suggest the need of painting to every 
person in your town. 

The fourth issue every month of Hardware Age brings you facts and 
ideas about paint merchandising. 


A special section in this issue carries the advertising messages of the 
foremost paint manufacturers. 


Read what other successful hardware dealers are doing to push paint 
sales. Learn how the paint manufacturers are willing to help you. 


Clean up and paint up your own store, put in some good selling dis- 
plays, and let the power of suggestion roll up paint sales and paint 
profits. 
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Combination Service 


Wrench 


A practical and convenient tool 
that increases the usefulness of a 
wrench. 


Strongly constructed for gripping 
and holding both round and square 
parts. 

Eliminates lost time and_ the 


bother of carrying two wrenches 
on one job. 


Its double purpose feature appeals 
to the home owner for general 
work as well as the expert me- 
chanic. 


Made of a forged steel bar, case- 
hardened throughout. 


Featuring ‘Bemis and Call 
Wrenches will mean more sales 
with less sales effort. 


Let us send you details and 
prices. 


BEMIS & CALL CO. 


Springfield Mass., U.S.A. 











ARMSTRONG’S 


weer 





Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 














i i, A Good Oat Sprouter 


Chickens require plenty of 
green feed in all seasons to 
keep them healthy and to 
maintain a high egg yield. 


Moe’s Oat Sprouter will 
provide an abundance of 
Sprouted oats, wheat, rye 
or other grains. 


eet i) on Requires no lamp or heater, 
and very little attention. 


Has a heavy steel frame, 
enameled to prevent rust, 
and heavy galvanized inter- 
changeable trays. 

Shipped K. D. in a _ compact 
carton, and easy to set up or take 
apart. Many thousands of them 
are in use, and they will please 
your customers. 





“Moe’s Line” is fine complete line of Poultry Equipment, 
for which there is a steady all year around demand. 


Everything for the Poultry 
Yard. 


Write for New Catalog 
and Prices 


Hoeft & Company, Inc. 


Manufacturers 
2305 Davis Street 
NORTH CHICAGO, ILL. 





Star Fountain 
For Mason Jars 





Moe's Poultry Supplies 








LANDRETH'S 


Garden and Flower Seeds 


Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for, this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 
graph cartons of | Ib., 4 Ib. and % Ib. and in 
Flat Papers. We would also like to quote you on 
Mixed Lawn Grass. Please give us the oppor- 
tunity. 





1925 CROP 


Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 

We are the oldest Seed 
House in America, this be- 
ing our I4Ist year in the 
Seed business. Had we 
not given good seeds, sat- 
isfactory attention to busi- 
ness and fair prices, we 
would not have existed so 
long. 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL BOY COPYRIGHTED 
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Be Ready for the 
COMING BOATING SEASON 


It is predicted that 1926 will be the biggest season 
for boating ever known. 





9 | MARINE "GLUE a boat is a prospect for 
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Waterproof Marine Glues 


This famous glue will make any boat leakproof so 
long as the frame is in fair condition. It is easily ap- 
plied—always elastic. 


We advertise it nationally, co-operate with dealers, 
provide booklets with your imprint, circularize in your 
locality and assist you to make sales in every helpful 


Way. 
R For Catalog Descriptive Data 
See Hardware Buyers Catalog 
L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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Patented by 


Two styles ; Mr. Russell Jennings | 


lof shanks;— 
three. threads for 
boring all woods 


4 usscl Jennings: Mtg. Co. is s 


2 si een Chester, C Conn. = nei: es * : F me 


"Russell Jennin igs 
~ Auger Bits! | 




















Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
We manufacture various 
FUS brands of fuse, among 
which you should find 


one adaptable for your 
work. 











The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 





“Yt Marks _ 
on all Polished ve, ae 


as plainly as aPencil onPaper 


. Hard 
Sia ZS OM — 
Does away with Price Labels 
Marks distincily on on- 


Agateware,Glassware, 
Tinware,Cutlery, Steel, 
and all Metal Surfaces. 4 |. 7 Furnished 












the strip 
Straight 
away. 


Bhaiscelh PENCIL, COMPANY 


CUSHION TIRE 
























































To provide adequate storage facilities for 
shelf — make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


Deep trond stops, Sel tengih bane pips, vemar een 
overhead track system, firm construction throughout, 
eliminate vibtation and noise and produce a ladder 
of ample strength for safety, convenience and : 
‘efficiency One style only—neat of design— 2nt 
iff attractively finished —~any height— ° 
LH easily i 


] ar eS SAU NO 
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ne Gv lle 


bea 


fall C KOOKS 


Made in all types for every ice harvest- 


Ww = Ice Too ==) 
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The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 
FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 


Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 


(Name is molded on the inside of 
front door.) 


Beautiful grained mahogany finish 
harmonizes with finest mahogany fur- 
niture. (Also in plain finish for one- 
third less.) Made in the same plant 
in which we manufacture 100,000 
Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fi ire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 


Gives the consumer an excellent value 





4“ Oo 

N a ar ay and the retailer a handsome profit. 
Write today for exclusive agency 

Patent No. 12494 plan; your district may be open. 


Gray & Dudley Company 
NASHVILLE, TENN. 


“We melt more than 100, fe of 
Southern pig iron per 











CRECOITE 


Tools 


There’s a complete line of 
CRE-CO-ITE hatchets, 
hammers, men’s and 
boys’ axes, in addi- 

tion to the fa- 
mous Crecoite 
Camp Axe— 
for scouts, 
campers, 
etc. 










Crecoite 
House Axe 


A handy, rough and 
ready tool for house- 
holders and amateur tool 
users. Provides wonderful 
service at a moderate price, 
hence easy for every dealer to sell. 





Ask your jobber or write for Catalog J 


MARION TOOL WORKS, INC. 
Marion, Indiana 














For the Life of a Lawn— 


The New 


SHERMAN DIAMOND 
HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in _ less 
time. It throws more water 
farther —thus shortening the 
important hours of lawn and 
garden sprinkling. A _ larger 
nozzle with a larger stream and 
a volume spray. Water-tight 
shut-off. 






aX 9 abit: t 





Order a dozen Diamond Nozzles 
in ~——e carton featuring ‘‘Per- 
fect epee ” from your Jobber. 
Indi - sally wrapped in tarnish- 
proof paper. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 



















Add These Three Profitable 


Articles to Your Line 
Brookins Oil Measure 


The flexible metal hose of the Brookins 
Oil Measure reaches any oil intake 
without a funnel. The flow of oil is 
started and stopped at will by the handy 
thumb-valve control. A _ specially de- 
signed lip prevents spilling. And 
there is a size to fill any crankcase 
in one operation. 


Brookins restate Drain Tank 


The new Brookins 
Portable Drain Tank 
makes easy work of 
draining any crank- 
case without drain 
pits or racks, with- 
out the bother of buckets 
and without working in grease. 
Can be drawn anywhere as easily as a sled and the 
drained oil is always under cover and out of the way. 
Several cars can be drained before it is necessary to 
empty the tank. It holds about 5 gallons. 


Brookins Gasoline Can 


Made in two and five-gallon sizes. Equipped 
with flexible metal hose that puts gasoline in 
any gasoline tank without a funnel. Just the 
thing for carrying gasoline to tractors in the 
field or to automobiles that cannot be brought 
to the pumps. Carries any distance without 
spilling or splashing. 


Brookins Service Station equipment is sold by leading jobbers 
everywhere. Write us for descriptive matter. 


The Brookins Mfg. Company 


342 Xenia Ave. Dayton, Ohio 
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Denver, Birmingham, Dalles 
U. 8. Steel Products Ce. 


American Steel & Wire 


WIRE = 


Chicago, New York, Bestes 
— qr ha args Am. ‘Glidden, Am. Special, 


Waukegan, Baker Perfect, Ellwood Juni 
NAILS, Spikes. STAP TACKS, Hot Galv’ Nails. 
ZINC INSULA FENCES: American, Royal, Anthony, 


National, U. S., Banner. Steel Gates. 
BANNER (formerl sn MR Arrow) STEEL POSTS. 
CONCRETE CEMENT. 
BALE TIES: Old voable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 










ALLEN Safety Set Screws 


30% Extra Strength over broached hollow omens 
“> —the only other kind made. By a 
process we increase the density of eee 
around the socket-holes, so that even the ae 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed eee 4. 
the bottom. The entire length of 
utilized either for solid metal at the point, or tach « poo’ 
for the wrench. All sizes in stock from % in. to is _in.; 
any len point or dhvend. Also 
Screws, ap Extensions and Socket Wrench 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO.Hartrorb, CONN: 


a Cap 
Dealers: 

















Heimerdinger 





Grass Shears 


Means more sales. 
where. 
Put in a stock and profit. 


These shears are selling well every- 


Write your jobber. 





W. C. HEIMERDINGER CO. 
114 W. Market Street Louisville, Ky. 





Better Machine Screws 
for the Flardwaré Trade 


HARVEY HUBBELL, INC., Bridgeport, Conn. 





Jersey Copper Screen Cloth is easy to sell because its dura- 
bility, stiffness and tensile strength are soextensively advertised 
“i THE NEW JERSEY WIRE CLOTH Co. 
PUERSEN: 


Copper Screen Cloth 


To beat the water meter— 


GAYLORD 


WATER SAVING DEVICES 


Factory 
GAYLORD MFG. CO. 
Paterson, N. J. 





Trenton 








Sales Office 
- K. TROUT CoO., Inc. 
342 Madison Ave., New York, N. Y. 











Handy Craft 


The New Steel Building 
Toy for Boys 
Retails for 75 Cents 
THE HART & COOLEY CO., New Britain, Conn. 





“dhe Fragrance of Flowers— Not the Odor of Otis.” 





for Furniture Floors and Woodwork 


Bouquet-Brownson Co. Ine. 























Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax ComMPounp Co. 
Fort Wayne, Ind. 








Donley Screen Door Guards 


Prevent bulging and sagging. 
Add to the life of the door. Fine 
sizes to fit any door. Retails at 
75 cents and $1.00. 


The Donley Manufacturing Co. : 
10585 Quincy Ave., Cleveland, Ohio | 














Confidence in fSfampion, Brand 


y Tungsten Lamps is shown by 20,000 
retailers and 500 jobbers who sell them. 
CONSOLIDATED ELECTRIC 
LAMP CO. 

DanVers, Mass. 


**Licensed under the General Electric 
Company’s Incandescent Lamp patents.’’ 





Meet every ‘‘call’’ 


Taste in percolators varies——but the 
Rome complete line meets them all. f 


And meeting the ‘“‘call’’ means profit. 
able turnover. | 
Write— (EA 
(ROME) 
ROME MFG. CO. ran’ 


Factories and Offices, Rome, N. Y. 

















QO. Lindemann & Co. 


Manufacturers of 


BIRD 
CAGES ™ YN". 


35-37 Wooster Street, New York 






ie 























Know Them by the Blue Handle 
OSRORN MANUFACTURING CO. Cleveland, O. 
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“BrushvNu Bill says:— 


“Softens the Hardest Paint 
Brushes Quickly.” 


Fast 10c Seller. 


h-Niu 


Five riimnute “BRUSH? NU BILE 

‘Paint Brush Cleaner PAINT Brust Ctaner 
SALESMAA. | 

$1.50 For Two Dozen. 


ORDER A SAMPLE CARTON OF ) 
YOUR JOBBER OR. WRITE DIRECT. 


BrusheNu Co. 


BALTIMORE MARYLAND 
WAREHOUSES CHICAGO _ SAN FRANCISCO 












Screw Plate Sets 


“‘The Line That “Pons Nieving” 


It takes steam to make an engine ‘‘Go’’ and it takes more than good 


materials to keep tools moving 
We've built ‘‘Go’’ as want as “Ouality into the complete line of ‘ ‘Threadwell’ , 
talog. 


Tools. Get the Cata 


The THREADWELL TOOL CO., Greenfield, Mass. 


Office 
New York City Philadelphia Chica eveland San Franc 
396 Broadway 809 Harrison 300 Wrigley 185 _ Clair 604 ia St. 
Bldg. Bldg. N.E. 


















































From the most conservative New England villages to A Good Blade Is Worthy of a Good Handle 
the broadest of the western prairies letters come, show- 
ing that thousands of users when buying holiday gifts Therefore CONNEAUT 
cs SPECIAL SHOVELS 
are equipped with handles made in our own handle plant 
Ol from CAREFULLY SELECTED S E C OND 
ROTATING COOKIE OU It is jon carefully air seasoned in our warerooms by Nature’s 
own methods for twelve to eighteen months before using. 
5 This feature makes it possible to guarantee that our entire 
New styles and new packages for the holiday trade. Write shovel will give you satisfactory service. 
For gevces GRE sampler. THEY “WEAR” QUT—Eliminate breakage. 
AMERICAN CUTTER COMPANY THE CONNEAUT SHOVEL CO. 
49 Oneida St., Milwaukee, Wis. CONNEAUT, OHIO, U. S. A. 
. Why not let us help you 
Osborne High Grade Punches increase your sales and profits? 
) Silverlite 
Special 





Beck Panchos. Asch Panchos _ 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 


quality. 
The above tools will please your customers, as well as our famous Round 
and Oval Punches. 
Remember we have had 99 years of successful manufacturing experience, oe Se Le ig 
employ only skilled workmen and use the finest quality of materials in Our Price with Watch 2.35 
If you want to increase your profits write for our 296 page catalog illustrating 


making our pi: “ducts. 








We ~—y back of every tool we make. Try us. Write for Catalog hundreds of bargains in clocks, cutlery, silverware, etc. 
and Prices. Write now. Don’t delay. Counter Catalog Free. 
JOSEPH HAGN COMPAN ; 
C. 8S. OSBORNE & CO., NEWARK, N. J. Manufacturers—Distributors— Wholesale. 
ESTABL ISHED 1826 Dept. HA, 223-225 West Madison St. Chicago, filineis 




















MILBRADT Sells Well for Many Uses 


LADDERS apc ee oe this is the handiest vise made 


It is also very popular for use 
in the garage, workshop and 
home. 


over for themselves in a 
an me by enabling you 


to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 

your store up to date. 
Write for catalogue show- 
a large number of styles 


Made with a swivel base and 
34-inch jaws which open to 4 
inches. Weight 19 pounds. 
Attractive bright Red finish. 


sultable. for all kinds of 
Very rugged. Sells readily at 
Milbrade Mfg. Co. a liberal profit. 


2411 N. 10th St. Write us for details and prices. 
St. Louis, Mo. ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog - 


Matat 
tsa 















































| THE STEWART IRON WORKS CO., — Stewart Bleck, Cincinnati, 0. 








i 











THE WONDERFUL NEW BRUSH- 
ING LACQUER. Dries in less than 
i 6 BS one-half hour. 


Cap Write for details today ! 
HOUSEHOLD THE GLIDDEN COMPANY 
National Headquarters 


LACQUEROID CLEVELAND - OHIO 














PHOENIX 


MARBLEITE ~ 


RADIATOR ENAMEL 


PHOENIX PAINT & VARNISH COMPANY 
124 Market Philadelphia, Pa. 




















WINSLOW'S 
Skates 


The Samuel Winslow Skate Mfz. Company 
Worcester, Mass. 














DEVOE 


Paints, Varnishes, Stains, Enamels, 
Brushes, Artists’ Materials, Insecticides 


General Offices 
1 West 47th St., N. Y. 


Branches in Leading Cities 











STRATTON = <=“* 
HANDLES 


For Small Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











Robertson “Horse Shoe Magnet" Hammers 
Permanent magnet which holds 


the tack position for driv- 
ing. + eee ge the Silver Medal 
ered) at the Panama-Pacific Exposition. 
or price let. 

















ARTHUR R. ROBERTSON 94 Portland St., Bosten, Mass. 








BOLT 


“VICTOR” CLIPPER 


Send for Catalog 
ROBERTS MFG. CO., Semerville Station, BOSTON, MASS. 








L 


e-Molybdenum Wrenches 
Thinner, longer, lighter, yet stronger. 
Guaranteed. iterature ? 


J. H. WILLIAMS & CoO. 
“The Wrench People” 


New York BUFFALO 


Chicago 
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HACK “JT J NOX” saws 
QUALITY CS ae SERVICE 


UNIFORMITY DISTINCTION 
“The Toots in Lhe Piaid Bor” =: 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. ; =: 


HACK SAWS - BAND SAWS =- SCREW ORIVERS - GLASS CUTTERS 





THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


and Copper 


Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Spargo Wire Co., Rome, N. Y. 


Bronze 

















Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 
Makers of Every 
Kind of Screw, 


» Nut and Bolt. 


The Corbin Screw Corporation 
The Americon Hardwore Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 














aot () LAWN jN MOWERS 


~~” 


Blair Mfg.Co. Spring 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
9 Jones Street Rochester, N. Y. 








BROWN & SH. ARPE TOOLS S 


bor Ne irly iv A Vi its Sivad da . Been N ¢ 
Substitute for brown & tel Te yu lit 


Syrall heool Catalo,s No 
J & SHARPE MFC. CQO. 
VIPERNGCY \ 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care wil] be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Acme White Lead & Color Works...... 16 
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American Can Company ..............--- 123 
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American Steel & Wire Co.............. 118 
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Anti-Borax Compound Co............... 118 
I Ts, Was 560k 460 06664600000 115 
ee 5 
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Bissell Carpet Sweeper Co............... 97 
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Challenge Refrigerator Co. ............. 107 
Chicago Spring Hinge Co............... 101 
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Conneaut Shovel Co. .......ccccccccess 119 
Consolidated Electric Lamp Co.......... 118 
Continental Wood Screw Co............. 105 
Corbin Screw Corporation ............ 120 
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General Fireproofing Co. ............... 110 
a i ee eee ad 116 
Gillette Safety Razor Co............... 74 
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Hyatt Roller Bearing Co................. 71 
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Indiana Rolling Mill Co.................. 95 
Indiana Steel & Wire Co............... 91 
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Jennings Mfg. Co., Russell.............. 116 
K 
Keil & Son, Ime., Francis.............. 103 
Keystone Steel & Wire Co.............. 26 
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N 
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Oneida Community, Ltd................. 
Osborne & Company, C. S..............- 
Osborn Mfg. Co. 
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Classified Opportunities 








) Classified Advertising Rates 
Opportunity Exchange Section 





( Use the “Opportunity Exchange Section” 
| Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


50 words or less... 
Each additional 50 words or less. 


to reach Hardware Manufacturers, 


Positions Wanted Advertisements ! 
50% off the above rates 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 








Allow Seven Words for Keyed Address 


Set Solid, Minimum 50 words..... $3.00 
Each additional word.......... .06 
{ All Capitals, Minimum 50 words.. 4.00 
) Each additional word.......... .08 
1 





Discounts for Classified Advertising 


4 insertions, 10% off; 8 insertions, 
off 


Remittance Must Accompany Order 





tunities, 239 West 309th St., New 
York City 


HARDWARE AGE is published each Thursday 
Forms close Jen Days previous to date ot 
publication 





15% 











BUSINESS OPPORTUNITIES 


HARDWARE BUSINESS in fast 





WANTED PARTNER IN RETAIL 


growing incorporated village of three thousand population, having fine 
schools, churches, paved streets. Large surrounding country to pull from. 
Do large furnace business. Thirty thousand dollar business last year. 
Will require about six thousand dollars. Address Box G-854, care of 
Harpware Ace, New York. 





FOR SALE—GENERAL HARDWARE AND IMPLEMENT STORE, 
located in a good farming community in Western Pennsylvania. Busi- 
ness is making money, but for good reasons owner desires to sell. Will 
give figures of past year’s busiess. Address Box G-823, care of Harp- 
ware Ace, New York. 





SOLICIT CONTRACTS for white 

Beautiful china-white finish obtained 
H. TITCHENER & 
Binghamton, New 


WHITE ENAMELING—WE 
enameling articles on quantity basis. 
by our special process. Address’ Department H, E. 
coms "ANY, anufacturers of “Bathwhite Fixtures,” 

or 





FOR SALE—LIGHT HARDWARE and kitchen furnishing stock, with 
sheet metal shop. Located in Central Kentucky town of 20,000. Oldest 
and best established business of its kind in city. Good paying business. 
Excellent opportunity for live wire. Good reason for selling. Address 
Box G-838, care of Harpware Ace, New York. 





FOR SALE—HARDWARE STORE i in New York - City, good location, 
on busy evommtare. Established business, good repair and locksmith 
business. Good reasons for selling. Address Box G 849, care of HARDWARE 
Ace, New York. 





PATENT RIGHTS AND MACHINERY for shears and scissors manu- 
facture. The patent improves the appearance and cuts labor in half, no 
heated metal required, a complete cold steel operation from beginning to 
end. Address Box G-855 care of Harpware Acre, New York. 





HELP WANTED 


STOCK MAN WANTED for industrial supply house in Brooklyn, N. Y. 
Experienced man needed at once. Give full particulars. Address Box 
G-834, care of HarpDWARE AGE, New York. 








POSITIONS WANTED 


MERCHANDISE EXECUTIVE pastas. TO CHECK HIS OPPOR- 
TUNITIES. SUCCESSFUL FIFTEEN YEAR RECORD, MERCHAN- 
DISING SPORTING GOODS, CUTLERY. ELECTRICAL GOODS AND 
RADIO FOR ONE OF THE COUNTRY? S LARGEST MERCHANDIS- 
ING INSTITUTIONS WITH WHOM STILL EMPLOYED. _ AC. 
OQUAINTED FACTORY SOURCES; EXTENSIVE TRAINING IN 
ADVERTISING AND MANAGEMENT. AGE 38: GENTILE: MAR- 
— Appress Box 7142-A, cArE or Harpware AGe, OTIs BuILpING, 

HICAGO., 











HELP WANTED 


SALESMEN—LARGE NEW YORK WHOLESALE HARDWARE 
and Housefurnishing Goods house requires several men, experienced, 
to call on New York and Brooklyn Department Stores, 








with nig 
Westchester County and New Jersey. Splendid opportunity. State ex- 
perience. Answers confidential. Address Box G-830, care of HARDWARE 


Ace, New York. 





HIGH CLASS MERCHANDISING MAN fully capable of managing 
retail hardware store of well established growing concern. Sales over 
$750,000, including other departments. Attractive salary to right man 
with vision and foresight of constantly developing this department in a grow- 
ing community. State references, experience and salary desired. Address 
Box G-847, care of Harpware AGE, New York. 





SALESMAN WANTED—Calling on hardware trade to sell our line of 
shingle brackets. Samples furnished free. Write for further informa- 
tion. Address NEWARK LADDER & BRACKET MFG. CO., 317 
metteteeanenn Ave., Newark, N 








ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G- 852, care e of Harpware Ace, New York. 


—_—_ $$$ 


WANTED BY AN OLD ESTABLISHED hardware firm near in 
a retail shelf hardware salesman who has had experience and who can read 
New and make estimates. Address Box G-853, care of Harpwarg AGE, 
ew York. 








SHIPPING CLERK WANTED—Man experienced in : a hardware job. 
bing business wanted by New York jobber. Good opportunity for the right 
man. U nderhill, Clinch & Co., 84 White Street, New York, i! # 





HUSTL ING SAL ESMEN wanted to sell on liberal commission basis 
our popular line of labor saving Magic Weeder Hoes to hardware trade. 
REICHARD MFG. CO., Bangor, Pa. 











UNDERHILL, CLINCH & CO., 84 White St., New York, require the 


eervices of an experienced salesman for Boroughs of Manhattan and Brook. 
jyn, New York City. 


Good opportunity for aggressive man. 





HIGH GRADE HARDWARE SALESMAN EMPLOYED WISHES TO 
CONNECT WITH REPUTABLE MANUFACTURER, TO CALL ON 
JOBBING OR LARGE RETAIL TRADE. EVIDENCE OF SALES 

CAPACITY AVAILABLE; REFERENCE A-1. WILL TRAVEL EX- 
TE NSIVELY. THIRTY-TWO YEARS OF AGE, GOOD EDUCATION, 
TEN YEARS’ ROAD EXPERIENCE. INT TERV TTEW DESIRABLE. 
MAKE REPLY TO THE POINT. Apbpress Box G-857, cARE oF HARD- 
WARE AcE, NEw York. 





POSITION WANTED—YOUNG MAN 24 years of age with seven 
years’ experience in retail builders’ hardware field, desires position with 
a builders’ hardware manufacturer. Address Box G-841, care of Harp- 
warE Ace, New York. 





HARDWARE SALESMAN WISHES TO CONNECT with a retail or 
wholesale house that offers opportunity for advancement. Can read blue 
prints. Seven years’ experience. 26 years of age. Best references. Ad- 
dress Box G-848, care of Harpware Ace, New York. 





SALES ACCOUNTS WANTED 





AC COUNT WANTED—MANUFACTURERS’ REPRESEN- 
with New York office and established trade calling upon whole- 
sale hardware, housefurnishing, automobile, radio, exporters and 5 and 10 
cent store syndicates, desires correspondence from reliable manufacturer 
of hardware or kindred lines on commission basis for New York City 
territory. Address Box G-842, care of Harpware AcE, New York. 


SALES 
TATIVE 





ESTABLISHED MANUFACTURERS’ REPRESENTATIVE desires 
an additional high grade line, selling to the hardware jobbing and large 
retail trade in the States of Missouri, Kansas, Nebraska, Colorado, Iowa, 
Dakotas and Minnesota. Am well established and acquainted in this terri- 
tory, having covered it ~ ay for a number of years. Address Box 
G-837, care of Harpware Ace, New York. 





REPRESENTATIVE HANDLING THE LINE of a well known 
manufacturer with an established trade among the Hardware and Wooden- 
ware jobbers, department stores, hotel and ” sy oa supply houses in the 
Metropolitan District, including Newark, , desires to secure one 
additional line on a commission basis. " Refereuces furnished. Address 
Box G-844, care of Harpware Ace, New York. 





MANUFACTURERS REPRESENTATIVE MAINTAINING OFFICE 
in Detroit desires additional line to sell hardware jobbers and department 
stores in Western Pennsylvania, Ohio, Indiana, Illinois, Michigan, Louis- 
ville, Kentucky, and St. Louis, Missouri. Have successfully sold this trade 
for twenty years. Only well known line considered. Commission basis. 
Address Box G-851, care of Harpware Ace, New York. 





MANUFACTURERS WITH AN ESTABLISHED hardware line ean 
obtain competent aggressive representation in New York territory. Ex- 
perienced salesman with 15 years’ record of sales production can handle a 
few additional limes. References exchanged. Address Box G-850, care a 
Harpware Ace, New York. 





WANTED BY EXPERIENCED SALESMAN calling on hardware 
general store and mill supply dealers in Baltimore and Washington, a go 
side line to sell on commission. Reference if desired. R. Gregory, 
2316 F Street, N. W., Washington, D. C. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 








) Sales Account Wanted— 


Commission Basis 


by live wire, hustling manufacturers’ agent with 
New York office and established trade with hard- 
ware jobbers, dealers, department stores, also auto- 
1 mobile accessories jobbers. Territory covered—en- 
tire United States. Can take one or two good hard- 
ware items. Will only represent high grade, sub- 
stantial manufacturer. Have put over three success- 
ful national selling campaigns. If you have a good 
line to offer, write. References exchanged. Address 
Box G-846, Care of HARDWARE AGE, New York. | 











_~S - - . = |S 














SALESMAN WITH OFFICE DOWNTOWN, New York City, well 
acquainted wholesale and retail hardware and allied lines wishes to repre- 
sent manufacturer in Metropolitan territory (New York City, Brooklyn, 
Long Island, Newark, pereny City, Paterson and adjacent territory.) 
Having sales force and offi ce, I can offer you excellent representation and 
a New York office. Write stating outline of your proposition, E.U.W., 
Room 201, 53 Park Place, New York. 











SALES REPRESENTATIVES WANTED 


WANTED—LIVE WIRE SIDE-LINE SALESMAN who will work 
calling on_ retail hardware trade, to represent large clock house, also 
Ingersoll Watches, on strictly commission basis for Southern States and 





SALESMEN WANTED (by manufacturers rated over $300,000.00 and 
in business over twenty-two years) to sell high grade, moderately priced 
line of aluminum cooking utensils to retail trade. Have choice territory 
open. Exclusive territory. Full commission paid weekly, including com- 
mission on mail orders. We give salesmen real cooperation and have a 
splendid proposition for the right men. Will only consider men who 
have made good in the selling field. State fully your selling experience 
and territory you cover. LEYSE ALUMINUM COMPANY, Kewaunee, 


Wisconsin. 





AGENTS WANTED TO REPRESENT us 
throughout the United States. We manufacture a line of Patented Plaster 
Tools, Planes, Brass Goods. A real opportunity for the right men. Reply 
with full details of territory and lines now handled, also references. S. 
FINE MFG. COMPANY, Frankford Ave. and Ann St., Philadelphia, Pa. 


MANUFACTURERS’ 








HAVE A GOOD SIDE LINE for salesmen aprwren on retail ete 
and department stores, in several states. Prefer men having own agencies, 
with established following. Please give age, lines carried and territory cov- 
ered and references. Felt Products Company, 71 Columbia St., Seattle, 


Washington. 








MONEY FOR aggressive salesmen 
farm implement and country 

Well advertised in leading 
W. W. Gleckner 


SALESMEN WANTED—EASY 
with established trade calling on hardware, 
store trade. Side line pays good commission. 
farm papers. Write for particulars and give references. 
& Sons Co, Dept. “ H,’’ Canton, Pa. 





SALESMEN WANTED BY ESTABLISHED CONCERN manufactur- 
ing builders’ hardware. Have several .good territories open for commission 
salesmen. Must have established trade and st connections with hard- 
ware trade. State experience, lines handled and territory covered, Ad- 
dress Box G, 856, care of HaArpware AGE, New York. 





MANUFACTURERS’ REPRESENTATIVES AND SALESMEN eall- 
ing regularly on retail hardware dealers to sell highest quality sharpening 
stones and grinding wheels on liberal commission basis. ‘The line that 
brings repeat —. Also salesmen calling on Mill, Mine and Machiner 
Supply dealers. . GOODRICH, INC., 1500 W. Madison St., Chicago, Ill, 








others. Name territory traveling in. High grade reference required as 
to sales er character and experience. Give full particulars in first 
letter. INTERNATIONAL CLOCK & WATCH CO., 93 Federal St., 


Boston, Mass. 


SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you’ll be reasonably sure to find a 
reliable salesman to represent you. 


SALESMEN TO HANDLE as a side line fast selling tool; commission 
basiss THE WHITE MANUFACTURING CO., 93-107 Lafayette St., 


Newark, N. J. 





























The Improved 
Featherweight Ice Creeper 
Size No. 3 will fit lumber- 


American Can 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 





shoe or overshoe. \ 
heels. Retail at 50 cents per pair. 
ORDER FROM YOUR JOBBER 


Churchill Mfg. Co., Inc., 287 Thorndike St., Lowell, Mass. 











American Can Company 


20. 
Syracuse, New York 


























S.5 8) SINE? PVA 
——s 


For over 30 years the leaders in 
making tools for stone workers. 
Catalogue. 


TROW & HOLDEN COMPANY 
BARRE, VERMONT 
AXES 


<s SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 


J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS= 


| “They Havea “Eee 
Bull Dog-Grip” P= 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 





Sales Dept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 


¢: 


The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


’ J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 

















Economy 
Hose Attachments 


ecting hose to smooth 
a Slipe on and off easily. 
Boonomy en Co. 
Ave. 
Se niledelphin gS 


ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philade!phia 




















LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 
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Residence of Paul Witaschek, 335 N. Van Ness Ave., Los Angeles, Calif. 


How Well Satisfied 


Are Your Customers? 





You can’t be sure of holding your customers unless 
you know you are pleasing them better than other 
dealers can. 

And the one way to be sure of doing this is to supply 
the products which are superior. ‘Take shingles, for 
instance. 

The Carey Asfaltslate Shingle—‘the Shingle that 
Never Curls”—is superior in every way. Stays as it 
is put on, costs less to maintain, looks better, is, in fact, 
the most economical shingle that can be secured. 

And builders who once have used it continue using 
it, because it enables them to give a better roof for the 
money. ‘The letter printed here shows how your cus- 
tomers ought to talk—how they will talk when you 
sell the Carey Asfaltslate Shingle. 

Send in the coupon for sample and complete in- 
formation. 


THE PHILIP CAREY CO., 521-541 Wayne Ave., 
Lockland, Cincinnati, Ohio 





The Architect says— 


It seemed the logical thing to do 
to put on the Carey Asfaltslate 
Shingle. We never heard of any 
other shingle that could compare 
with this one, because it is “the 
Shingle that Never Curls.”’ There 
may be other shingle features as 
good, but we do not know about 
them. We wanted permanence 
and beauty, and we have both in 
large measure. 


Fran Pr. Zyl 


Big Size Carey As- 
faitslate Shingle — 
more than 50 per cent 
larger than ordinary 
shingle, applied with 
full 5 ineh exposure 
makes a 3-ply roof. 































ASFALTSLATE 
SHINGLES 


‘THE SHINGLE THAT NEVER CURLS - 


THE PHILIP CAREY COMPANY, 


521-541 Wayne Ave., Lockland, 
Cincinnati, 0O. 

Gentlemen: Please send copy of ‘‘Before 
You Build’’ booklet and sample to 
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“Im aaayy 
i You! 


») MreYou Ready 
for Me ?” 













AINT Nicholas is sales manager for Folberth Automatic Windshield 
Cleaners during the Christmas season. Last year he sold hundreds 
of thousands of Folberths in a few brief weeks. This year he 
promises another record-breaking sales volume. 


Motorists and friends of motorists buy Folberths for Christmas gifts because 
they know they are appreciated. 


Are you going to profit by this demand? 
The Folberth “Universal” Model at *7 and the “Junior” Model at *5 are 
packaged in brilliantly colored Christmas wrappers over standard wrappers. 
These attractive packages combined with special Folberth window signs 
make window displays that bring in the Christmas shoppers. 
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Don’t wait until the last minute. Ask your jobber or write us for complete 
details. Here’s an opportunity for progressive merchants to cash in on the 
Christmas buying season. Send in your orders now! Don’t delay! Do it today! 


FOLBERTH, INCORPORATED 
Cleveland, Ohio 


FOLBERTH 
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Universal 


Model 
$700 
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| Worth the Giving—$t.00 to $10.00 


OU may buy more expensive gifts than these exquisitely dainty Correct Service 
Pieces in famous Community Plate, but in your shopping tours you will find 
nothing more charming or of more enduring beauty—nothing more practical 
or more valued by those who love fine silverware. And that is every woman. 


You will find these charming Community Gift Pieces in every jewelry store of any consequence, repos- 
ing in their smart Community Blue Boxes, ready to carry your greetings in the true spirit of Christmas-time. 


This Christmas Selling Advertisement will appear in colors in the 
December issues of the leading national magazines, giving a total cir- 
culation of 10,430,728 for this period. It will pay you to assure your- 
self of a complete stock and to feature a Community Window during 
December. 
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